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Oscar G. Mayer, Jr.: How he builds 
profits in a low-margin business 


(Management) 





\ , 


Famous escape artist meets his match 





in the prod 


ucts you use —for its healthy bounce 


TOU KNOW synthetic rubber 


its stretch, or its spring. But the bales of 
uncured rubber with which industry works 
are another story 

Subject to a condition called “cold flow,” 
during storage and shipment, the uncured 
product once Was known as an incurable 
escape artist. It flowed, 
from. ordinary 


settled and burst 

Escaped rubber 
stuck to bits of cardboard, dirt and paper. 
Once contaminated, it was difficult to process 
into quality products. 


packages. 


Shell Cher ! n 
by caging uncured synthetic rub in a 
unique pat kage cal'ed the Flotaimer’ Com- 
pletely new in principle, Flotainer keeps 
rubber in check, prevents contamination 
reduces waste, speeds handling and saves 
storage space. 


The F lot iner is another way 


for both industr 


Shell's crea- 
tive engineering cuts costs 
and the consumer. 


If " 


Shell Chemical Corporation 


Chemical Partner of Industry and Agriculture 


TORRANCE, CALIFORNIA 
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BUSINESS WEEK INDEX (chart)... . . 


PRODUCTION 


Steel ingot (thous. of tons) 

Automobiles and trucks 

Engineering const. awards (Eng. News-Rec. 4-wk. daily av. in thous.)........ 
Electric power (millions of kilowatt-hours) 

Crude oil and condensate (daily av., thous. of bblis.).............00. ee eee 
Bituminous coal (daily av., thous. of tons) 

Paperboard (tons) 


TRADE 


Carloadings: all others (daily av., thous. of cars) 
Department store sales index (1947-49 — 100, not seasonally adjusted) 
Business failures (Dun & Bradstreet, number) 


PRICES 


Spot commodities, daily index (Moody’s, Dec. 31, 1931 = 100) 

Industrial raw materials, daily index (BLS, 1947-49 — 100) 

Foodstuffs, daily index (BLS, 1947-49 — 100) 

rr rr i i MD 8 Se wide Sp aW wen bebawbbedeeese ees 
Finished steel, index (BLS, 1947-49 — 100) 

Scrap steel composite (iron Age, ton) 

Copper (electrolytic, delivered price, E & MJ, Ib.)......... cee eee eee eee 
Wheat (No. 2, hard and dark hard winter, Kansas City, bu.)............... 
Cotton, daily price (middling, 1 in., 14 designated markets, Ib.)........... 
Se Re CL CE cc dhcanecennenee es OOS eee btekeecneeeed cues 


FINANCE 


500 stocks composite, price index (S&P’s, 1941-43 — 10) 
Medium grade corporate bond yield (Baa issues, Moody’s) 
Prime commercial paper, 4 to 6 months, N. Y. City (prevailing rate) 


BANKING (Millions of Dollars) 


Demand deposits adjusted, reporting member banks 

Total loans and investments, reporting member banks 
Commercial and agricultural loans, reporting member banks 

U. S. gov't guaranteed obligations held, reporting member banks 
Total federal reserve credit outstanding 


MONTHLY FIGURES OF THE WEEK 


Personal income (seasonally adjusted, in billions) 

Farm income (seasonally adjusted, in billions) 

Bank debits (in millions) 

Wholesale prices (U. S. Dept. of Labor BLS, 1947-49 = 100) 


* Preliminary, week ended November 15, 1958. 
% Revised. 


tt Estimate. 


THE PICTURES—Cover—Mike Shea; 27—Eastfoto; 31, 32, 33—George 
eral Electric Co., (bot.) McGraw-Hill World News; 82, 83—Saint-Gobain; 
bot.) Oscar Mayer & Co.; 141 


(top) Mike Shea, (bot.) Oscar Mayer & Co 


MA M 


1946 
Average 


91.6 


Year 
Ago 


140.2 


1,281 
62,880 
$17,083 
4,238 
4,751 
1,745 
167,269 


311.9 
tt73.2 
75.4 

17.5¢ 
+t76.4 
$20.27 

14.045¢ 
$1.97 
**30.56¢ 
$1.51 


++45,820 
tt71,916 

tt9,299 
+t49,879 


55,025 
86,193 
31,836 
24,785 
25,424 


1946 
Average 
$179.3 

$18.1 
+*$85,577 
78.7 


Ago 


136.2 


56,136 
94,584 
30,446 
32,123 
26,925 


Year 

Ago 
$350.6 
$14.9 
$204,168 
117.8 


+158,138 


§ Latest 
Week 


*136.6 


Ago 


7137.0 


+2,011 2,005 
149,960 
$48,336 
12,378 
6,968 
1,422 
313,809 


$48,702 
12,311 
7,003 
+1,423 
311,196 


396.3 
91.0 
83.9 

17.8¢ 

187.4 

$41.17 
29.095¢ 
$2.01 
34.75¢ 
$1.66 


156,494 
193,942 
+30,444 
$31,522 

26,694 


56,874 
93,710 
30,592 
31,288 
27,100 


Month 
Ago 


Lotest 


Month 


$357.8 $357.5 
$16.9 $17.0 
$195,205 $212,894 
119.1 119.0 


8 Date for ‘Latest Week’ on each series on request. 


** Ten designated markets, middling }} in. 


Woodruff; 35—Joan Sydiow 
117—U.P.1.; 


139—Archer 
142—Oscar Mayer & Co 


76—Convair 
Daniels-Midland Co 


top) International Gen- 
140—{top) Mike Shez 
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A new whirl for helicopters 
with B.F.Goodrich superglue 


Another use of B.F.Goodrich adhesives—what will they do next? 


Problem: Those blades above the heli- 
copter whirl over 300 times a minute. 
Rotor blades like these used to be made 
of riveted metal. But as bigger helicop- 
ters were developed to carry more people, 
heavier loads, fly higher, farther; design- 
ers needed something better than rivets 
to hold the metal together—something 
lighter and stronger. The blade would 
have to be flexible, too, because it whips 
up and down several inches at the tips. 








hat was d Engineers of B.F. 
Goodrich and Bell Helicopter worked 
on the problem, developed an adhesive 


What was done: 


for a hollow blade made of layers of 
metal. These parts are welded gether by 
placing the B.F.Goodrich adhesive film 
between the metal surfaces and bond- 
ing with heat and pressure. The bond 
between the metal pleces 1S sO strong 
it will last as long as the metal itself. 
Benefits: The development of bonded 
metal rotor blades has made helicopters 
sater, more versatile for both military 
ind commercial flying. Engineers say 
this construction makes the I la le 


peter balance 1, gives better resistance 


to the strain of flexing as it whirls around. 


Many industrial uses: This 
one example of a large 


structural adhesives evel< 


industry by B.F.Goodri ie 
adhesives are being used to bon 
plastics, ceramics, glass 

thing, to themselves or each other. ( 


} " 
brakes, Su} ersonic planes 


for buildings, scores of oth 
have proven to be strongel 
bonded together with B.F.¢ 
adhesives. If you mass 
product and think a strong 


might improve it, write B. LF. ¢ 
Industrial Products Co., Dept. M 
Akr m 18. Ohio. 


BE Go © drich industrial adhesives 








tuning in on your future 


...a new world of electronic living 


In studies that may foreshadow worldwide “live” 
r'V, this Texas Instruments scientist tunes a system 
operating at almost absolute zero (— 460°F.). At 
these frigid depths where molecular activity ceases, 
weird and wonderful things occur — gases turn liquid 
or solid, fluid climbs glass walls, heat travels like 
sound, and electricity flows indefinitely without out- 
side connection. Also, “noise” fades to virtually 
nothing immensely significant to long distance 
radar and communication. 


This inquiry is just one of many underway at TI’s 
Central Research Laboratory in Dallas, the corporate 
“heartbeat” of TI’s long range technical activity. 
Research, Development and Engineering in the TI 


operating divisions apply and extend the Laboratory’s 
basic findings to specific problems of immediate inter- 
est. Technical teamwork like this has helped Texas 
Instruments set a distinguished record of industrial 
“firsts” ...and is a pace-setting factor in its swift 
entry into the ranks of the country’s 500 largest 
industrial companies. 


Basic and applied research at Texas Instruments covers 
solid state physics, materials, devices, and earth sci- 
ences, while concentrating on TI’s major areas of inter- 
est — semiconductors, electronic components and 
systems, military apparatus, data handling, and geo- 
physical exploration techniques. TI regards its substan- 
tial R, D & E expenditure as “seed corn for the future.” 


TEXAS INSTRUMENTS 


INCORPORATED 
° 
6000 LEMMON AVENUE 


/ 
keep an eye on yl DALLAS 9, 


TEXAS 
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President’s Adviser 
Dear Sir: 


.. . Because of your constructive 
aims, I know you will be interest 
in my reaction to an item in the 
article, The Men Adams Leaves 
Behind [BW—Sep.27°58.p42]. 

Rocco Siciliano is listed as deal 
ing with “minority problems.” No 
mention is made of the areas whe 
Siciliano spends the greater portion 
of his time—as Adviser to the 
President on Personnel Manage 
ment. The problems and respon 
sibilities in the field of personnel 
Management are overwhelm 
Siciliano’s role is the one bright 
spot in the picture today 

JaMEs R. WaATSO 
EXECUTIVE DIRECTOR 
NATIONAL CIVIL SERVICE LEAGUE 
NEW YORK, N. Y. 


Straw Man? 


Dear Sir: 

Your critical editorial on Ne 
Employment Act Goals? {BW 
Oct.25°58,p168] may have erect 
something of a straw man 

Ihe number of individuals 
groups who believe that the | 
ployment Act should be amend 
so as to include among its g 
reasonable stability of the purch 
ing power of the dollar is grow 
I know of no significant group 
person who has ever said that th 
goal should have priority ahead of 
economic growth and maxin 
employment and production 
your editorial implies that 
would be a danger. 

There is no evidence, given 
general commitment to work 
ward high-level employment 


economic growth, that any 
of any consequence would 
price stability “the prima 
above these other goals if this 
made part of the law 

But such an amendmy 
strengthen the probability 
avoidance of inflation 
given more than lip 
Congress. the Administratiot 
the public 

EMERSON P. SCH 

DIRECTOR OF U.S. CHAMBER 

OF COMMERCE 
PCONOMK RESEARCH 1) ae 
WASHINGTON, D. ¢ 
Well Done 
Dear Sit 

I read your story Printing W 
l p to Modern Technolog BW 





oe 


PURCHASING AGENT 


CUSTOMER'S WIFE 


Where to send flowers-by-wire 
for Christmas 





Say “Merry Christmas” with plants and flowers- 
by-wire to customers and associates everywhere. 
For gifts that grow speak the universal lan- 
guage of friendship and good cheer. They are 
always in good taste. 

Your secretary can send Christmas plants and 
flowers-by-wire anywhere in the world, right 
from her desk. Just have her phone your FTD 
florist. He’s in the phone book Yellow Pages. 


Something warm and human 
and wonderful happens— 
when you send flowers-by-wire 


LORISTS ELEGRAPH ELIVERY 


This Emblem Guarantees 
Quality and Delivery 


or your money back 


To find your FTD florist, 
see phone book Yellow Pages 
**Florists-Retail-F TD" 
World-Wide Delivery 





Oct.11°58.p94] with a great deal 
of intcrest 

While your article was not meant 
to be a complete paper on the sub- 
ject, in my opinion you said much 
too little about rotogravure 

Gravure got its start many years 
ago in Europe and was used, as 
you said, for high quality printing 
However, we in the United States 
have learned over the years that 
just as gravure can do an outstand- 
ingly high quality job on fine paper 
so too can it do a better job on 
cheap paper than any of the other 
printing processes 

Rotogravure was something of a 
novelty in the early 1940s. It is 
now one of the solidly established 
printing processes 

J. STULZ 

PRESIDENT 
GRAVURE TECHNICA ASSN., INC. 
NEW YORK, N. Y 


Dear Siu 
I read your excellent article on 
the use of helicopters [BW—Oct. 
18°58,p76] with great interest 
ANDREW A. BURNS 
GENERAL SALES MGR. 
NORTH AMERICA, SABENA 
BELGIAN WORLD AIRLINES 
NEW YORK, N. Y. 


Dear Sir: 

We were interested in the Print- 
ing Wakes Up to New Technology 
article |BW—Oct.11°58,p94] I 
must say | am impressed by your 
comprehensive treatment of a com- 
plex subject 

JOHN L. ARMSTRONG 
PHOTON, IN¢ 
CAMBRIDGI MASS. 


What a Profit 
Dear Su 

In your excellent story on the 
battle for Canadian natural gas 
[BW—Oct.11°58.p106], you state 
that “it costs about $25-million to 
develop a trillicn cu. ft. of reserves 
in the Peace River area . You 
then say that “a trillion cu. ft. of 
gas delivered to the consumer is 
worth about $400-billion.” At 13 
per thousand cu. ft., one trillion 
cu. ft. would sell for about $130 
million at the well head. The dif- 
terence between $130-million cost 
and your $400-billion “worth” 
leaves quite a profit margin for the 
middleman 

GEORGE B. PALMER, JR. 

KEYSTONE CUSTODIAN FUNDS, INC. 
BOSTON, MASS 


¢Too much. We gained a couple 
of zeros in our calculation. The 
value of gas reserves should be 
$400-million. 
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START 0 
MANY 


PROFITABLE 
SALE 


...a Long Distance telephone call 


You reach for the phone. In sccoud 


You arrange an appointment, maybe get the order sales tool it 1s. 
right on the spot. 


Anchor Plastics Company, of Long Island Cit 


The important thing is: you've made the contact, 


kept in touch, and stayed competitiv« f orders in one month. 


BELL TELEPHONE SYSTEM 


LONG DISTANCE PAYS OFF! USE IT NOW...FOR ALL 


vou re there. Phat’s what makes Long Distance 


} ] , 
ised telephone calls costing just $16.30 to p 


it’s WORTH! 


~ 





Atna 
Casualty 


aka iachias 
protects 


» +. and thousands of other leading businesses, large and small 


From mitre boxes to magic doors, Stanley products are 
numbered in the thousands; their many factories, ware- 
houses, and offices stretch from coast to coast. As you 
would expect, their insurance requirements are as in- 
tricate as they are extensive. 

Etna Casualty has the resources, the broad under- 
writing experience, and the countrywide facilities to 
more than fulfill these requirements. Stanley benefits in 


many ways from A&tna’s “precision-built” insurance pro- 


FETNA CASUALTY 
AND SURETY COMPANY 


Affiliated with Atna Life Insurance Company * 


Stondord Fire Insurance Company * Hortford 15, Conn 


gram. For example, Stanley's underwriting plan is de- 
signed to reflect, in lower costs, the results of A&tna’s 
highly effective loss control services. Aftna Casualty’s 
methods and facilities for handling claims also make 
a very real contribution to good « mployee relations. 

T he Same benefits dare enyjoyve d by thousands ot other 
A&tna-insured companies. They are some of the reasons 
why every year more leading firms are turning to AZtna 


Casualty for the finest protection, 


Get the policies with the 


PS. 


*Personal Service 


SEE YOUR ATNA CASUALTY AGENT OR YOUR BROKER FOR THE BEST IN BUSINESS INSURANCE COUNSEL 


8 








GARDNER DENVER COMPANY. 


KELLER TOOL piviSiON 


er ee MICHIGAN 


Gardner-Denver electrically controlled ‘‘Wire-Wrap”’ machine developed for a western aircraft man 


“Lost Chord”’ 


A new Air Force communication 
system—cryptically dubbed ‘‘The 
Lost Chord’’—is being speeded by 
this specially designed Gardner- 
Denver “‘Wire-Wrap’’® machine. 
Operated either manually or by 
punched tape, the machine can 
place 10,000 wires on a 20 x 20- 
in. modular terminal board, wire- 
wrapping all terminals for last- 
ingly secure, solderless connections. 

In addition to the huge time- 
savings which the machine makes 


possible, it also reduces wiring costs 
as much as 50°,. Still further sav- 
ings are achieved by elimination of 
errors and reduction of inspection. 

Housed in a 4x 4x 4-ft. cabinet, 
the machine is air-powered, using 
electronic circuits for controls. It 
is one of the many Gardner-Denver 
“Wire-Wrap” tools and devices for 
making reliable solderless electrical 
connections faster and at lower 
cost. Gardner-Denver Company, 
Quincy, Illinois. 


ENGINEERING FORESIGHT—PROVED ON THE JOB 


IN GENERAL 


panels wired by unique machine 


Hand-held Gardner - Denver 
tool also makes solde rl ss CO 
resist vibration, failure and co! 


INDUSTRY, CONSTRUCTION, PETROLEUM AND MINING 


GARDNER - DENWER 





thanks to 
automatic 





XEROGRAPHY... 


d 


revolutionary 
new 


system 
for the 


BENEFITS 
Quality superior to that of any other type of 
engineering drawing reproduction 
Substantial savings . . . up to $500,000 a year 
Storage space reduced up to 95% 
No sensitized paper required 


Time between request and print dramatically 
shortened 


Reduced-size prints make handling easier, 
slash material costs, cut postage 


Storage and rapid 


A spectacular breakthrough in the art of reproducing 
engineering drawings ...a breakthrough as revolutionary 
in its implications as the invention of movable type and 
the printing press ... has become a reality because of the 
recent development of the XeroX® Copyflo® 24 continuous 
printer. 

This ingenious machine . . . caricatured above by Artzy- 
basheff and operating on the fast, dry, electrostatic prin- 
ciples of xerography ... now provides the full benefits of 
a unitized microfilm system. 

Such a system is the modern approach to low-cost, high- 
quality reproduction of engineering drawings. It provides 

















reproduction of engineering drawings 


enormous savings in time, money, space, and materials. 

The original drawings are copied onto microfilm, and 
individual microfilm frames are mounted into data process- 
ing cards. 

From the cards the Copyflo 24 continuous printer pro- 
duces positive, dry prints or offset paper masters... ready 
for immediate use. Pre-cut prints emerge at the rate of 
20 linear feet a minute, or a 24” x 36” print every 10 sec- 
onds. Print quality is remarkably superior to that of any 
other method of engineering drawing reproduction. 

Where the reproduction of hundreds . . . or thous: 

of different engineering drawings is needed daily, look 


to automatic xerography and unitized microfilm. Fo. 
Booklet X-287, showing the many detailed advantagt 
unitized microfilm systems, write HALom XeERox IN 
26X% Haloid St., Rochester 3, N. Y. 

Branch offices in principal U. S. and Canadian cities 


HALOID 
XEROX 











ASW AND UNDERSEA 
WARFARE 













MISSILE AND 


Submarine communications and detection. eictelttaotel hastel i 


ASW data processing and display aids. 
PP ASW listening 
and retransmitting devices. 


a ay Precision inertial-guidance system for short 
range air-to-surface missile 

Bomber defense missile system 

Homing guidance system for attack and 
reconnaissance drones 

Air-to-air radar guidance system 
Surface-to-surface radio inertial guidance 


system 




















Proximity warning. 
Long range electronic surveying equipment i 
with airborne repeater. } 
Electronic fusing. j 
Electronic surveying equipment. 

Pulsed light range measurement equipments. | Drone command guidance system 

PP Radiosonde transmitter and preamplifier. "Data transmission and processing for surface- 

to-air missile guidance 


Surface-to-air radar guidance system. 


COMMUNICATIONS AND 


DATA TRANSFER 








SE Obstacle-gain data transmission 
SE Precision location of radars se 18-Channel teletype. 
SE High precision and high resolution ps Noise-modula ed data links sa 
forward-looking radar. Integrated battlefield air mobile radio 
DS VHF homing beacon for supply-drop aircraft pp commun . = Sys em , 
DS Anti-jam radar transmitter and receiver. pp High-density FM voice multiplex 
OS Radar anti-clutter receiver Integrated battlefield ground mobile radio 
PP Beacons, C-band and X-band. pp communications system 
PP Strategic bombing radars. High density UHF comm unication system for 
pp air defense 
PP Coded secure communicat 
4. Pulse code modulated communicat 
pp Multitone and digital selective ca 
Transportable and fixed-station m 
pp wide-band relay equipment 
AM, FM and SSB v e and data communications 
pp equipment 
> LFF. equipment 
"" Data link and logic for ground-to-air command 
. = 5 Ruidance of aircraft and rm 
TEMS ESS SES a PP Miniaturized Transceivers 
ty 
be! 


ey By eee 


Here is an unclassified look at representative Motorola military 
electronics programs...past and current. Necessarily incomplete, 
the listing includes only enough projects to demonstrate the 
breadth of experience at Motorola’s Military Electronics Division. 
For detailed information on how Motorola’s capabilities can be 
applied to your problem...or for data on engineering career 
opportunities... please write: Motorola, Inc., Military Electronics 
Division, 8201 East McDowell Road, Phoenix, Arizona. 


KEY: 
Program 
Status SE Study programs or programs resulting in experimental models 
: oS 
Coding Programs resulting in developmental and/or service test models 
PP 
(Reference Programs resulting in pre-production prototypes cnd/or production models 
MIL-E-5400B) 
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Quartz crystal resonators and filters. 
Electrical wave filters. 
Electromechanical filters. 

Precision V.F.0.’s and B.F.0.’s 
Electromechanical reed filters and 
tone generators. 

Transistorized power converters. 
Transistorized voltage 

and current regulators. 





SE Doppler personnel navigator. 
SE Inertial sensors 
SE Supersonic intercontinental 
bombing-navigation system. 
se Hyperbolic battlefield navigation 
system for aircraft, 
land vehicles and man pack 
os Hyperbolic amphibious navigation system 
PP Aircraft rendezvous and 
station-keeping systems 


DATA PROCESSING 


AND DISPLAY 





SE 
& 


countermeasures 


se Data processor for electromagn 
SE Threat evaluator for air defense 
pp Shipborne electronic data system 


defense 


pp Large-scope bombing radar 


AA MOTOROLA 


Military Electronics Division / cricaco « pHoenix « riversive 
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Automatic data processing for ele 


ELECTRONIC WARFARE 
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Battlefield electronic warfare. 
False target generation system. 
Tracking jammer. 

Subminiature passive 

radar illumination detector. 


GROUND SUPPORT AND 
TEST EQUIPMENT 


PP Phase-lock telemetry 
pp Command destruct receivers. 
PP Guided missile test equipment. 


pp Programmed automat 

pp Aircraft test equipment. 

pp Militarized precision 
pulse circuit testers 


tronic 
intercept. 


for air 


test system 


SOLID STATE MATERIALS 
AND DEVICES 


SE 


SE 
PP 


COMBAT SURVEILLANCE 












Ferro-electrics. 
Ceramics. 

Solid state devices. 
Ferrites. 
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Drone guidance, data sensor, and data 
transmission integrated reconnaissance 
Aircraft data sensor, and data transmis 
reconnaissance system 

High resolution side-looking radars for 
aircraft and drones. 
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CHICAGO 
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PHOENIX 
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RIVERSIDE 


Five Military Electronic 
Division plants in three 
locations. Over 500,0 

square feet of engineer 
and production space, 

devoted exclusively to the 
design, development and 

manufacture of advanced 
military equipment 











AVOID RISK If 


you 
buy 


Steel. 


USE OUR CAPITAL to cut your inventory costs 


You save money when you use the steel 
inventory of your Steel Service Center. 
Cutting down your steel stocks frees your 
capital for more profitable use .. . ties up 
less working capital. That’s good business. 

You can save space, and the cost of 
that space by using our inventories as 
your own. You seldom suffer obsolescence 
losses. You avoid inventory problems 
created by too-ambitious forecasts. 

We deliver your steel when you want 


} 


use. Whatever your steel need, there’s 


it, cut to exact size, and ready for your 


a nearby Steel Service Center set up to 
serve you quickly from stock. 

If you’re putting steel in inventory 
because you think it’s a bargain, compare 
all of your costs of possession with the 
cost and freedom-from-risk of buying steel 
from your Steel Service Center. 

Or, to be more precise, get the booklet 
What’s Your Real Cost of Possession for 
Steel from your convenient Steel Serv- 
ice Center. American Steel Warehouse 
Association, Inc., 540 Terminal Tower, 
Cleveland 13, Ohio. 


The American Steel Warehouse 


.. YOUR STEEL SERVICE 


CENTER 


COST OF POSSESSION 
FOR STEEL IN YOUR INVENTORY 


COST OF FREEDOM-FROM-RISK STEEL 
FROM YOUR STEEL SERVICE CENTER 


Per ton it-to-size, and delivered 


TOTAL 








More Than Forty Years 
Of Leadership In 


Petroleum 
Refining 
Technology 





Big news not so long ago was crude from 
Mexico's Gulf. Today, it’s crude from 
Africa’s Sahara, where newly-found 
deposits are rapidly being developed. 


Helping the refiner get what he wants 
from any kind of crude is part of 

the service rendered by Universal. 
Regardless of his sources of supply, 
variations in “feedstock,” and kinds of 
petroleum and petrochemical 

products he has to produce, he knows 





| Oil is where you find it 


he can rely on UOP for expert advice 
and service. 

Over a period of more than forty years 
UOP has developed extensive and 
highly specialized research, design, 
engineering, service facilities and 
refining processes and know-how. These 
are made available to refiners any- 

to help him 
process his oil most efficiently and 
profitably, no matter where it is found. 


where in the free world 


® 


UNIVERSAL 
OIL PRODUCTS 
COMPANY 


30 ALGONQUIN ROAD 
Des Pioines, Wl, US A 





er Department Store Says 
NEW WESTINGHOUSE ELEVATORS GET 


“Operatorless elevators in department stores give real, tan- Westinghouse operatorless system in a store means the most 
gible benefits not only to store managements, but also to its modern, efficient elevator service available. 
customers,” says Betty Furness. ‘First of all, just having a 





“Everything is automatic. The entire system is electronically doors remain open and motionless as long as necessary for 
controlled to serve passengers quickly, yet courteously. passengers to leave or enter. 
Traffic Sentinel Doors open automatically as car arrives. The 





“Note the absence of elevator operators. For department however, is but part of the full Westinghouse operatorless 
stores, this means a savings in wages, uniforms, training, in- elevator story. 
surance, and freedom from personnel problems. Economy, 





‘“YES”’ to Operatorless Elevators! 
DENVER SHOPPERS’ ENTHUSIASTIC APPROVAL 














“Superior service and customer convenience are primarycon- because operatorless elevators have an electronic intelligence 
siderations, too. Trav eling time is reduced to a minimum attuned to ev erchanging traffic demand. 














“When the car is substantially filled, a weighing device dis- “For more reasons why operatorless elevators are gaining 
courages overloading by closing the doors automatically, and greater acceptance in department stores, write to: Store Plan- 
dispatches the car to the next floor. For shopper convenience, ning and Service Department, Westinghouse Electric Corpo- 
a store directory above the doors in the car indicates what ration, Elevator Division, 150 Pacific Avenue, Jersey City 4 
merchandise can be found on each floor. New Jersey—and we'll mail you a free copy of the booklet 
‘The Operatorless Elevator in the Department Store’.” 


MAY-D&F DEPARTMENT STORE + DENVER, COLORADO 


This new and spectacular building, in stalled eight beautifully styled We 
the heart of downtown Denver, is de- inghouse Electric Stairways. Whe 
signed for shopping ease and conven- Denver, plan to ride and experience 
ience. Three underground parking levels yourself the politeness and timesa 
accommodate 1160 cars at a time. Extra features of Westinghouse Operatorle 
important then are the smooth, oper- Elevators and Electric Stairways 
atorless Westinghouse Elevators to Architect: 1. M. Pei & Associate 
speed passengers from garages to shop- Associate Architect: Ketchum & 8 
ping floors. For complete, balanced ver- General Contractor: Webb & Ki 
tical transportation, May-D&F also in- Construction ¢ 


you CAN BE SURE...1F ITS 


A. 
. 
estinghouse 
WATCH WESTINGHOUSE LUCILLE BALL-DES!I ARNAZ SHOWS CBS-TV MONDAYS 


WESTINGHOUSE ELEVATORS AND ELECTRIC STAIRWAYS 
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Footballs to pharmaceuticals...from petroleum 


\ The Far West 
Py where 
OREGON IDAHO 
| Richfield 
is another 
name for 
progress 


ARIZONA 


Richfield’s $6.5 million new petro- 
chemical plant recently began 
operation near Los Angeles. It will 
produce some 18 million gallons 
annually of 99.8% pure benzene, a 
petroleum derivative. 

Benzene is a basic chemical build- 
ing block with application in many 
industrial fields. For example, it is 
already in heavy demand for the 
manufacture of synthetic rubber, 


plastics, detergents, paints, medi- 3 


cines, and insecticides. 


Completion of this new facility 
insures Richfield’s progress in an 
increasingly significant phase of the 
petroleum business. It is expected 
that this new source of raw mate- 
rial wiil attract new industry to the 
area, as well as enhance Richfield’s 
dollar volume and profit potential. 


. RICHFIELD 


©-OIL CORPORATION 
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Business figures for October may worry some analysts—particularly 
those who feel the recovery is trying to run without learning to walk. 


¢ The increase in production was slower than in earlier months. 


¢ Personal income, instead of rising again, fell back slightly. 


But it is hard to read these things as danger signals. Labor trouble, 
particularly in autos, held down employment and limited the length of the 
average work-week. That left its mark on output and income. 


Over-all production, in physical terms, is measured at 138% of the 
1947-49 average for October in the Federal Reserve Board’s index. 


The gain since April has been 12 points. However, neither of the last 
two months has been able to contribute more than a single point. 


Output of nondurable goods is in new high ground, but durables still 
are nearly 15% short of their boomtime peaks. 


Personal income for October is estimated by the Dept. of Commerce at a 
seasonally adjusted annual rate of $3571-billion. That’s down $300-million 
from September and the dip interrupts a seven-month climb. 


There was a drop of $800-million (at an annual rate) in wages and salaries 
earned by workers, but most other types of income went on rising. 


Auto output is getting up to a respectable level only this week—after 
the latest model changeover in recent years instead of the early one the 
industry had undertaken. 


Even so, November production won’t go much above 500,000 cars. It 
remains for December to give recovery a Detroit-size push. 


This story of autos pretty much tells why the upturn faltered in early 
autumn. And December should dispel the fears of those who have wondered 
if the business curve was flattening out—or worse. 


Various figures on employment and labor utilization in October cast a 
good deal of light on what has been going on: 


¢ Nearly 342-million nonfarm workers who usually work full time put in 
less than 34 hours in the week of the Census Bureau’s October nose count— 
600,000 more on short time in October than September. 


e That’s in addition to 2.1-million who had jobs but weren’t at work. 


And, for those who were at work, the time put in amounted to 40.4 hours 
against 40.8 the month before. 


Factory employment’s story is pretty much the same as that for nonagri- 
cultural employment generally: fewer people on shorter hours 


Manufacturing employment fell 200,000 from September to October. 
Half of that was in nondurables, where a decline is normal at that time of 
year. 





BUSINESS OUTLOOK (continued) 





BUSINESS WEEK 


NOV. 22, 


1958 


But the other half, in durables, is quite unusual. 


And, when you examine the decline in durables, you find most of the 
drop in the transportation equipment classification—the heading that covers 
autos along with trucks and aircraft and railway cars. 


The 6%4-million production workers actually on the job in factories 
turning out durable goods averaged half an hour’s work less in an October 
week than in September. The result was $1.50 less in weekly earnings. 


That indicates a drop of something more than $40-million in monthly 
payrolls for this one type of employment alone. 


Steel’s output curve is waiting on autos and the auto industry’s sup- 
pliers; for the time being it’s anchored at 75% of capacity. 


That the steel industry’s rate is as high as it is (with machinery lines 
slow along with autos) may be attributed to a pretty good comeback in other 
consumer goods. Major household appliance output, even in September, 
pulled comfortably ahead of year-earlier levels. 


Steel salesmen are hitting the road as the mills attempt to sustain opera- 
tions while waiting for orders to turn up again. Iron Age this week described 
competition as fierce, and said that mills are absorbing freight on shipments 
fairly well beyond normal market limits. 


Copper refiners have good reason to be pleased with the improvement 
in their market since midyear 

Shipments to domestic fabricators in October went a little above 
120,000, the best for any month in well over a year (though still considerably 


below domestic consumption in an average 1955-56 month). 
— = 
You could hardly ask for a more hopeful 1959 outlook item than the 
government’s forecast of construction to be put in place: 
The total, $52.3-billion—about $3%4-billion or 7% ahead of 1958. 


The experts of the Commerce and Labor Depts. see private construction 
coming back on the plus side of the ledger, gaining over $1-billion. 


Work done on new dwellings next year is expected to total $19%4-bil- 
lion, a gain of about 13%. However, such a showing would surprise a lot 
of private observers as well as builders (page 35). 

The value of work done on housing in 1959 doubtless will show a better 
gain than starts; that will reflect the late 1958 bulge in starts. 


But the F. W. Dodge Corp., in estimates published this week, expects 
contracts for new homes next year to be valued only 1% above 1958. 


Tighter money is expected by the Dodge organization to restrain home- 
building on FHA and VA mortgages, even though Congress may move to 
offset such a decline. 
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a NEW concept in office copying... 


vust “‘IN and OUT”’ 
inn 1 INSTANT STEP 



















NOTHING LEFT OUT! EVERY COPY 
ERROR-PROOF, PHOTO-EXACT 


Now you can copy any original—typed, 
printed, photographed, written or 
drawn—regardless of color, ink or 
paper—printed on one or both sides. | i 


It is so easy with the sensational new Apeco 
Uni-Matic Auto-Stat. You just push a button 
- in goes the original and instantly out 

comes a perfect copy. This entirely new 
copymaker makes copies in half the time 

of any other all-purpose copying machine. 
So fast—you can actually reproduce over 
1000 different letters, invoices, statements, 
receipts, contracts, etc., every day. It isa 
“‘money-saver’’ for any business 

at a price within every budget. 


eee 
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MATIC 


AUTO-STAT 








® ALL ELECTRIC 

® FULLY AUTOMATIC 

© FITS ON A CORNER 
OF ANY DESK 

Less Than 


$ 25 can put anew Apeco 


Uni-Matic Auto-Stat in your 















per Office on Apeco's new lease or Available in your nein! 
: | h 2 of beige ed b 
week installment purchase plan, prs nicngpienfes a 
and black & Assoc 


Read This NEW FREE BOOK! 


Find out how hundreds of uses in your business will pay 
for an APECO Uni-Matic Auto-Stat in just a few months. 
This new free book is packed with illustrations and facts that point out the 
applications and advantages of Apeco Uni-Matic Auto-Stat copying. Here's 
10 minutes of reading that can save thousands of dollars for your business. 


Attached Air Mail Postage Paid Reply Card 
Will Rush Your Free Book To You! 


American Photocopy Equipment Company * 2100 West Dempster Street * Evanston, Illinois 
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our production lines vere each Mack may be different! Matching up the right components 
ssion of ir idu d Macks comes down the line, is a mighty demanding task— one 
But it's an old story for Mack pioneer in the custom-assembling 


ialist in building the most efficient truck for today’s 


How Macks are 


ym upkeep require > ve Mack design for greater shear re 

working parts and are being cut in our new axle shaft manufacturing hundreds of tt 
the whole assembly facilities. Surface-hardened and ighened t in major fleets. The 
more quietly and Mat exclusive graduated heat treatme these economy and 
rugged good hafts have greater endurance 


mes the shock resistance 
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custom-built 
on our assembly lines 


One look at Mack production lines and youll see omv and safety, And while they may diffe p 





why every truck user can order the unit that’s mad cally, all Macks have one thing in « 


! 
yn) 


» mate Is vervV Own Operating req . 
to match hi er’ n Operating require ments. quality For vou just cant buv a Mack th 


For Mack has evolved a miracle of productior 
=e thing | ss than the finest equipment of it 
control that allows us to send a succession of differ 


ent trucks down the same line. Each truck fills a It’s part of the language... Built like a 


separate order...each one is assembled from a 


selected combination of interéhangeable stock 
Mack components—engines, frames, transmissions, 
front and rear axles, brakes and accessories. 
That's why we can translate your operating con- 
it} j » ’ ’ ot , 
ditions into the Mack compon nts that most exactly MACK TRUCKS, INC., PLAINFIELD, NEW JERSEY 


meet your needs for capacity, performance, econ- CRUERS, GUSES AUS Sime APPARATUS 





ENJAY BUTYL fabulous new rubber 


Helps give you a thrilling new outlook 














This profile of elegance is accented by sweeping glass . . . by dramatic new wrap- 
around windshields made possible by Enjay Butyl. This versatile rubber cushions 
and protects the glass, prevents squeaks and leaks. Because Enjay Butyl out- 
performs natural and other types of rubber — lasting longer, weathering better, 
staying flexible—it is now put to more than 100 uses in today’s new cars. 


Ensay) ENJAY COMPANY, INC., 15 west sist st., New York 19, N.Y. 
Other Offices: Akron + Bc 1 + Charlotte - Chicago + Detroit - Los Angeles » New Orleans + Tulsa 
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What Russians New Plan Means 


Their new economic Seven-Year 
Plan may narrow the gap be- 
tween East and West, but out- 
put will still lag far behind U. S.’ 


Premier Khrushchev has unveiled his 
blueprint for Soviet economic expansion 
over the next vears. ‘The new 
plan, which from 1959 through 
1965, represents a serious challenge to 
supremacy of the West 
and to its political position in the 
uncommitted, underdeveloped areas of 
the world. It is bound to give the 
U.S.S.R. a larger weight in world trade 
Western about 
Sovict dumping. 

Ihe challenge, though, isn’t quite 
Khrushchev wants the 
world to believe. In_ presenting his 
Seven-Year Plan to the Central Com 
mittee on the Communist Party, the 
Soviet Premicr boasted that by 1965 
the Soviet bloc would outproduce the 
non-Communist world. He also claimed 
that the U.S.S.R. would have — the 
world’s highest living standards by 1970. 
By then, he asserted, it would be pro 
ducing more than the U.S. in both 
ibsolute and per capita terms. 

In point of fact, the figures an 
nounced for the plan indicate that So 
viet industrial output might rise from 
roughly 40% of U.S. output today to 
nearly 50% in 1965. This assumes a 
3% average annual increase in U.S 
production during the period. For 
the second Seven-Year Plan (1966- 
1972), Khrushchev sketched out goals 
much less ambitious than the first’s 
so that it would be obviously impossi 
ble for his boast about outstripping the 
U.S. by 1970 to come truc 


seven 
TUS 


the cconomic 


ind increas¢ tears 


SO serious as 


|. Impact on the West 


Still, Washington was in no mood 
this week to take the new Seven-Yeat 
Plan lightly. After a quick evaluation 
of Khrushchev’s economic projections, 
U.S. experts on the Soviet Union came 
up with these conclusions: 

The U.S.S.R. has a good chance of 
achieving its over-all industrial goals, 
although there are bound to be some 
shortfalls. In the past, the Soviets have 





ubstantially fulfilled 
Plan goals. ‘The sole exception was 
Khrushchev’s 1956 Five-Year Plan, 
which was abandoned one vear after it 
began. 

Che gap in economic power between 
the U.S. and the U.S.S.R. almost cer- 
tainly will be narrowed, thus making 
the Soviets much harder to deal with 
politically and militarily. The spectacle 
of the U.S.S.R. pulling up cconom 
ically on the U.S 


their -live-Yeat 


will have al psvcho 


\ \ 


KHRUSHCHEYV crows that the Russians’ new economic regimen will push them ahead 
of the U.S. in living standards by 1970. But analysis of the plan shows it can’t be don 


logical effect in underdeveloped 
trics, increasing the temptations t 
Communism. On top of that 
Soviet resources will become a 
for economic 
veloped countries 

Soviet military 
tainly will increase in tandem 
economic strength. Khruslich 
presented the Seven-Year Plan 
crudest of power terms. In additi 
his usual ibout th 
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power almost ce! 
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Russia Settles for 
13.2% 


Claimed Growth Rate 
Per Year 1950-55 


Slower Annual Growth of Industry 


Originally Planned 
Rate 1956-60 


Average 


Ny 


7.2—7.4% 
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Under the new plan, Soviet industry 
ictually will grow more slowly than the 
U.S.S.R. claims it did during the fifth 
hive-Year Plan than 
it was projected to grow during the sixth 
live-Year Plan, abandoned im 1957 
chart, above However, the planned 
if growth during the new 
Plan will be somewhat 
that claimed for the past two 
which been a_ transition 
period between Stalin's Five-Year Plans 
ind Khrushchev’s Seven-Year Plan. 

You can see the pattern of growth 
in figures for basic materials 
teel, coal, pig iron, and the like. Steel 
production, for example, 15% in 
1950 and 10 per from 195] 
through 1953. It was slated to increas¢ 
8.5% annually during the sixth Five 
Year Plan, but it actually increased 5% 
in 1957 75 1958 
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Producer = Consumer 
Goods ! Goods 
. 
the new Seven-Year Plan, it 
to TIS¢ 
nually 


is supposed 


between 6.5 ind 7.5 in 


ll. Lean Years for Consumers 


Western experts aren't surprised that 
the rate of Soviet economic growth is 
leveling off. ‘They have been predicting 
this for tine. What 
them is the planned increase of 8.8% 
per year in over-all industrial production. 
Vhat’s still a terrifically fast rate of 
growth. It allows, in absolute terms, for 
in cnormous expansion of output, since 
the economy will be growing from an 
cver-broadening bas 


SOTHIC presses 


observers also note that 
expansion will be concentrated 
more heavily in industry 
and producer goods than at any time 
Stalin. So the impact of the 
projected growth on the East-West 
power balance will be even greater than 
the bare statistics imph 

¢ Turnabout—Apparently Khrushchev 
the trend toward 
more and more emphasis on consumer 
Under the sixth Five-Year Plan, 
produccr and consumer industries were 


These eco 
nomic 
much heavy 


since 


has reversed recent 


goods 


slated to grow at almost the same speed. 
Under the new plan, however, producer 
industries are scheduled to grow at an 
innual rate of about 9.3 for con- 
sumer industries, the rate is supposed 
to be only about 7.3% (chart 

By widening the gap between heavy 
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these figures don’t tell th 
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benefit—e\ 
some of the in : 
for industr lor 
capacity of the chemical industry 
to be tripled it a cost of ar 
billion, with entrated on 
facilities for svnthetic fibers and plastics 
Some of this capacity will be for 
consumer products 


entu 
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heavy example, 
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C xpansion con 


used 
The plan’s promised increase of 70 

in farm output vcars 
would directly benefit consumers. But 
this is among the most doubtful of all 
Khrushchev’s promises 

¢ Promises and 
of the other pledges in the new 
their fulfill- 


over the seven 


Prospects—Here are 
some 
plan 
ment 
A 5% real income per 
capita—less than promised in the last 
live-Ycar Plan and well below the 6.8 


the 1951-55 


ind prospects fOr 


increase in 


average increase claimed for 
plan. 

A 40-hour. work week by 1962. In 
the recent past, the Soviets have come 
through on their promises to reduce 
time the job. However, it’s 
doubtful whether they can continue to 
because of the 


spent on 


do so, labor 


growing 
shortage 

More housing. Khrushchev proposes 
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to build 2.3 times as many housing 
units during the next seven years as 
during the last. If more housing does 
become available, the increase may be 
offset by the need to move more farm 
cers off the land to help expand indus- 
trial production. 

A narrowing of the spread between 
incomes. ‘This probably can be achieved. 

Although the Seven-Year Plan offers 
something to almost everybody in gen- 
eral terms, it looks from other evidenc« 
as if the Soviets’ main economic em 
phasis will be on seven basic tasks dur- 
ing the next seven vears: 

¢ Development of the eastern re- 
gions of the Soviet Union. 

e Accelerated development of fer 
rous and nonferrous metallurgy. 

e Expansion of the chemical in 
dustry. 

e Accelerated use of oil and nat- 
ural gas to shift the fuel balance away 
fiom solid fuels. 

¢ Rapid electrification and a mas 
sive substitution of thermal for hydro 
electric power. 

e Klectrification of the 
and’ substitution of 
engines, 

e I'xpansion of all branches of ag- 
riculture, with particular emphasis on 
the state farms. 


railwavs 


diesel for steam 


lll. Can Khrushchev Succeed? 


A variety of factors will affect Khrush 
chev’s chances for making good his 
plans. 

The Soviet Union is heading into a 
decade of severe labor shortage as the 
small crop of war babies comes of age 
Under Khrushchev’s new education 
scheme, voungsters will be put to work 
at 16 instead of 18. But that won't 
iffect the total labor supply over any 
length of time. The Soviets claim to 
have demobilized nearly 2-million 
soldiers in the past two vears. If true, 
this would help a lot, although the labor 
saueeze still will be tight. Vhere will 
be an effort to increase agricultural 
productivity to meve more farmers to 
industrial jobs, but this is bound to 
encounter resistance. 

Soviet plans put heavy reliance on 
increases in productivity based on ad 
vancing technology and on more eff 
cient use of both managerial talent and 
resources, under Khrushchev’s program 
for decentralizing the economy. But no 
solid evidence has vet reached the West 
on how much these efforts can accom 
plish. 

There are some signs that Khrush 
chev himself mav have doubts about th« 
chances of reaching his goals. At am 
rate, he has left himself some obvious 
escape routes in case of serious short 
falls. For the first time since the late 
1920s, Soviet production goals are ex 
pressed in ranges of percentage increases 
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rather than flat targets. ‘The stress laid 
on the West’s warlike plans and the 
need for more defense could be pre- 
paring the ground to blame failure of 
the plan on the West. 

¢ Not by Bread Alone—Ihe most im- 
portant question mark, of course, 1s 
whether the Soviet people will submit 
to a continual drive to build heavy in- 
dustry, while consumption is held back. 
\lanyv experts think they verv probably 
will. They reason that the Soviet people 


in the past have been willing to trac 
the comforts of the present for prom 
ises of a more glorious future, and that 
Khrushchev certainly has _ present 

them with a program calculated to fir 
their imaginations, Recently, the stand 
ard of living has been permitted to nm 

faster than before, and even so ther 
has been evidence of rising dissatisfa: 
tion. ‘This could mean that the 
ard of living is less important to 
Soviets than to most peoples. 


tand 


Census Bureau Plans Buying Surveys 


Experimental project to uncover the public’s intentions 
to buy key durable goods will begin in January. 


Starting in January, the Census Bu- 
reau will begin a regular quarterly sur- 
ev of consumer buying intentions 
overing kev durable goods—autos, ‘TV 

ts, washers, and refrigerators. 

Pre-testing on a limited scale to de- 
termine proper techniques was begun 
in August in 1,300 households in Chi 
cago. The survevors next week will re- 
check the same Chicago households for 
| final pre-test before launching. the 
project on a much bigger scale. 
¢ Experimental Project—Actually, the 
survey will be strictly experimental for 
it least a vear and none of the results 
will be published until the bureau is 
convinced of their usefulness. The job 
is being done for the Federal Reserve 
Board and, if the experiment is success- 
ful, presumably will be permanent 

Up to now, the FRB has used the 
University of Michigan’s Survev Re 
search Center exclusively for its 
i-vear Survev of Consumer Finances, 
vhich takes a much broader look at the 
financial status of the buving public. 
Independently, with funds contributed 
by major corporations, the Michigan 
also makes two or more 
survevs of 
utomobiles, 


Once 


center con 
buy 


houschold 


ume! intentions to 
appliances, 
and houses. 

Presumably, the Census Bureau su 
vevs will supplement those of Michi- 
gan, which developed the intentions 
to-buv methods under Dt 
Katona and Dr. Eva Mueller 
¢ Plan of Operation—I'very — three 
months the bureau will attach questions 
on consumer buying plans when its 
numerators make their regular 
lovment survev. ‘Thes¢ 
houscholds across the country, but only 
1S,000 will be included in the 
sumer survey. The chicf advantage over 
the Michigan survey is the much larger 
imple. Michigan has been limited to 
scientific sample of only 1,500 fami- 
lies, but its interviewers have delved 
much deeper into the attitudes, finances, 
ind buving plans of consumers than 
will the Census Bureau 


roods 


George 


unem 


COVCT 35.000 


con 


The Census Bureau will ask 14 
questions on autos, such as: Doc 
household own one, when was it bought 
was it new or used, does the 
hold still owe money on the car, how 
was it paid for, have there been a 
major repairs, and is the family pl 
ning to buy a used ca 
three, six, or 12 months? Vor th 
durable goods the interviewer 
simply ask if the houschold ha 
products, when they were bought 
if there are any plans to buy an 
in three to six months 

In addition, the 
several questions about consume 
if they think thev are better 
worse off than a vear ago and if 
expect to be better off a vear from n 
Phese questions parallel the quest 
which Michigan defined in the 
period to determine attitude: 

Phe big push for the Census Bu 
survev came from the President's ¢ 
cil of Economic Advisers, which 
pressed need for more data n tl 
subject, especially during the 1 
¢ How Useful?—Actually, ther 
question in_ the 
whether the whol 
methodology is much use as 


hou 


new oO! 


survey will 


Comes 


minds of expe 
Intention 
1 preal 
R. J. Mggert, marketing researcl 
ger of Ford Motor Co., who ha 
closely with the Michigan Surv 
ter, savs it is still 
consumer buying plans affect the 
nomy, or whether they simp! 
changes in people’s economic stat 
outlook that have 
All vou may be measuring, h 
factors that arc 
current changes, up or down, in 
The Census Bureau hopes to | 


1] 


to determine, by its periodic cal 
whether houscholds performed 
said they 
Michigan researchers, in 
consumer intentions (BW —S 
p132) found that (1) “buying int 
ire a useful predictor of car p 
but (2) “unplanned purcha 

] 


in Mportant part of tot pu 


a Que stion 


: . 
ilready taken 


the same causing 


would in’ previou 





Countdown for Tanke 


The poet says the fair face of Trojan steel box weighing 21,000 tons, 860 ft 
Helen launched a thousand ships—but _ long, for a fifth of a mile. The Princess 
he doesn’t say how long it took. Last Sophie, new queen of the Niarchos 
week, in a few tense seconds in a New Group’s tanker fleet, will displace 91,- 
England shipyard, another Greek queen +00 tons fully loaded—the most of any 
launched a much greater tonnage than merchant ship ever built in the U.S 
all the fabled galleys that sailed to re ¢ Framework—Actually, the sleight-of 
capture Helen. hand trick that constitutes a big ship 

Fredericka, Queen of the modern launching begins even before the keel 
Greeks, smashed a bottle of champagne _ is laid; the hull must be built at the 
on a steel bow, and 55 seconds later exact slope best suited to its particula: 
the $20-million supertanker Princess launching. Then, the biggest part of 
Sophie was afloat off Bethlehem Steel’s — the trick begins to take form. A ship 
Quincy yard, near Boston, and the is not assembled on the cradle that will 
guests were filing from the stands. ultimately carry it down the ways. In 

It looked astonishingly easy, as the | stead, it is built on a framework of 
huge hull began to slide down th« keel blocks and shoring timbers—for th« 
greased ways at the exact moment when _ Princess Sophie, 930 shores in 15 rows 
the Queen swung the traditional bottle As the hull takes form, the cradle 
But the easy seconds had been set up built snugly under it The trick 
by months of building, and then by a launching dav, is to knock out 
24-hr. countdown involving +50 skilled shoring so that the hull will rest on 
men (pictures). Their job: to move a __ the cradle, ready to slide into the water. 





Last touches on the stern of super- 
1 tanker Princess Sophie begin at dawn. 
The 24-hr. launching countdown will climax 
in a few dramatic seconds. 


“A 


4) 








WY en “ee 
9 At low tide, the final coat of grease 
1S ipplied to the riverward end of the 
wavs, which will be submerged tor launching 


at high water 


3 Gangs with battering rams knock out 
- the shoring timbers on which the hull 
was built This lets hull rest on cradle that 


will carry it down wavs 
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aunching 


Launching time for the Princess 
Sophie was 2 p.m. ‘The countdown 
began the day before when a final coat 
of grease was put on the part of the 
wavs exposed only at low tide. The 
ways under the ship were greased long 
before, but now the separator irons- 
flat strips laid across the ways to keep 
the grease from being squeezed out— 
were hauled free, letting the cradle rest 
directly on the grease. 
¢ Battering Rams—Toward dawn, with 
some 9 hr. till the launching, the cru- 
cial jobs began. First the cradle was 
wedged up till it made a tight, pressur- 
ized fit with the hull to which it was 
strapped. At 6 a.m., 10- and 12-man 
teams with battering rams began knock- 
ing out the shoring row by row, pre- 
cisely timed so that the final timbers s 
would be removed a few minutes before 
launching time. LAUNCHING IS OVER. Tugs pick up the 860-ft. Princess Sophie to haul it to 
Other workers, 66 teams of them, — the dock area for further work. Queen Fredeticka of Greece christened the ship. 


Jie & 
4 Huge piles of chains, roped to the hull, will slow it as it slides 5 The ship is waterborne, and just about halted by the 
- into the water, and so prevent a runaway that could leave th« 


+ dragging chains. Launching button was pushed 
brand-new ship stranded on mudflats across the river. 


scant minute before, vet hull has moved a fifth of a n 
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with wedges and hammers, began chip- 
ping out the massive keel blocks. 

As the shoring is progressively re- 
moved, pressure mounts on the six hy 
draulic “triggers” which keep ship and 
cradle from sliding down the wavs. 
Very close watch must be kept on the 
gauges, lest too much pressure develop 
at any one point 

As the final minutes arrive, other 
crews of men remove the gangwavy, the 
electrical and fire alarm connections, 
the welding ground, and the bilge cribs 

the last supports that give the land- 
bound ship stability from pressures of 
storm or accident. 
¢ Safety Measures—l'inally, the safety 
mechanisms are removed from the trig 
guard plate—long — since 
screwed over the launching button to 
prevent any premature accident or fatal 
is taken off. Usually, that’s not 
done till five or six seconds before the 
ship is to be released. ‘Traditionally, the 
ship starts down the wavs no matter 
what dignitary isn’t ready. In the case 
of the Princess Sophie, a few extra sec- 
were allowed to permit Queen 
lredericka to finish a_ brief speech. 
When she said the last word, the head 
of the shipyard phoned down to the 
control room, the button was pressed. 
Less than a minute later, the ship was 
waterborne 


gers Ihe 


CTTOr 


onds 


For the guests, there still remained 
the traditional partv—a party that is 
just one item in launching costs that are 
figured roughly at less than 1% of a 
ship's cost, or $200,000 in the case of 
the Princess Sophie. For the shipvard 
workers, there remained much work— 
the ship is still only 95% complete 
ven as the guests were chattering awav, 
tugs took the hull in tow for the dock 
vard area, after hauling loose the cradle 
In a couple of months, the Princess 
Sophic ready to hoist the 
Greek flag and begin her runs on the 
Persian Gulf-U.S. West Coast run. 


should be 


Can U. 


Rogers’ Rule of Conduct: 


S. Agencies 


For the Official: A commissioner who receives any “off-the- 
record” contacts and arguments on the merits of a pending case 


must inform his fellow commissioners and insert the arguments 


into the public record. Failure to do this in a proceeding of a 


judicial nature disqualifies any commissioner from further par- 
ticipation in the case, and if he does participate, makes the 


agency’s decision null and void. 


For the Businessman: 


A businessman must rely only on the 


merits of his case as developed on the public record in a con- 
tested case. Any effort to contact or influence agency officials 
on the merits of a pending case outside of what shows on the 
public record costs him his right to win, and should close the 


doors of the agency to him. 


The impact of the new rule of con- 
duct proposed for businessmen and gov- 
ernment officials by Attv. Gen. Wil- 
liam P. Rogers (above), has been over- 
shadowed by Congressional investiga- 
tions of alleged wrong-doing at the 
lederal Communications Commission. 
But its implications go far beyond the 
current probes, and beyond the FCC. 

Rogers’ rule was proposed in a brief 
filed in the formal proceedings before 
KCC called to consider charges of in- 
fluence-peddling in the controversial 
award of a Miami television channel 
BW Nov.15°58,p36) 

It is clear, however, that the Attorney 
General hopes the rule will apply not 
only to the much-attacked FCC, but 
to all proceedings of a judicial nature 
in the whole range of federal regulatory 
agencies. 

Particularly involved would be thosc 
agencies that grant licenses or award 
privileges of some kind—such as the 
ICC, the Federal Power Commission, 
the Civil Acronautics Board, and the 
Interstate Commerce Commission. 
Others—such as the Securities & Ex- 
change Commission and the Federal 
l'rade Commission—are less concerned. 
¢ Strict and Specific—Simply _ put, 
Rogers wants to use the Miami T'V 
case to set up strict, clear manners and 
mores—specific rules of conduct. What 
he proposes comes down to this: Mem- 
bers of federal agencies and the parties 
before them must live up to the same 
standards that apply in a court 

Thus, any attempt by a businessman 
to approach a member of a regulatory 
agency on the merits of a pending case 
outside the public record should dis 
qualify him. 

And any 


commissioner has a duty 


to make public any attempt to contact 
him secretly on a pending case, or any 
representations made privately to him 
If he fails to do so, and then partici 
pates in the ultimate decision on the 
case, this automatically makes the 
agency's decision null and void. 
e Making It Effective—As vet, of 
course, the Attorney General’s rule has 
no legal force. Since it was proposed 
in an FCC that agency will be 
the first one called upon to adopt it o1 
turn it down 

But even without formal adoption, 
Rogers’ code already has, in the current 
Washington 
moral force, 
sure on 


case, 


atmosphere, enormous 
ind it places a strong pres- 
regulatory agencies. If FCC 
adopts it, other agencies will be almost 
forced to do the If the 
turn it down, will 
tainly be le 
into effect 
¢ New Round—Rogers’ drastic pro 
posal comes after a vear of sensational 
Congressional hearings on 
influences brought to 
regulatory agencies 
Just this week, the House Subcom 
mittee on Legislative Oversight aired 
another round of 
nials involving 
George C 
commiuttec 
government 


Same agencies 


there almost. cet 


gislative moves to put it 


improper 
bear on the 


and de 
Chmn 
he 


a panel of 


accusations 
former FCC 
McConnaughey 
then called in 
agency lawyers, law pro 
private attorneys for a 
general discussion of regulatory agencies, 
with emphasis on manners and morals 


sub 


fessors, and 


l. FCC on the Spot 


The FCC is a special problem. ‘The 
Miami Channel 10 case 
Congressional 


as revealed by 


investigations—comes as 
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ive Up to a Courtroom Code? 


the climax to years of criticism of FCC 
as having much too lenient a relation- 
ship with the industry it regulates. 

The case has all the ingredients of 
the most extreme kind of misconduct. 

Atty. Gen. Rogers concludes that 
three of the four applicants for Channel 
10—including the winner—must be dis 
qualified for trving to influence the de- 
cision outside the record. That would 
mean hearing new applicants in a whole 
new proceeding. 
¢ Thorny Problem—If FCC adopts 
Rogers’ rule, it faces this thorny prob- 
lem: Wouldn't all other cases involving 
similar pressures have to be re-done on 
the same basis? 

Lawyer Paul Porter—an ex-chairman 
of FCC representing one of the original 
applicants—argues that private talks be- 
tween parties and FCC commissioners 
have been a regular thing in the past. 
Therefore, to apply Rogers’ rule retro- 
actively to the Channel 10 case in effect 
would imply opening up again all such 
previous cases. This, he savs, could 
mean “a wholesale reorganization of the 
broadcast and television industry.” 

Already, a batch of other recent FCC 
['V awards have been sent back to the 
commission for re-examination after 
Congressional investigations involved 
them in influence-peddling charges. So, 
the prospect for a substantial re-do of 
other channel assignments—particularly 
decisions of the last two vears—is real. 


ll. Judicial vs. Legislative 


Whatever the outcome on Channel 
10, there is no doubt the Justice Dept. 
wants to seal off the regulatory agencies 
from all private approaches on pending 
Cases. 

Washington officials generally feel a 
commissioner, when he is acting in a 
“judicial” capacity, should be entirely 
clear of any semblance of pressure, 
cither directly from a businessman or 
indirectly through his congressman. 
¢ When Is “Judicial”?—But often the 
problem is this: When is the commis- 
sioner acting in a judicial capacity and 
when isn’t he? One commissioner on 
an agency that does award certificates 
or licenses—and so comes squarely un- 
der Rogers’ rule—put the problem suc- 
cinctly this week: 

“If a commissioner is choosing be- 
tween two or more applicants for a 
certificate, or is attempting to deter- 
mine a rate in a specific case, he is act- 
ing in a “judicial” capacity. Any pres- 
sure at this time would be wrong. 

“However, if the commission _ is 
promulgating general rules affecting a 
regulated industry, this is legislative. 
And if a businessman, or a congressman 
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on his behalf, came to see a commis- 
sioner or wrote him urging one ap- 
proach to the problem, this would be 
entirely proper—and would be consid- 
ered helpful.” 

¢ Slammed Doors—‘“Ihis much is as 
clementary as a schoolbook,”” the com- 
missioner added. “But we must be 
realistic. When someone comes into 
vour office, vou have to talk to him, 
vou can’t just slam the door in his 
face.” 

Then, gesturing toward a roomful 
of industry lawvers and economists 
the commissioner added: ‘There's 
hardly a man in this room who hasn't 
been into my office or that of an- 
other commissioner to discuss a case. 
Every one of them would say he just 
wanted to discuss procedure. But pro- 
cedure, in almost any specific case, af- 
fects the substance of the case.” 

It seems clear that this kind of con- 
duct does not comply with a strict in- 
terpretation of the code the Attorney 
General recommends. ; 
* Rule Making—Some Justice Dept. 
lawvers privately say they see no rea- 
son why the strict rule should not apply 
ta rule-making proceedings, as well as 
the definitely “judicial” ones. Since 
regulations, when issued, are reviewable 
in the federal courts, goes this argument, 
low can the court decide fairly, if the 
agency wrote the rule the way it did 
because some one had the private ear 
of one or more members? 


Ill. Two Kinds of Agency 


Other agencies claim they do not 
normally face the kind of problems con- 
fronting CAB, FCC, FPC, and other 
agencies that frequently must pick be- 
tween competing applicants. 

lor example, the great bulk of SEC’s 
formal proceedings, and all of the 
Federal ‘Trade Commission’s caseload, 
involve only the agency's own prosecu- 
ting staff and one businessman. The 
issue in such cases is whether certain 
conduct violates a given law—not which 
of several businessmen should win a 
license. Since businessmen are hauled 
before such agencies to judge their 
business practices, they can hardly be 
denied access to the agency. 
¢ Proper Conduct—At both SEC and 
FTC, spokesmen say commissioners will 
talk with anvone about almost any prob- 
lem before a case or a formal proceeding 
has been filed. 

At FTC, for example, it is considered 
perfectly proper for a businessman who 
discovers he is under FTC investigation 
to come in and talk about it with 
staffers or even commission members. 
(he purpose usually is to show FTC 


why a formal complaint should not be 
issued, but the commission does not 
believe it is wrong to listen to a man 
who is trying to show he has not vir 
lated the law. 

But once a complaint has been filed 
or a formal proceeding begun, commis 
sioners shy away from any discussion 
of the merits of a case. As one agency 
official explained, “The lawyers who 
practice before FTC know you don't 
trifle with a judge, and it just isn’t done 
here.” 

Commissioners at SEC, too, just 
plain refuse to engage in off-the-record 
discussions on the merits of pending 
cases. In both agencies, any proposals 
for settlement of a pending case ar 
referred to the staff lawyers and hearing 
examiner. 


IV. Where to Draw the Line 


How about contacts made through 
the White House on pending cases? 
FTC and SEC were involved in the 
Congressional hearings on Sherman 
Adams’ contacts made for his friend, 
industrialist Bernard Goldfine. Both 
have denied that Goldfine received am 
special treatment because of anv inter- 
vention or inquiries through Adams 

Of course, spokesmen for both agen 
cies agree that it would be wrong and 
improper for any member or staffer to 
be pressured into making a favorable 
decision in favor of one businessman 
because of his White House 
tions. 

But as one SEC spokesman put it 
“You just can’t deny the nght of a man 
to go to the President or to Congre 
if he feels he is not getting a fair deal.” 
The commission “just has to tell the 
White House or Congress what a cas¢ 
is about.” 

e Not Automatic—No one has sug 
gested, either, that use of improper in 
fluence before such an agency as | 

or SEC should automatically result in 
an unfavorable ruling on the case. Even 
under Rogers’ plan, Goldfine’s cases at 
FTC and SEC, for instance, 
not have been decided against 
just because of contacts mad¢ 
agency officials. 

¢ Congressional—A]] agencies 
frequent letters from congressmen—usu 
ally merely asking about the status of a 
pending case. Government officials sec 
nothing improper in such contacts. 
All agencies regularly reply to such 
quests for information—and probably 
will continue to do so. 

The Attorney General condemns the 
use of Congressional letters where us 
to sway an agency on the merits of 
case. In the Miami case, Roget 
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would 
him 
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for disqualification of three applicants 
partly because of attempts to use Con- 
gressional influence or Congressional Ict- 
ters of recommendation 
his is not generally considered the 
ime as a letter asking the status of a 
Case 
¢ Fish Bowl—Most thoughtful officials 
gree the soundest way to curb improper 
influences is through appointment of 
good men to the first 
\nother member of an agency 
vhich claims to have no trouble with 


| 
describes his agency 


agencies in the 
pl iC¢ 


HN proper pressures 
i “fish-bowl’ 


If a man savs he 


operation 

wants to come in 
I sav ‘Sure. 
Then, at the 
next meeting of the commission, I| tell 
the rest of the the 
onversation and, if anything more than 


On a Case, 


ind talk.’ 


ind talk procedure 
ome on in 


commussioncrs of 


Canadian Giant Is 
Avro, pinched by loss 


procedure came up, I also tell the other 
side about it. My door is always open; 
hut evervbody knows tell 
them so—that seeing me in my office 
is like seeing me in Macy's window.” 

¢ Rogers’ Approach—There will be 
NOTE proposals for protecting the regu- 
latory agencies from MNprope:r influences 


because | 


is the debate goes on. Suggestions range 
trom legislation to off-the-record 
representations, to formal codes of eth- 
ics and a new agency just to police con- 
duct of others 


Behind 


bat 


the At- 
tornev General's approach. As one pro 
ponent of his code puts it: “The beauty 
of Rogers’ rule is that it will work even 
it vou have weak 
issures that the parties will be eagerly 
watching each other real close for the 
first sign of any attempt at a fix.” 
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Hit by Recession 


of government jet order and 


transport slump, dumps its Algoma Steel shares. 


hough Canada’s worst postwar re- 
midsummer, 
hit hard the 
Dominion’s largest 
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srOUp OF all 
¢ Blow—The biggest single blow to 
\ last September when Cana 
Minister John Diefenbaker, 
biggest deficit budget in 
ountrs history, postponed his or- 

cr for 100 of Avro’s Cl-105 Arrow all 
vcather jet interceptors, at an originally 
timated cost of 
millon pel plane 

In place of the Arrow, Canada has 
Bomarc missiles and the com 
SAGI semi-automatic 
ground environment) control system 

By the shift, Diefenbaker lopped a 
ubstantial sum off of Canada’s proj 
cted defense spending and at the 
une time knocked the props from 
under the biggest money-carning prod 
uct of the Avro group 
¢ Pain—But the extent of Avro’s trou- 
bles did not become painfully obvious 
until this the company 
dumped one of its most publicized 
hare holdings on the open market 
Ihe shares—400,000 at $32.50 each, or 
ibout $13-million in all—represent 62% 
of Avro’s 11% interest in Algoma Steel 
Corp. Ltd., Canada’s third largest steel- 
maker. Avro originally bought into Al- 
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$5-million to $9- 


cle red 
plementing 


week, when 


34 


goma in a bold attempt to gain control 
of the big northern Ontario steel, coal, 
BW —Mavy25 


ind 


shipping complex 
57.pl3l 

Now Avro savs it needs the 
to build a $25-million steel plate mill 
it Contrecoeur, near Montreal. ‘Vhis 
will be part of Dominion Steel & Coal 
( orp Dosco , mM which Avro bought 
1 77% controlling interest when its 
\lgoma push didn’t make the grade. 
¢ Other Symptoms—Like any military 
plane builder, Avro takes its chances on 
government orders. But it had 
counted on steadv business in its rail, 
bus, and truck transportation divisions 
IIlere, too, it has been hard hit 

Canada’s like those in 
U.S., suffered from the 
cession. Carloadings in September were 
down 6% from the 1957 month. Avro’ 
Fort William (Ont.) plant, built to 
mass-produce rolling stock and employ 
§,000, has a reduced force of 
cbout 1,500. About the only bright 
transportation light for Avro comes 
from big city orders for trolley units. 
¢ Hopes—As medicine for its ills, Avro 

having new thoughts about manage- 
ment and trving new 
make manegement market and 
conscious. It’s still true, for example, 
that Dosco’s coal cannot be sold cheaper 
in big eastern Canadian markets than 
U.S. imports from Pittsburgh 

But Avro brass look more happily to 
the long term. Its new Orenda Indus- 
trial Ltd. unit, growing out of its highly 
successful aero-engine plant, now sells 
engines and clectrical systems of the 
Brush Group Ltd. of Britain. Orenda 
sales are booming and are expected to 
triple by 1960 
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Taliways, 
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costs, wavs to 


cost 


More Nuptials ? 


The latest rail merger talk 
proposes a system uniting five 
New England roads into 5,000 
miles of track. 


New England’s five ind 
pendent railroads joined the trend to 
ward cooperation and _ possible 
corporate merger last week 

Presidents of the Bangor & Aroos 
took, Boston & Maine, Maine Central, 
New Haven, and Rutland RRs met and 
agreed to study the feasibility of con 
Chairman of the 
tee, which has been given a vear for its 
work, is E. Spencer Miller, president of 
the Maine Central 

Unlike 
mergers, the five carriers could scrap ot 
scll few facilities if they 
their connect end-to-end in 
stead of running pardllel. Where they 
cdo connect, thev have long since learned 
to get together on facilities 
e For Better Service— The objcct « 
merger would be to improve service, 
iccording to Patrick B. McGinnis, head 
of the B&M So far Is Operati 
concerned,” he savs, “the five of us run 

But responsibility is 

up into small segments If 
mv shippers calls up to 


his car didn’t arrive on time, 


MajOr 


more 


solidation commit 


other railroads examining 


}¢ ined, Since 


systems 


iT any 


OnS afr 
is one system 
omp] 

call the trainmaster on somebody « 


\loneta 


ings would be s¢ I » the ad 


railre id ( ho why 


rages igement 
ontends 
NMicGinnis has been urging merge! 
of New England at 
has long wanted to build a huge cl 
freight western Massa 


chusetts, anc uld be 


roads 
tronic vard in 
such a lavout w 
iscful if it served all 
One 


much mor r 
reason for the talk 
might be a fear 
other mergers under study by Fast 
could hit the 
to the 


gional lines 


to spring to life now 
that 
crn railroads 
freight turned 
ind B&M 

If the five should merg¢ 
would have than 5,00( 
track. In 1957, total operating revenues 
were more than $293-million, combined 
isscts more than SSO0-million 

Besides NficGinnis Miller the 
presidential group includes W. Gordon 
Robertson of the Bangor & Aroostook, 
George Alpert of the New Haven, and 
\. ‘Il. Danver of the Rutland. Some of 
these men have not alwavs agreed 
Before McGinnis took over the B&M, 
it had joint top management with the 
Maine Central—no corporate 
“Now,” declares a Maine Central man, 
“we're entirely and militantly separate 
and we're likely to remain that wav.” 
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SEASONAL SLOWDOWN hits homebuilding (scene in Queens County, New York City) after a three-month spurt. 


INOW «<< 


Builders Pin Hopes on Congress 


They would like more of the 


easy money that sparked their 


midyear boomlet. And_ they 


think they'll get it. 


Homebuilders, winding up a_roller- 
coaster sort of vear, 
Washington for the stimulus to pro 
vide a steady rise in 1999. Whatever 
their party afhliations, they are unani 
mous in expecting ‘the Democrats in 
control of Congress to loosen up mone\ 
and sweeten the loan terms 

Some builders go so far as to talk of 
“little or no downpayment” and “+0 
vear mortgages.” Most, however, are 
hoping more modestly for legislation 
that would give Fannie Mae (The 
Iederal National Mortgage Assn.) an 
other $1-billion to buy home mortgages 
the Kederal Housing Administration 
fresh supply of insurance authority 
FHA has been on short rations since 
mid-October), and the Veterans Admin 
istration a boost in interest rates to 
attract funds to the GI mortgage 
market. 

There’s a “big and unsatisfied de 
mand” for low- and medium-priced 
housing, Pres. J. Stanlev Baughman of 
Fannie Mae told the National Assn. of 
Real Estate Boards convention in San 
Francisco last week. He was backed 
in this opinion by Philip N. Brown 
stein, director of the VA’s loan guaran- 
tee service, who said GI loan appli 


are looking toward 
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cations increased 4+20°7 when the VA 
nterest rate was boosted to 43‘ last 
\pril 

Brownstein that another 
rate increase would bring similarly spec 
results. As been 
tightening in the past few months, the 
VA mortgage market has been dving 
as lendable funds went into 
more profitable investments 
¢ Role of Credit—Conditions 
from city to city, and opinions among 
builders and bankers differ even more 
widely when it comes to the influence 
of credit on the sales record 

“NMloney, not the market, is respon- 
ible for the savs a banker 
in Houston, where 1 have been 
rooping all veat 

Those who say there isn’t mortgage 

available are just using that as 
retorts big builder in 


suggested 


tacular money has 


Once MOTE 


Vary 


slowde Ww n,’ 


maney 
i excuse,” 
Phoenix. 

Even in recession-riddcn Milwaukec 
builder savs: ““Nowadavs, all 
to do is pick up the 
morning, and by 
cleared for credit.’ 

However, in city after city, 
WEEK reporters who talked to builders 
found the credit-easing of 
mer reflected in peak housing 
September and October, 
even in August. And many 
hitter about the fresh tightening of 
redit that is sending this month’s sales 
below seasonal levels. 


‘We've had easic1 


vou have 
phone in the 
ifternoon you're 


BUSINESS 
earl 


starts in 
sometimes 


sum 


builders are 


monev only since 


about June,” runs a typical pla 
i Chicago-area builder, “‘and w 
plans with the idea that money v 
tighten up for at least a year. But 
tightened up within three month 
e ‘Talk of 55—Nonctheless, the 
credit boom in house sales 
in many areas to bubbling 
vear since 1955." And 1955 
vear In whose memory build 
their hats. Seattle, San | 
cisco, and Minneapolis are ame 
reporting this comparison 

In Chicago, too, the §$ 
October busine hit a pace 
minded builders of 1955 
sort of spurt put the first 9 
months of the vear 30 thea 
1957 peried in Kansas City 
Columbus 

Until 
industry fell far 
(BW 
easing was obviously the maj 
in turning the 
clearly, the recession was ch 
sponsible for holding 
so long. 
¢ Recession Spots—You can 
the common denominator of th 
where homebuilding. still lag 
1957—all are heavily 
that hardest hit bv la 
reduced work week Inclu 
Buffalo, Cleveland, Pittsburgh, Det 
Milwaukee. 


“Our economy hasn't v 


TOMOVCE 


midvear, though, th 


short of ex 


Jun.28'58,p25), and th 
iround } 


record 


home 


} 


indu 
WCIc 


as it did elsewhere,” say 








in Buffalo, where homebuilding for the 
vear will show about a 21% drop. 

In Cleveland, through October, the 
number of building permits was down 
29% from 1957, the number of housing 
units down 61 and dollar values 
down than 55%. Home starts 
through September ran 15.2% behind 
last vear in Detroit 

Milwaukee, 
dustrial slowdown of the 
shows a 9° 


More 


smitten in the in- 
first half 
drop in building 
permits through the first three quarters. 
Even September behind 
\n emigration of 


also 
ycar, 


lagged 1‘ 
the previous ycal 
jobless workers is the 
cern. A real estate 
cffect on rental housing 

A worker came down from Detroit, 
put a deposit on an apartment, and 
went to American Motors looking for a 
job. When he got to the plant, he 
heard rumblings of a strike. He pan 
icked and hopped on the first train 
back to Detroit—he didn’t even stop 
to pick up his check.” 
¢ Surprises—It’s not always easy to 
encralize, though. In Boston, hub of 

sedly depressed New England 


industrial are 


city’s chief con- 
man tells of the 


one of the biggest devel 
that most buvers today 
than the mini 
In industrial Pitts 


rs comment 


fer to put up more 
num downpayment 
burgh too \ Dunder Says “WE TC 
can finance 
But in the 


is of luxury, 


finding morc cop who 


homes 


Nhiami 


irca, a reputed oas 
the cheaper the house, the 

ical it ell 

1 lot harder to qualify a 

r a $15,000 than 

i builder in Miami savs 

1 builder sold 


iS he 


nan 


home onc 


? OOO. 
who recenth 
re than twice a 
ot ompleted 
In Houston 


i growing 


Tad homes 
ontracts for.’ 
nother gilt-edged city, 
inventory of unsold 
depresses the market, and the most 
unbitious plan is that of Miles Strick 
land, to build 2,200 houses in the 
58,100 to $10,000 class in the next 
three vears 

¢ What Kind of House—In_ theory, 
home buvers are shopping hard to get 
the maximum space for their dollar. But 
when it comes to a 


homes 


between 
more space or more built-in appliances, 
the gadgets generally win 
\ survey of home-buying habits in 
the San area, made by San 
Jose State College, even casts doubt on 
the canniness of the shopping for 
Che typical buver, the study 
spends no than three 
weeks in search for a house; 
33° spend less than one week. The 
buver 16 houses, looks 
others from the outside. 
In this study, most buyers mentioned 
their primary 
only 7.1% spoke of 
tion), vet a San 


choice 


l rancisco 


houses 
hows, more 
‘serious 
average enters 


at nine 


consideration 
of good construc- 
l'rancisco builder was 


space as 


36 


startled when he offered a spacious, 
stripped-down house at $13,500—fulls 
10% of the buyers asked for the built-in 
appliances as an extra. Another Bay Area 
builder notes that built-in oven and 
range, garbage disposal, and two-car 
garage are taken for granted in a 
medium-priced house. 
¢ Apartments—I he expansion of metro- 
politan areas has sent close-in land 
prices sky-high, and the cheaper de- 
velopments are moving ever farther out 
25 miles or more in the case of Miami. 
In Detroit, where city employees are 
required to live within the city limits, 
lots are being carved so small, says onc 
builder, “we're putting ranch-type homes 
crosswavs on lots to make them fit.” 
One wav to utilize downtown land to 
the fullest is to build apartment houses 


instead of single homes, and the boom 
in apartment construction Is running 
far ahead of homebuilding. In Chicago, 
for example, permits for apartment 
units in September ran 66.7 ahead 
of a year earlier, while house permits 
were up only 19.2%. 

Even in pessimistic Milwaukee, 
apartment permits in September soared 
nearly 75‘ over the vear, 
despite a growing vacancy rate. “Build- 
crs are taking advantage of the difficulty 
in selling single dwelling units and are 
aiming at providing for the 
set,” a builder explains. 

Some overbuilt in apart- 
ment notably Angeles, 
Houston, and Atlanta, except for the 
luxury $250 to $500 a month), 
which usually has a waiting list. 


prey 1OUS 


younger 


daTCdsS alec 


houses, Los 


class 


Confused Economists 


Most of the government economists at Agriculture 
Dept.’s outlook conference expect business to make some gains 
—but beyond that, they disagree. 


the Administration is coming down 
to the deadline on making its budget 
for the overwhelmingly Democratic 
Congress—and it comes to it still lack- 
ing full agreement among its licensed 
economists on what kind of vear lies 
ahead for the econom 

Ihe matter is crucial: Pres. Eisen 
hower is fighting a big deficit of some 
thing like $10-billion-to-S]1-billion in 
the vear ending next June 30 and nearly 
one for the budget vear 
\ robust economy could produce 
increased revenue sufficient to narrow 
the gap, but a sluggish recovery would 
hardly be a comfort 

Eisenhower wants to put a budget 
than $S0-billion before Con 
lorecasts of a soft economy 
would prompt him to cut even more; 
a healthier outlook might him 
more leeway. 
¢ Puzzling Disagreement—lhe very 
people who will finally have to advise 
the President and the President's ad- 
visers on budget making met this week 
in the Agriculture Dept.’s auditorium 
in Washington to make their forecasts 
for 1959. The annual outlook confer 
ence resulted in a rather puzzling dis- 
agreement over the extent and pace of 
the recovery. It produced predictions 
running from a startling increase in in 
dustrial output, in consumer sales, and 
in general economic health—to a wor 
iied forecast that things may be better 
than now, but not much. 

hese same experts have been called 
to report to the President’s Council of 
Economic Advisers next month. 
¢ The Predictions—On the optimistic 
side, the Federal Reserve Board 


is awesome a 
1960 


or less 


PTCSS 


Co 
ZIVe 


sees 


Gross National Product reaching $47 
billion bv July 1, 1959 

Ihe economists at the Securities & 
kixchange (¢ Com- 
merce Dept. who predict the level of 
capital plant and equipment spending 
jie more res¢ hey estimate 
spending will be up—but not too much 

Commerce Dept conomists 
ook at i] scgments reflect 
ick of sureness in the rec 
Paradise 


ynmission and the 


rved 


who 


] 
! 
] 
| 


issistant director of the Com- 
Dept.’ Office of Business Eco 
nomics, sees a slowdown starting rly 
in 1959 and lasting throughout the 
vear, with GNP hitting the ed's $470 
billion rate only at 

More experts will be 
council’s ofhice to 


mcrcee 


vearend 

¢ illed to the 
make the final pre 
ittendance at the 
\griculture Dept.’s outlook conference 
Only Paradiso, Nathan M. Koftskv of 
the Agricultural Dept., and John W 
Lehman of the Congressional Joint 
Kconomic Committee talked to the 200 


members of the department's vast mat 


dictions than were in 


keting, extension, and home economics 
SCTVICES 

Ihe council next month will call for 
forecasts from the Fed, Bureau of Labor 
Statistics, the SEC, and—finall 
Chmn. Raymond Saulnier 
council colleagues as well 
¢ A Cautious Approach—Government 
economists at the outlook conference 
mostly saw a steady but unspectaculat 
advance in business for next vear. The 
experts, somewhat chagrined by the too 
casual estimate of the depth of the 
then developing recession _ last 
were more cautious this vea1 

Vhey predicted a rise in profits and 


from 
and his 


VvCar, 
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Quality Mc 


The success of today’s huge, automatic machines 
depends upon the controls that must start, stop, and 
reverse the various operations . . . without so much 
as a momentary failure. 

Allen-Bradley motor control provides this vitally 
needed reliability. The simple solenoid design— 
which is the basis for all Allen-Bradley relays, con- 
tactors, and starters—has only ONE moving part. 


Allen-Bradley Co., 1332 S. Second St., Milwaukee 4, Wis. 
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Special contro! panel on 
the Williams-White mold 
ing press. All control units 
are standard Allen-Bradley 
catalog components 


This 300-ton 
plastic molding press, made 
by Williams-White & Con 

pony, Moline, 
used for 
product development 


hydraulic 


Illinois, is 


experimental 


. ca a he | ¢ % 
- selec Le 


ALLEN-BRADLEY 


L 


tor Control 


By eliminating all trouble causing bearings and flex 
ible jumpers, you are assured millions of troubl 
free operations. And their double break, silver alloy 
contacts—a standard feature on all Allen-Bradle: 
controls—never need servicing ... they continue t 
operate perfectly until completely worn away. 

Standardize on Allen-Bradley quality motor con 
trol... and guarantee yourself satisfied customers. 


In Canada: Allen-Bradley Canada Ltd., Galt, Ont 





Another automatic production machine “goes Allen-Bradley’ 
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wages, record construction gains, in- 
crease in non-durable goods sales, a 
check on inflation, but a setback for 
farmers after several months of in- 
creased income. 

¢ Source of Strength-—One of the 
brightest spots in the outlook is the 
prediction by the Commerce Dept. and 
BLS that construction outlays will 
amount to $52.3-billion, passing the 
$50-billion mark for the first time. 
Ihe rise in home construction is ex- 
pected to flatten out at a high level 
and the forecast is for 1.2-million new 
homes to be built (page ‘Total 
private construction is pegged at $35.2- 
billion. Public construction is estimated 
at $17.1-billion, a gain of $2.1-billion. 


an 
+>). 


Fk. W. Dodge Corp. also estimated 
this week that 1959 contract awards 
would reach $35.6-billion, 3% higher 


than for this year 


The only really discouraging element 
in the economic picture is the pre- 
diction that net farm income will fall 
off by possibly 5% to 10%. Record 
crops are foreseen, but this may pro- 
duce slightly lower prices at a time 
when production costs are rising. 

But, the economists still showed a 
wariness about the recovery, primarily 
because of indecision about plant and 
equipment expansion, and the sale of 
durable goods. 

Most optimistic was William Butler, 
vice-president and economist of the 
Chase National Bank of New York, who 
anticipates a GNP of near-boom propor- 
tions—$49 3-billion—before 1959 is over. 

In between Butler and Paradiso, but 
tending to the more bearish view, were 
the other panelists: Koffsky, Lehman, 
and J. A. Livingston, syndicated 
columnist. 


ICC Fights New Haven RR Deal 


Sues to upset three-year-old agreement by which road, 
caught in a squeeze after hurricane, got $7.8-million cash from 


investment group. 


I his week, three vears after the New 
Ilaven RR and a group of Wall Street 
investment bankers made a novel $7.5- 
million contract, the Interstate Com- 
Commission filed suit to nullify 
the transaction 

the at il 


CTC 


involved 131,385 shares 


f New Haven’s preferred stock, which 
the investment group bought at the 
going market price of $60 a share in 
1955 (BW —lKeb.S 38, p34 Under the 
igreement, New Haven promised to 
buv back the obligations at $70 a share 
or else provide an exchange of deben 
tures for the stock. In essence, the in 
tment bankers provided funds to 
New Haven on a “put’—the purchase 
involved the nght to sell back the stock 
it a specified price by 1957 


¢ Hurt by Hurricane—When the 
vas made, it seemed a 
both sick lhe New 


tight financial qucez 


deal 
good one fo 
Ilaven was in a 
it had been hard 


hit by hurricane damage and was seek 
ing a S10-million government loan that 
could not be made without the approval 
of two-thirds of its preferred stock 


holders and a majority of its common 
ockholders. But the Dumaine interests, 
controlled the road, still held 
block of preferred stock and 
CIV ¢ then 


who once 

sizable 
icfused to issent unless the 
New Haven guaranteed not to provide 


dividends on the common 

this threatened to block the deal, 
but then the investment group stepped 
in and bought the Dumaine shares, 


which enabled the road to get its loan 
New Haven’s standpoint, it 
getting out of the squeezc 


from. the 
was not onl 


38 


but also insured that its management 
was able to maintain control of the 
road. And the investors figured that 
they were simply “banking” the stock, 
were getting a “banking profit” on the 
transaction. 

But the New Ifaven’s squeeze got 
even tighter. The flood damage turned 
out to be much worse than the original 
cstimates. ‘Then the slide in business 
began cutting into revenues. ‘The road 
had to get another loan, as well as an 
extension on the put agreement 
¢ Capital Loss—Tri-Continental — I1- 


nancial Corp., one of the investment 


group, decided to get out of the de i 
last vear, sold its 43,884 shares to 
another svndicate member, A. C. Allvn 
& Co., for $24 a share. ‘Tri-Con figured 
that the deal was no longer attractive, 


had some big capital gains that could 


be partly offset by the loss in New 
Haven 

But the rest of the group stood fast, 
figured that the contract, with its put 
ittached, was worth holding. At the 


worst, they could alwavs negotiate with 


New Haven rather than sell out in the 
market, which would have meant, at 
this week’s price of $22 a share, a loss 
of over $4.8-million on their invest 
ment 


Now the government has stepped in, 
threatening to scotch the entire deal, 
which would mean, in effect, that the 
investors would lose their put on the 


stock and could not call on the New 
Haven to pay off. The suit, filed in 
New York's federal district court! 


charges that if the New Haven is forced 





to honor the contract at $70 a share, it 
will be out $9.8-million. 

The government contends that the 
contract made between the New Haven 
and its bankers is illegal because it is 
an “issuance of securities” or “other 
evidence of interest in or indebtedness” 
that requires ICC approval. But the 
ICC’s assent was never requested. 
e¢ Group’s Position—The New Haven, 
which will not have to pay the agreed 
price to the investors if the government 
wins the suit, is not expected to make 
anything more than a nominal defense. 
But the investment group feels strongly 
that the agreement is “thoroughly legal 
and equitable.” 

They freely admit that the put 
agreement novel and ingenious, 
but they also consider that it was per- 
fectly fair to both sides. As one prin 
cipal in the investment group put it 
this week, “The only thing we were 
guiltv of was some poor judgment about 
the future of the New Haven.” 

I'he investors’ line of defense will not 
dispute the government’s facts. But it 
will take issue with the position that 
an issue of securities was involved 
‘True, they bought securities as part of 
their contract, but as thev see it, the 
contract itself is not negotiable and is 
not subject to governmental approval 

In the past, the ICC has held that 
conditional sale contracts for the put 
chase of railroad equipment were not 
securities or “evidence of indebtedness.” 
And it is the defense’s claim that the 
“non-negotiable” preferred stock  in- 
volved in its contract with the New 
Haven was similar to the equipment 
involved in a conditional sale contract 
¢ Sales Contracts—The rovernment 


was 


also savs that the case revolves around 
the issue of the contract. And if the 
ICC does win, it mav mean that rail- 
road equipment sale contracts will b¢ 
in jeopardy. One government attorney 
denied this is the case, insisted the 
ICC was out to stop other such deals 
Most observers were surprised that 
the government acted so long after th 
agreement had been reached. A 
ing to the ICC, thev learned about the 
deal only 18 months ago, and had to 
take time to prepare the case. But 
one investor pointed out, th g 
ment was “splashed all over” the New 
Haven’s proxy statement and had to he 
completed before the government would 
approve its flood-insurance loans 


he New Haven, still hard squeezed 


financially, caught between the 


emment and the investment group. It 
already has some stockholder suits, 
which will be thrown out if the gov 
ment win But then it mav face 
tion by the investors. And if the g 
ernment loses, the New Haven will 
have to pay off the investors on th 
put agreement without being abl 
make a more favorable deal 
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tolaretei Ig of the thought barrier 





Over the years, we have been hearing of many “bat 
riers” in science . . . the sound barrier, the wate 
barrier, the thermal barrier. 

Of all the barriers, the hardest one to break throu 
has always been the thought barrier. Every one of 
these “barriers” has been conquered by men to whom 
the word, impossible, means only: “hasn’t been don 
yet.” 

The sound barrier is a shattered concept, as di 
credited as the phlogistic theory. 

Don Campbell's Bluebird stopped all talk of tl 
water barrier. 

The heat of air friction against the metal “skin 
of an airplane was supposed to create a heat bar: 
at Mach 3. Materials now in production can saf 
withstand the much higher temperatures involved 
flight at Mach 5. 

Today the thermal barrier is being called 
“thermal thicket”—evidence in itself that no bart 
eXISts. 

An interesting point that all of these “barri 
have in common: each was conquered with the | 
of nickel-containing alloys. 

This is not surprising when you stop to con 
how many useful properties and combination 
properties are offered by the various nickel all 


Corrosion resistance to a wide variety of 


liquids and gases .. . strength at high temperatu 

. toughness at sub-zero temperatures unu 
electrical properties . . . ability to protect prod 
purity ... spring properties... 


When you are faced with a metal problem 
tigate Nickel and its alloys. There is a good char 
some nickel-containing alloy will help you 
through what others consider a thought barrie: 


VN 
INCO, THE INTERNATIONAL NICKEL COMPANY, I! 





67 Wall Street, New York 5, N. Y 


INCO NICKEL 


NICKEL MAKES ALLOYS PERFORM BETTER LONGE 

















In Business 


Los Angeles Anti-Smog Restriction 


Puts Damper on Fuel Oil Producers 


California oil producers, already carrving the heaviest 
surplus of fuel oil in 17 vears, last week got another rude 
jolt when the Los Angeles County Board of Supervisors 
restricted the burning of fuel oil during the smog season. 
Next vear, that means for six months starting May 1, 
thereafter for seven months starting Apr. 1. 

The new rule—Anti-Smog Rule No. 62—forbids the 
burning of fuel oil containing more than 0.5% of sulphur. 
In practice, that will mean a pretty general shift to 
natural gas from the current daily average consumption 
of 50,000 bbl. of fuel oil. 

[he supervisors estimate that the rule will rid the 
air of a daily 350 tons of sulphur dioxide and some 65 
tons of other pollutants. Fuel oil producers say that 
ist enough to make any real difference. 


Ihe 500 delegates to the National Conference on Air 
Pollution in Washington were wondering whether to 
stop breathing, after listening for three davs to stories 
about the thousands of tons of pollutants being dumped 
into the U.S. air every day. Just in Seattle, thev heard, 
trucks and autos dump much more than 100 tons of 
assorted pollutants every day; industrial fumes also came 
in for heavy criticism. On the bright side, the delegates 
were told that industry is already spending $300-million a 
vear to tidy things up, with governmental agencies also 
hard at work 

= « * 


House Group Eyes Treasury Plan 


For Taxing Life Insurance Income 


\ Treasury Dept. compromise proposal for taxing the 
income of life insurance companies this week drew the 
interest of Chmn. Wilbur Mills (D-Ark.) of the House 
Ways & Means Committee. ‘The plan would combine 
the present “net investment income” approach with a 
tax on net operating gains; it would bring in an esti 
mated $500-million-plus from 1958 income. 

\t committee hearings, Mills criticized the industrv’s 
American Life Convention for its proposal, which would 
vicld even less than the present stopgap formula which 
brought in $290-million on 1957 income. Mills added 
that the committee would not recommend extending the 
stopgap formula to 1958 income. 


Alaska’s Status As State May Lead 
At Last to Ban on Rigid Salmon Traps 


As Alaska shifts from the status of a territory to that 
of a state, the question of barring rigid fish traps also 
shifts—from the domain of Congress to that of the 


40 


Interior Dept. Interior Secy. Fred Seaton has already 
scheduled December hearings in Seattle, Juneau, and 
Anchorage on the huge, costly, and controversial devices. 

In referendums, Alaskans have repeatedly and over- 
whelmingly spoken against the traps, but Congress never 
got around to barring them. 

About 23% of the whole salmon catch each vear is 
taken in the rigid traps. No one accuses the traps of 
being unfair either to salmon or conservationists. The 
argument is purely commercial: The devices cost so much 
that smaller commercial fishers feel they are squeezed 
out of competition. 

e ee e 


Air Force Fails to Convince Worcester 


That Sonic Boom Is Really Just a Pop 


The Air Force has picked Worcester, Mass., to start 
convincing people that the jet age’s sonic boom is really 
just a little old “echo” that couldn’t hurt a fly, though 
it might be too much for an exceptionally anemic 
window pane. 

The official test case went off fine, with thousands 
turning out to hear the fairly modest noise of two jets 
piercing the sonic barrier—a third plane failed to do its 
stuff. However, before and after the show, considerably 
louder crashes were heard, felt, and blamed on sonic 
booms. One of them startled the citizenrv no end and 
even, according to one irate burgher, performed the 
impossible feat of waking up his wife. 

All in all, Worcester opinion remains divided on the 
Air Force contention that the sonic boom is really the 
sound of progress. 


Capital Airlines Strike Seen Near End 


A contract agreement Wednesday between Capital 
Airlines and the International Assn. of Machinists prom 
ised a quick end of a strike that grounded CAL planes 
for 35 days. The terms weren't announced, but a day 
earlier IAM settled with Northwest Airlines for raises 
totaling 41¢ an hour through September, 1960, a figure 
expected to become the industry pattern. 


Business Briefs 


In case you've been eving that Alaskan market, the 
latest Census Bureau estimates place civilian population 
at 167,000 on July 1, up 54‘ since 1950. Hawan, at 
578,000, has grown 22%, while Puerto Rico, though 


it has nearly 2.3-million people, has grown less than 


c 
2/o. 


The Texas oil allowable for December was unex- 
pectedly boosted to a basis of 12 production days by 
the Railroad Commission. ‘The November basis was 


1] davs. 


Credit cards moved into a new area this week when 
the Diners’ Club, Inc., extended its facilities to drugs 
and sundries handled in the 165 outlets of Sun Ray 
Drug Co. 
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...and most of this expense is 
caused by air-borne dirt that 
Honeywell’s Electronic Air Cleaner 
can remove 6 times better than 
ordinary mechanical air filters? 


* According to tests developed by the National Bureau of Standards, 


Honeywell 
[EH] Fats ix. Control 


MAINTENANCE 
DOLLAR 


Why tolerate high painting and cleaning costs? The microscopic 
dirt particles causing the trouble can now be trapped before damage 
occurs. 
The Honeywell Electronic Air Cleaner can actually remove 91.‘ 

of all air-borne dirt-—6 times more “‘dirty” dirt than the mechanical! 
filter you're probably now using.* Even oil smoke, fumes and 
tobacco smoke go. This means a tremendous saving on anything 
indoors that is subject to air-borne soiling. 

* Substantial additional savings are possible with the air cleanet 
in Cutting rejects in precision manufacturing; preventing break 
downs in electric aad electronic equipment; eliminating impurities 
in food, drug and similar types of processing and packaging. Mail 


Coupon for details. 
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MINNEAPOLIS-HONFYWELL 


Dept. BW-11-26, Minneapolis 8, Minnesota 


Please send me my free booklet, entitled, ‘A Close Loox AT 
Air-BorNE DirT.’’—Plus the name of my local dealer 
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PRIVATE OFFICES, DECORATED AND FURNISHED BY GF... 


comnrne zeit antl offiioncy 


Boldly masculine in styling and workability, Mode-Maker desks and consoles 
help create an environment that bears the unmistakable mark of the executive. 


To help you create pleasant, efficient surroundings throughout your 

entire office, GF offers—in one comprehensive package—complete space and 
work-flow planning ...a complete line of business furniture .. . 

complete design and decorator services. 

To learn more about GF furniture and services, call your local branch 


office or dealer, or write The General Fireproofing Company, 
Department B-23, Youngstown 1, Ohio. 








@> GENERAL FIREPROOFING 


ITALIC, MODE-MAKER, GENERALAIRE, 1600 LINE DESKS 
GOODFORM CHAIRS + SUPER-FILER « SHELVING « PARTITIONS 
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WASHINGTON 
BUREAU 
NOV. 22, 1958 


A BUSINESS WEEK 


SERVICE 


Washington is feeling the force of yearend pressures that come as the 
Administration prepares its program for the new Congress. Eisenhower’s top 
Officials are still recovering from the impact of the big Democratic victory in 
November. And piling atop that defeat are the new and swashbuckling 


tactics of Soviet leaders. 


—— ae 
Py 


Budget-making is beginning to wear tempers thin. Defense and foreign 
policy technicians complain they are being caught between Eisenhower's 
demand that spending be held down and new warnings that the Soviet Union 
is getting stronger, militarily and economically (page 27). 


The economic outlook as seen from Washington is no comfort, either. 
The Administration will get one more estimate of the future before settling 
on spending and revenue policies for next year (page 36). 


The big bind will come at the Pentagon, as usual. The top brass want 
more than they can pack into a $40-billion-plus spending schedule. Some 
moves are taking place already to bring strategy and budget into line. The 
struggle is causing some confusion, needs clearing up. 


Discount the news stories of a big shift. Nothing like that is happen- 
ing or about to happen. The stories got started from a lack of under- 
standing of basic defense aims. The Administration is trying to hold 
down defense spending. But this, in itself, will not make any major 
changes in defense buying. 


Start with the intermediate-range ballistic missile. That’s the weapon 
that depends on foreign bases for effective use. 


No big rise in output is in sight. This means that the Thor and Jupiter 
missiles won't get into any real mass production schedule. 


The reason is this: The production stage for the longer-range inter- 
continental ballistic missile (ICBM) will be reached sooner than had been 
anticipated. The weapon can reach Russia from U.S. bases. 


So, what’s taking place is a switch. With the ICBM flowering ahead of 
schedule, there will be no need to turn out the IRBM on a mass scale 
Only 10 overseas squadrons will be armed with IRBMs and, when their 
needs are met, the program will be closed out. The IRBM has been 
regarded as a stopgap weapon from the start, to be relied on only until 
the ICBM came of age. 


ICBM production is the long-range bet. Contracts will rise. The 
Atlas, produced by Convair, is a leader. The Minuteman, with assembly 
and testing under Boeing, is coming up. It uses solid fuels. 


Military manpower will be cut. The Army and Marine Corps will 
shrink by about 55,000 men this year, maybe more next. 


Conventional weapons procurement will decline as a result of the 
manpower reductions. An Army request to double the buying of such 
things as armor, small arms, troop-carrier planes, etc. is being rejected. 


Manned-plane buying will suffer, especially in the field of the fighter- 
interceptor craft. They are being replaced by air defense missiles. 
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Some defense decisions still hanging fire: 


The Navy wants another atomic-powered carrier. This probably will 
be held up, due largely to progress in the ICBM field. 


The Air Force wants another wing of B52s—long-range jet bombers 
Odds are that the decision will be against this project, also due to ICBMs 


Subs to launch IRBMs are up against much the same thing, but the 
Navy will get more money for the Polaris missiles. 


Cost of the economic war with Russia will rise for many years to come. 
Washington doesn’t have any firm estimates as to what this increase will 
be. But among officials, there is a conviction that the cost will run into 
many extra billions in the years ahead. Some current trends tend to con- 
firm this. 


More money for the Development Loan Fund will be asked of Con- 
gress. Plan is to seek $1-billion, compared with $400-million this year and 
$300-million last. 


The proposed Inter-American Development Bank, now being nego- 
tiated, will require at least $100-million of capital at the start. 


The World Bank will get bigger U.S. backing, and so will the Inter- 
national Monetary Fund. This, however, will show up as a contingent 
liability rather than as any big and immediate budget charge. The liability 
will run to several billions. 


Disposal of farm products abroad probably will be stepped up. This 
is not a giveaway program as such. But a large part of it does depend 
on sales paid for by soft currencies, a part of which is then lent back to 
governments making the purchases. When the final washout does come, 
losses are bound to be high. 


There’s a hunt for a new foreign aid gimmick—a new promotion 
approach to make this costly program more palatable here at home. 


Watch for a new scheme to bring business in on the deal, especially in 
the so-called underdeveloped areas. The idea most talked about at this 
time is the use of U.S. business knowhow to set up and operate foreign 
projects until the new owners are trained to handle the operation them- 
selves. This is still in the thumb-twiddling stage. 


You can expect more labor trouble next year. For one thing, the 
unions feel they came out of the election with more political power—with 
more friends in Congress. For another, the economy, down this year, will 
be up next year when the 1959 round of bargaining starts. From both 
sides, Washington hears that attitudes will be tough. 


It’s on the political side that labor is making its bets. Here are the 
claims of union leaders: In the new Democratic House, some 70% of the 
members had union backing in one form or another. In the new Senate, 
according to the unions, 24 out of 32 contestants who won had labor 
support. 
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COLLINS SYSTEMS ARE NOW IN PRODUCTION FOR (LEFT TO RIGHT) THE NAVY'S MCDONNELL F4H-1 AND CHANCE VOUGHT 
F8U-3 FIGHTERS AND NORTH AMERICAN A3J-1 ATTACK BOMBER, AND THE AIR FORCE’S REPUBLIC F-105 FIGHTER-BOMBER 


[hese supersonic aircraft require ultra- 
dependable electronics systems, highly special- 


al 
why America S ized for communication, navigation and radar 


. identification. Such systems must be 
newest jets integrated, adaptable to the varying airframe 
requirements of today’s newest jets. 

USE Collins integrated electronics systems achieve 
building-block flexibility through modular 
design of all basic units. Designed into each 
aircraft, a space-saving custom Collins system 
retains the economy of standardized 
production and simplified maintenance 


These specialized electronics packages are an 
important part of Collins’ contribution toward 


SSCOLLINS greater defense per dollar. 


COLLINS RADIO COMPANY * CEDAR RAPIDS, 1OWA * DALLAS, TEXAS * BURBANK, CALIFORNIA 








Service grows on trees at 


St.Reg s 


PAPER COMPANY 
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St. Regis serves you with timber — vast forest holdings throughout the country, 
scientifically managed, assure our basic supply of wood for lumber and pulpwood. When we 
buy trees, we're buying room to grow! This is St. Regis’ stake in the future. 
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St. Regis serves you with printing papers -— In St. Regis serves you with multiwall packaging 


just a few minutes’ time, the tissue-thin Yellow Pages take a lot 
of handling. Yet their crisp, clear lettering stands up beauti- 
fully. And many publications you read are printed on fine 


St. Regis paper that’s tailored for readability. sell better! New Feature: Lusterg 





—The combination of St. Regis’ multiwall bags and equipment 
helps save time and money in packing cement, feed 
amazing variety of products. Eye appealing designs help them 


rip, an anti-skid coating. 








St. Regis serves you with pulp [he whitest white 
you've ever seen is Alberta Hi-Brite by St. Regis. The unusual 
characteristics of Alberta Hi-Brite pulp make possible a com 
bination of toughness and brightness in paper and paper prod- 
ucts where special qualities are required. 


St. Regis serves you with containers— Anything 
goes—in a St. Regis container! Whether it’s ordinary as an 
old hat, special as an orchid, small and light as a thimble, o1 
big and bulky as shown here in our 
container. 


1000 pound 


St. Regis serves you with kraft 
kraft paper and paperboard is so great, you'd thin 
world were being wrapped in kraft. St. Regis’ ex 


duction facilities assure a continuing supply and d 
uniform quality. 





St. Regis serves you with building materials 
building, St. Regis serves in iny Way 
plywood, construction film and P 


Our national distribution provid 


when supplies are needed on the j 
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The ‘Guaranty Customer 


THE GUARANTY CUSTOMER USES His BANK’ S 
pgandebeaaners TO IMPROVE STOCKHOLDER ee 


tablishment of go ockholder relations calls fora By acting as a part of the 
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d careful attention to detail. holders and management, Guara 
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range thinking as applied dividends, record dates, an 
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nnual reports, proxies, Company Your Stockhe 
yare Guarantvy’s long York Stock Transfer Facilitic IS avalls nre 
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A Profit Yardstick for Advertising 


@ That's what du Pont’s ad researchers are after—a 


scientific way to fix ad budgets to yield maximum profit. 


@ To get it, they’re using Operations Research meth- 
ods, with mathematical equations to measure ad impact. 


@ Now, du Pont is considering setting up test markets 


with varying ad budgets to measure how these affect profits. 


very vear at about this time man- 
agement and advertising men in thou 
sands of companies across the country 
huddle together around a table to grind 
out answers to a perennial question 
“How much should we spend for ad- 
vertising?”” 

More and more, the traditional an- 
swer—a certain percentage of sales—is 
being abandoned in favor of methods 
that trv to link advertising expenditures 
directly to the sales they generate. 

One big company, E. I. du Pont de 
Nemours & Co., is currently working 
not only to develop a scientific way of 
doing this, but to go one step farther 
A du Pont research team is endeavor- 
ing to relate advertising specifically to 
profits—in other words, to determine 
just when and how advertising pays in 
terms of profits, and to find a scientific 
vardstick for setting ad budgets on its 
products so that the advertising pro 
duces not only maximum 
maximum profits. 

In working toward this goal, du Pont 
officials have now reached the 
where they are considering setting up 
1 number of test markets, and manipu 
lating ad budgets in these markets to 
test out in practice how much cftect 
the changes in ad budgets have on prod 
uct sales and profits. 
¢ First Step—Du Pont has taken an 
important first step in this direction. 
Charles K. Ramond, manager of its 
\dvertising Research Dept., and his as 
sociate, Malcolm McNiven, working 
under F. A. C. Wardenburg, director 
advertising, have laid out an experi 
mental program with these aims: first, 
to measure the effectiveness of advertis 
ing for specific products, and then to 
establish an optimum budget to vield 
the highest net profit. 

For their work they are making us¢ 
of the theories and mathematical tools 
of Operations Research—the research 
effort that endeavors to provide man 
agement with scientific guides in choos 
ing between alternative courses of 
tion. 

lo many advertising executives, 
measuring the effectiveness of their ad 


sales but 


stage 


ot 


ac- 
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programs has alwavs seemed an elusive 
goal. All sorts of factors influence sales 
of a product in any given market—pricc 
population, market saturation, number 
of sales outlets, competitive conditions, 
nd many others. Trving to pin down 
the exact effect of just one factor—ad- 
vertising—secems well-nigh impossible. 
But with national 
ing above $10-billion 
becomes more acute for some way to 
measure just what this huge outlay 
iccomplishes. At this fall’s meeting of 
\dvertising Research Foundation, 
evervbody agreed that management's 
need for such a vardstick is intense. 
There was general 
that researchers arc 
tergct. ‘Though an of 
rounds most projects, reports are stead 
ily flowing in of progress by companies, 
id agencies, and research groups in an 
how advertising functions in 
the marketplace and in relating its im- 
pact to that of the mvriad other factors 
that determine Once this is un 
erstood, companies will find wavs of 
idjusting ad budgets to specific com 
panv aims, whatever they 
sales, MAaXTNUuM 
long-term growth 
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|. How du Pont Does It 


Du Pont, which this vear is spending 
-30-million on = advertising almost 
medium for range of con 
umer and industrial products, is throw- 
ing its behind effort to 
micasure effect of advertising on 
\dvert Research 
Section, up at the request of du 
Pont’s executive committee, got what 
manager Ramond calls an “ample 
budget” to delve into the problem. 

What du Pont trving to do in 
order to measure the effect of advertis 
ing is to duplicate in terms of mathe- 
matical equations the market for the 
particular product that’s being studied 
or as the operations researchers would 
put it, to build a mathematical model 
of the market. 
¢ Theory and Practice—In theon 
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mendously difficult.”’ 
The trouble is not that tool 


ing, either. 


off 


the 


advertising, 
other factors so as to observe 
of advertising alone 
for this complex job are available 
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practical difficulties into the theoretical 
possibilities, Ramond adopted a step- 
by-step approach called “evolutionary 
operation,’ which goes back and forth 
between theoretical construction and ex- 
perimental test. This method has been 
used in the chemical industry, including 
several du Pont plants, to achieve maxi- 
mum vield from certain processes, but is 
only now being applied to advertising. 

For du Pont’s advertising study, 
this method involves first constructing 
mathematical models of how sales are 
achieved in the market, then making 
ad budget adjustments in test markets, 
using the results of the test to refine 
the model, testing again, and so on. 
With each step, the model should more 
iccurately explain the effect of adver- 
tising and other factors on sales. 

The ultimate model that 
can predict the future effects of changes 
in advertising, in order to provide adver- 
tising officials with a guide for decisions 
on spending 


aim 1S a 


Ramond believes this “evolutionary” 
technique permits an operating com 
to learn how advertising works 
with a minimum disturbance to its sell- 
activities 


pany 


ing 
¢ Basic Steps—T’o a layman, the math- 
cmatical 


calculations involved are be 


wilderingly complex. But there are 
certain basic steps. The research staff 
first postulates a theory to explain what 
produces sales, then constructs a math- 


cmatical model—or set of equations—to 
represent the theory; next they collect 
historical data about the many elements 
making up the theory. The steps could 
be reversed by collecting a lot of data 
and seeing what theories emerge 


he model, of course, must show all 
the factors involved, how they affect 
sales, and how they relate to each other. 


lo isolate the effects of advertising, the 
ideal way, in a laboratory, would be to 
hold all other factors constant and vary 
the advertising. In practice, of course, 
the other factors can’t be held constant. 
So the answer is statistical control that 
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measures the variability of the other 
factors and takes them into account. 
[his involves a complicated mathe- 
matical operation called multiple corre- 
lation analysis, and the use of electronic 
computers—a_ technique utilized for 
site location by Rayco Mfg. Co. (BW— 
May14’55,p68). Mathematical weights 
are assigned to the various market 
factors. Then a complicated equation 
provides data from which a formula 
can be computed to show the relation- 
ship of share of market to advertising 
intensity (with all other factors statis- 
tically controlled). 
e Effect on Profit—But what du Pont 
wants to know is the effect on profit. 
I'he chart (above, left) shows the results 
when Ramond substituted total profits 
in the 109 areas for share of market, 
in the formula computation. The 
rising diagonal line shows how ad costs 
mount as ad intensity lo get 
the best possible budget for achieving 
the best profit, vou have to remove the 
ad costs from the equation. In_ the 
chart, the shaded area between ad costs 
and total profit represents the net profit. 
But net profff changes with the mar 
ginal profit of each unit sold. The next 
chart (above, right) shows net profit 
curves for three marginal unit profits. 
Ihe peak of each curve is the best 
predicted advertising intensity for that 
marginal unit profit. 


TISCS. 


lll. Uncertain Oracle 


The purpose of the whole compli- 
cated process, however, is to be able to 
predict what effect advertising changes 
will have on profit. So far, the results 
are weak in this respect—and the culprit, 
again, Ramond believes, is not the 
theory but the practical difficulties in 
the way of feeding the oracle enough 
data. 

Results so far show that for a 
product with a marginal unit profit of, 
say, 40¢, the optimum advertising 
budget lies between zero and 17¢ per 








3M Research 


3M adhesives hold fast 
despite water, caustics, 


detergents—hot or cold 


EXCEPTIONAL WATER RESISTANCE. A tough 3M adhesive 
bonds sound-damping pads inside the doors cf these metal sink 
cabinets despite the following phosphatizing process: strong 
detergent pressure spray; wash; phosphatizing spray; two 
rinses; drying oven temperatures reaching 500°F. 
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WATER is the nearest thing to a universal solvent. To develop strong, long-life adhesives for applications where moisture is 
present, 3M Research went to work; came up with water-resistant products to serve industry from ceramic tile to automobiles. 


outwits water to make adhesives stick! 


Water is the slyest adversary’ adhesives ever met! Given a An even tougher job: bonding vibration-damping 
little time, it can work a physical or chemical change in metal cabinets. The 3M adhesive doing this job ha 
practically anything it touches, including adhesives. resist the violent attack of heat, water and chemical 
in the manufacturing process. 

But 3M Research has outwitted it through intimate knowl- = ; 
edge of the materials that go into 3M adhesives... and by oday, 3M adhesives are doing hundreds of jobs lik 
painstakingly selecting and blending these materials. mn countless industries. If you've a special bonding probl 
Result: a variety of water-resistant adhesives that hold look to 3M’s long experience in an unusually wide 
their bond far longer . . . even under the attack of water- of adhesive applications to solve it. 
containing caustics and detergents—hot or cold. 

SEE WHAT 3M ADHESIVES CAN DO FOR YOU! 
Thus, you find one 3M adhesive bonding a cellulose sponge Call your 3M Field Engineer. O 
to cadmium-plated metal in floor mops. You find another “fi = free literature, write on your com} 
bonding porcelainized metal to foam glass in curtain-wall letterhead to: A., C. & S. Division, 
panel construction. Still another is used to bond ceramic pe Dept. A-11, 900 Bush Ave., St. Pau 
tile to bathroom walls. (Unglazed ceramic surfaces are Ege Minnesota, stating your area « 
traditionally tough to bond under moisture conditions. and adhesive need. 
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ADHESIVE COA AND SEALERS DIVISION 


Miienesora JYfininc ann J/JanuracturinG COMPANY / 
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New motor development may 
eliminate premiums you've been 
paying for specially protected 
motors. 





and labor. 


Plan 
to stay 


ahead... 


MODERNIZE! 





brochure of 
ideas for 
modernizing 


NEW 


This booklet is based on the premise that moderniza- 
tion can start anywhere in your plant. It can be a single 
machine or operation . . . a better way of getting varia- 
ble speed . . . a faster way to braze... or a newly avail- 
able replacement. In fact, this type of updating is far 


more common than the sweeping change. 


Get a copy of “59 ideas for modernization in ’59” from 
your nearby A-C office or write Allis-Chalmers, Indus- 
tries Group, Milwaukee 1, Wisconsin. 


of updating ideas! 
“ff 


Electrical modernization in- 
cludes placing substations close 
to machines being served, Roof 
or basement is often the answer. 


ALLIS-CHALMERS 


Using one grinding mill in place 
of two can improve product 
quality as well as saving space 


Jamming and clogging in dou- 
ble-suction pumps can be elim- 
inated by pumps with adjustable 
wearing rings. 


A-5851 





unit. Ramond notes sadly: “This does 
not provide us with very much guid- 
ance about allocating advertising ex- 
penditures. A skilled ad manager could 
probably do better.” 

The big obstacle in the way of 
greater precision is inadequate data 
about important sales factors. Some 
data cannot vet be included in the 
model, and data about other factors is 
limited. Suppose, for example, that a 
icsearcher decides brand-switching has 
an important bearing on sales of a 
product. How does he get facts on it? 

Another restricting element is that 
advertising data used so far falls within 
a narrow range and in limited amounts. 
That's why du Pont is considering 
setting up, experimentally, widely vary- 
ing ad budgets in different test markets. 


IV. Putting It Over 


Now Ramond and his cohorts have 
the job of selling this approach within 
the company—for at du Pont, the 
sales director of an operating depart- 
ment must make the decision for a 
test of his ad budgets. What Ramond 
iy after is a test like this: After the ad 
manager has allocated a budget for a 
group of markets, the research team 
will suggest additional expenditures in 
a group of test markets. 

Ramond knows that to make the sale, 
his researchers must meet the sales 
directors halfway—bvy getting a thorough 
grasp of specific marketing problems 
Some managers have told him, “When 
vou know as much about selling our 
pioduct as we do, maybe we'll try it 
¢ To Céme—Up to now, the du Pont 
project takes in just the phase of ad 
vertising measurement that Young & 
Kubicam’s research vice-president 
Peter Langhoff, calls productivity 
question, “How much — should 
»¢ rally 


sp nd?” A second aspect, es 


, 
to agencies, is “How should the mor 
be spent?” Ramond sees no reason 
such vital factors as specific media 
advertising quality cannot eventualh 
included in the mathematical moc 

I Ik emphasizes that the svstem is mn 
substitute for management decision 
It’s not a question, he savs, of man 
model, but “whether the man is a bett 
decision maker with or without 
model ei 

ven if concrete results are 
over the next few vears, Ramond arg 
that for a company with a multimillion 
dollar budget, a few percentage point 
saved on the basis of this technique 
could be substantial 

\nd—giver the promis unplicit In 
this approach to advertising—he add 
that the risks of not experimenting n 
be far greater than in experimenting 
“The company that gets results first 
he savs, “will get such a competitive ad 
vantage rivals mav never catch up.” END 
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Designed for dividends... 


Plan 
to stay 


ohead... 


MODE 


RNIZE! 


Save up to 60%! 


NOW— open motors 
for extreme conditions 


It’s the Super-Seal motor line! Here’s an open motor 
design so completely unaffected by moisture, dust, 
dirt, oil, acids and alkalis that it can be used in many 
applications previously requiring more costly enclosed 
motors, Savings range from 15% to 60%. 

The key to Super-Seal motor superiority is insu- 
lating techniques. Available in any integral horse- 
power frame size, smaller motors offer a stator encap- 
sulated by epoxy resin. Larger sizes incorporate 
Silco-F lex insulation. Both insulating systems are un- 
surpassed. Proof? An encapsulated motor was run at 
full load for hundreds of hours in 4% brine solution. 


It's one example of A-C engineering. Coupled with 
a standard motor line from 144 hp and larger — this 
engineering know-how means real benefits for your 
process or equipment. 

Contact your A-C representative, or write Allis- 
Chalmers, General Products Division, Milwaukee 1, 
Wisconsin. Silco-Flex and Super-Seal are Allis-Chalmers trademarks, 


(AC> ALLIS-CHALMERS 


A-5801 





The job: to save lives 


How Emery 
speeds 
life-saving 
drug 


on its way 


Hepatic coma is one of the most severe 
medical emergencies in virus liver dis- 
eases. It can cause brain damage or 
death unless treated promptly. 
Glutavene is the drug used. Crookes- 
Barnes Laboratories, in Wayne, N. J., 
produce it. A faster way had to be 
found to deliver the drug. This was 
done by stockpiling the drug at key 
Emery Airport Stations. A phone call 
to Crookes-Barnes, day or night, speeds 
the drug on its way immediately. 
Emery personnel, alerted by Emery’s 


nationwide teletype system, take a 
package from the airport stockpile 
nearest the destination, put it on the 
first available flight, check it right 
through to the doctor or hospital. De- 
livery anywhere in the nation is made 
in a few hours. 

This entirely new distribution serv- 
ice—or another one—may prove profit- 
able to you. Call today to find out how 
Emery services, domestic or interna- 
tional, can help you reduce inventories 
... Increase sales. 


wz 
Zi EMERY. wir rreicHT coRPORATION 


General Offices: 801 Second Avenue, New York 17. Serving the United States, Alaska, Canada.. 


.and Europe, Asia, Africa 
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w tire cord discovery 


es tires safer, 
ager, longer wearing 


WERE 15 THE LATEST NEWS ABOUT TIRE CORD AND SAFETY, STRENGTH, DURABILITY AND COST 


Whet Tyrex is 
TYREN simone 


oe 


Tyr08 cere Meee Ore yew erengest pretecion egatne bow eure 


Tyree cord Nees resist highway heat fer greater eatery 
by independent test, rus cooler oi \urepube apecds Au 
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Advertising clashes between nylon and rayon makers of tire cord set off the .. . 


Duel for the Detroit Tire Market 


Ravon producers this week pulled a 
quick but quiet switch in the advertis- 
ing of their newly named rayon tir 
cord, ‘I'vrex. 

The shift resulted from accusations 
that were unusually blistering, in that 
they came from a major corporation 
ind were directed at other leading 
ompanics. Chemstrand Corp., am 
lon tirc maker, charged 
members of the tire industry’ 
misleading claims,” “hair-splitting ex 
ploitation fodder,” and 
irguments” in promoting rayon cord 
tires. Contending that tires “can make 
the difference between life and death 
on the highway,” the company s part 
ing shot was, “we do not believe that 
it is ethical or justifiable for 
to exploit tires as though they were 
casual products without the slightest 1 
lationship to safety or accident preven 
tion on the highway.” 

Nylon cried “foul” last 
cause the ravon industry is 
I'vrex as a “new cord discovery” and 
refuses to call it ravon. Nvyle . people 
sav that ravon tire cord similar to ‘lvrex 
has been in tires for two vears, and that 
I'vrex is ravon—not another type of 
tire cord. “Plenty of people even think 
I vrex is a new nvlon fiber,” wails onc 
nvlon spokesman. 


cord “some 


with 


“questionab| 


MVone 


month be 
idvertising 
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lo the uninitiated, the change in ‘T'v- 
rex advertising is insignificant. Instead 
of ‘I’vrex tire cord, the ads now read ‘Ty 
rex viscose tire cord. Viscose is a form 
of ravon. 

\ spokesman for Chemstrand_ savs, 
“The change in advertising is no con 
cession at all. Phevre just 
the bush to make the 


it’s getting a new 


beating 
round 


think 


public 
fiber.”’ 


|. Running Feud 


incident is but one in a good 
Id-fashioned marketing hat has 
ravon and nylon producers hot after 
the entire cord market 
hard, advertising and promoting heavily, 
ind plaving prices close to the 
to knock the other producer 
fight 

Right now, with the big splurge on 
the tide 


ning in ravon’s favor 


| his 
Wal 


Each is selling 


che st 
out of the 


new cars, ippears to be run 
Six months ago, 
ravon makers were in of being 
routed clean out of the 
ness. Now thev see a good chance of 
temming the onrush of nylon and 
possibly winning back some lost ground 
¢ Properties—Tire cord is the 
material in tire casing. Nlost passenger 
t with four of rub 


plies 
berized fabric—ravon laid at 


qdangel 


tire cord busi 


tring 


ires are mad 


nvlon 


alice 


lruck 


loads, 


different angles. 
must carry heavict 
spondingly more phes. Cord 1 
cle of the tires, giving it 
form. Rubber is the flesh 
wearing surface, holding au 
lating the cords from one anot! 
l irc that 
measure are flexibilit 


sStubiit 


cord propertics 
strength 
patibility with rubber 
stretching, and heat 
Kach fiber 
though these are h 
the WMaKCI N\ 
posedly is more resistant to heat 
ravon but morc 
Ravon 
having less 
stable and giving better tr 
¢ Postwar Picture—Prior t 
IT, most. tirc Is cotte 
the war, the need for tough 
for airplane and militar 
turned manufacturers to ra 
After the war, ravon 
ton out of the tire cord pictu 
Nylon was slower coming al 
until 1955 did it really | 
hold. By the end of 195 
had penetrated about 3! 
ket. It was especially fa 
plane, off-the-road  vehick 
truck tires. And it had t 


CXCCSSIVG 
has certain pomt 
superiority 
tested bv cord 
susceptib] 
ing. is generally 


strength but 


cord w 


nvlon 
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Key to 
better design 
... lower costs 


FLEXIBLE SHAFTS 


Your designers can cut a lot of compli- 
cated corners in power transmission or 
contro] setups with S.S.WHITE Flexible 
Shafts. They simplify design... 
space and weight. . . eliminate expensive 
universals and other parts... 
speed assembly of components . . . allow 
more efficient placement of power sources 
or controls. 


Save 


gearing 


, 


Wrie for BULLETIN 
560]. It contains mon- 
ey-Saving information 
on flexible shaft selec- 
tion and application. 





Aiibhite 
CJ 
IM FLEXIBLE sharis 7 


S.S.WHITE INDUSTRIAL DIVISION 
Dept: 15, 10 East 40th Street, New York 16, N. Y. 
Western Office: 
1839 West Pico Blvd., Los Angeles 6, Calif. 


56 Varketine 









one-third of the automobile tire re- 
placement business. 

¢ Assault By Nylon—Up to this time, 
rayon had not paid much attention to 
nylon’s gains. Some rayon makers 
started advertising in early 1957. But 
when nylon, led by du Pont, began 
its frontal assault on the lucrative orig)- 
nal equipment market—the 27.5 million 
tires on Detroit’s new cars each year 
the fireworks broke out. Nvlon has cap- 
tured only 2% of this market, the 
stronghold ravon was determined to 
keep. 

Du Pont’s merchandising strategy was 
to attack on five fronts—tire dealers, 
auto manufacturers, car dealers, fleet op- 
erators, and the consumer. It planned 
to build up back pressure on tire com- 
panies, which would have to buy nylon 
cord in response to demand. Du Pont 
won't sav how much money it put into 
this program, only that it’s “far and 
awav” the largest budget ever allotted 
to tire cord promotion. 

Confident of success, du Pout also 
built and put into production = early 
this vear a +0-million-lb.-capacitv nylon 
plant in Richmond, Va. ‘Total industry 
capacity increased nearly 50% with this 
plant. Nvlon tire cord production im 
1957 was 87-million Ib. 

Du Pont went after the tire and car 
dealers and the fleet operators with ad- 
\ertising and trade publications, and 
several demonstration for the 
trade press and tire and auto industry 
personnel. But its biggest cfforts have 
been toward the consumer and_ the 
automobile makcrs. 

In extensive consumer advertising 
du Pont has emphasized safetv to the 
point where ravon producers claim a 
few complaints of their own. Nylon 
has been hammering away with a “life 
or death” theme that, sav ravon makcrs. 
implies that a motorist is disregarding 
the welfare of his family if he 
have nvlon cord tires on his car. 
¢ Ravon’s Stand—The peopl 
call this unfair, and accuse nvlon of 
making unjust comparisons with ravon, 
and say that ravon cord tires are morc 
than adequate for the majority of mo 
toring needs. 

The ravon industry was 
in responding to nyvlon’s challenge. 
American Corp. this vear 
doubled its tire cord advertising budget, 
and the American Ravon Institute spon- 
sored a series of radio 


SeSsSIoOns 


doesn’t 


ravon 


a little slow 


Viscose 


ads directed at 
tire and auto company executives and 
cnginecrs. But it was a bit .too late. 
loday, more than 40° of replacement 
tires are made with nvlon cord 


ll. The Race for Detroit 


With the automotive industry, how- 
ever, nylon has been less successful. In 
fact, it has been dealt a couple of 
smashing blows from Detroit. Last 


fall, Chevrolet experimented with nylon 
cord tires—by offering them as standard 
equipment, it hoped to steal a mer- 
chandising march on Ford and Chrys- 
ler. 

The test had a flat almost from the 
beginning. For one thing, word got out 
and alerted Chevy's competitors. Mor 
important, nylon tires would have added 
$10 to $15 to the total cost of each new 
car. 

Faced with this, 
it would stay in rayon for the 1959 
model. Du Pont cut the price of nvlon 
cord from $1.30 to $1.20 a lb. shortly 
afterward, but it wasn’t enough to over- 
come ravon’s lower price. It takes one- 
third less nvlon than ravon to build a 


Chevy 


announced 


tire. But ravon, at 63¢ a lb., still has 
the advantage 
Ravon makers could scarcely conceal 


their jov at Chevvs decision. One 
ravon admitted, “If Chevy had 
gone to nvlon tires, Ford and Chryslet 
would have had to follow. And ravon 
would have had it as a tire cord.” ‘lire 
cord is ravon’s biggest single market, 
taking about 36% of output 

e On the Offensive—W ith a new lcasc 
on life, ravon makers figured a good of 
fense is the best defense Phev decided 
to get together to (1) fight nvion and 
2) find a wav to overcome the lacklus 
tre name of ravon. One of the industry 
that it’s 
many, particularly women who had bad 
luck with it in 
a cheap substitute for nylon. 

In September, five ravon conypanics 

American Enka Corp., American Vis- 
cose Corp., Beaunit Mills, Inc., Court- 
aulds (Canada) Ltd., and Industrial 
Ravon Corp.—announced thev had 
formed American ‘T'vrex Corp. to pro- 
mote a new high-tenacitv tire cord. Al- 
most all advertising and promotion 1s 
being handled by this combine. It also 
sets standards that allow a_ tire 
to use the name Tyrex. Each company, 
however, makes its own cord 
it to the tire industrv. 

Last month, to get even more prod- 
uct identification, American ‘l’vrex 
changed its name to ‘T'vrex, Inc. 

I'yrex cord is an improved ravon cord 
that closes the gap between older types 
of ravon and nylon in weight and 
strength. The ravon companies are now 
converting most of their tire cord 
producing facilities over to this prod 
uct. 
¢ Timetable—Tyrex timed its first big 
promotion splash to coincide with the 
introduction of the 1959 automobiles 
It put some high-powered advertising 
into consumer and trade publications, 
and promoted lavishly at trade shows. 
I'yrex reportedly has a budget of $2.5 
million—$500,000 from each of the 
five ravon companies. 

I'vrex is getting a helping hand from 
Detroit in pushing T'vrex cord. Both 


nan 


Sore spots 1S considered by 


ravon hosierv, to b« 


cord 


ind sells 
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tty, 


foeenee crys M — “Trade Mark Service sends 


neat to. you prospects directly to our 
Stel Sas GUTLERD authorized builders.” 


Weather-tight perma- 

nent, rigid frame 

truss-clear construction. Thousands in use for 
farm, commercial and industrial purposes. 


“FOR INFORMATION CALL” 








says 
DISTRICT OFFICE 
BUTLER MFG CO Edward J. Howse, Jr. Adv. Mgr., 
nen sin, ss, ee ee Butler Manufacturing Co., 
BUILDER 





FRIEL-DETROIT CO 5050 Joy. TExas 4-9292 





> Kansas City, Mo. cate, 
ee 


PITTSBURGH, PA. —“Traile Mark Service plays 


DELTA POWER TOOLS 


sana. wi eutenian an important part in 


metalworking and wood- 


working tools for indust j aad 
Brit prenes ica our marketing program. 
saws, metal lathes, grind- g © eue 
ers, abrasive finishing and 

cut-off — radial 
Saws . . . home “workshop power tools 














“as o says it 
WHERE TO BUY THEM F. P.M l, Vice P resi dent, . 
DEALERS Delta Power Tool Division of , 
veuys we & hed os PA wtucket 3-9000 ws! 5 gama Co., f 
— 4 
a eae 4 
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BARRE, VT. . = 


“Trade Mark Service in the 
Yellow Pages helps us build 
a strong dealer organization.” 


a OF AGES MONUMENTS & MARKERS 


cereus, (ROR) 
sitcom ama \ABES/ 


“WHERE TO BUY THEM” 


HALL ba T ine 
Display and Indoor Showroom 
necksonLabenvélsParkerhe 
Mansqun CAst! 3-2 
Res 7ChicagoBlvdSeaGirt ... .Glbsn 9- 















Rock of Ages Memorials, 
Barre, Vt. 








says f 
H. L. Heinzelman, Vice President, f 
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Direct more business to your outlets with MM 4 
J 7 — —, if 

Trade Mark Service in the Yellow Pages ee j 

Nearest Deoler 

Wherever you are, whatever you sell. Direct more prospects to these listings ‘Yell ~ - : 4 
Trade Mark Service in the Yellow Pages by displaying the Yellow Pages emblem jo ag hy 
can help you sell more! in all your advertising. a : ‘ 
Direct more prospects to your dealers Direct your attention to a flexible, ned -=\ 


and distributors by listing their names economical Trade Mark Service plan now. 
and locations under your trade-mark in Phone your Yellow Pages man at your 
the Yellow Pages. telephone business office for full details. 














ANNOUNCING TWO 


Space TECHNOLOGY LaBORATORIES, INC. 


Space Technology Laboratories, Inc., previously a division of The Ramo- 
Wooldridge Corporation, became a separate company on October 31, 1958. 
Space Technology Laboratories will be directed by Lieut. Gen. James H. Doolittle, 
Chairman of the Board (after January 1, 1959); Dr. Louis G. Dunn, President; 
and Dr. Ruben F. Mettler, Executive Vice President. The other members of 
the Board of Directors are Robert F. Bacher, Head of the Division of Physics, 
Mathematics and Astronomy at the California Institute of Technology; James 
T. Brown, Vice President of the Mellon National Bank, Pittsburgh, Pennsylvania; 
and Samuel E. Gates, Attorney with the New York firm of Debevoise, Plimpton 


and McLean. 


Space Technology Laboratories has the largest professional scientific and 
engineering staff in the nation devoted exclusively to Ballistic Missile and Space 
programs. STL is responsible for the systems engineering and technical direction 
of the Air Force THor, Attas, Titan, and Minuteman ballistic missile programs. 
While it does not engage in production, STL performs experimental and analytical 
research projects in advanced space technology, including the fabrication and 
assembly of special equipment and the conduct of test programs. A recent 
example is the lunar probe project assigned to STL by the Air Force and the 


National Aeronautics and Space Administration. 


Space Technology Laboratories, Inc., plans to maintain a combination of 
technical competence and organizational strength appropriate to its special and 


continuing role in the important national program of space weapons development. 


Space TECHNOLOGY LasBoraTORIES, INc. 


5730 Arbor Vitae Street 
Los Angeles 45, California 











NEW CORPORATIONS 


Thompson Ramo Wooldridge Inc. 


On October 31, 1958, Thompson Ramo Wooldridge Inc. was formed by 
the merger of Thompson Products, Inc., and The Ramo-Wooldridge 
Corporation. 

Thompson Ramo Wooldridge will be directed by J. D. Wright, Chair- 
man of the Board; Dean E. Wooldridge, President; Simon Ramo, Exec- 
utive Vice President; and F. C. Crawford, Chairman of the Executive 
Committee. The other members of the Board of Directors are B. W. 
Chidlaw, A. T. Colwell, J. H. Coolidge, H. L. George, R. P. Johnson, 
and H. A. Shepard. Each is a Vice President of the merged company. 

Thompson Products, Inc., has been for many years a large manu- 
facturer of components and accessories for the automotive and aircraft 
industries. In recent years, it has also been active in the fields of Missiles, 
Electronics, and Nuclear Energy. Thompson has concentrated on prod- 
ucts which require a high level of competence in engineering and pre- 
cision manufacturing. 

The Ramo-Wooldridge Corporation was organized five years ago to con- 
duct research, development, and manufacturing operations in the field 
of electronic and missile systems having a high content of scientific 
and engineering newness. In addition to the work performed by Space 
Technology Laboratories, Inc., Ramo-Wooldridge has been engaged in 
major systems work in such areas as digital computers and control 
systems, communications and navigation systems, infrared systems, and 
electronic countermeasures. 

The merger of the two companies into Thompson Ramo Wooldridge 
Inc. is intended to provide an integrated team having strong capabilities 


for scientific research, engineering development, and precision manu- 





facturing. 


Thompson Ramo Wooldridge Inc. 


Main Offices « Cleveland 17, Ohio 
Los Angeles 45, California 





the safest way to move YOwL personnel, 


4 


ae, 


A lant Lites Suc. 


General Offices: Indianapolis, Indiana 


Charles H. Dahl, Jr. 


Says Charles H. Dahl, Jr., 
manager of the Sweet Clover Dairy 
at Roosevelt, Long Island. Here a 
Shell-lcer makes 20 tons of clear, 
solid ice daily, whenever required, 
and does it automatically. 


Shell-lce is frozen in selected thick- 
nesses of '/," to '/2", 


60 Varketing 


Because it’s safer, 
Wheaton Transit Insurance 
rates are 20% less than 
any other major carrier’s. 


COAST TO COAST LONG DISTANCE MOVING 





OVER 500 
AGENTS IN ALL 
PRINCIPAL CITIES 


In the West. coll 


LYON 


vam mee omc 





Continuing, Mr. Dahl says, 

"We are all for Shell-lce. The ma- 
chine runs itself, and gives plenty 
of ice of the kind a dairy needs. 
We would not want to be with- 
out it.” 


Dairymen, poultrymen, fishermen 
and others like Shell-lce because 
the pieces have a slight curvature 
that promotes rapid cooling. There 
is no snow, slush, or waste. Let us 
give you the whole story: ask for 
Bulletin 54 on Shell-Ice. 





Ford and Chevy mention Tyrex m their 
ads as one more new and improved 
feature of their cars. In this, thev'v« 
set something of a precedent because 
tires have largely been ignored in pr 
vious automobile promotion. Now, thc 
auto industry thinks people have be 
come more aware of tires and tire cord 
as a result of nvlon and ravon’s ccc 
tions. Plymouth reportedly will also 
start advertising ‘Il vrex 

I'vrex got another boost—and nvlon 
a blow—when Edward N. Coic, Gen 
eral Motors’ vice-president and Che 
general manager, spoke out rather 
strongly for T'vrex at the Chevy press 
preview in September. He claimed that 
Chevy had taken “the lead in the de 
velopment of an entirely new cord ma 
terial for our original equipment tires.’ 
he company, he said, was putting ‘T\ 
rex tires on all its new cars because it 
“gives us the characteristics that are 
really suited for tire cord 


Ill. Nylon Price Cut? 


The tire companies are strictly neu 
tral in this fight, thev sav. Privately, 
they admit thev like to see it being 
thrashed out—it keeps the cord sup- 
pliers coming up with stronger and 
cheaper materials 

But it also raises some problems. 
lhev have to make two lines of tires 
and the processes and machinery are 
different for ravon than for nvlon cord 
On top of that, there 
storage. Most tire manufacturers would 


inventory and 


rather have only one cord 

So vou have the nvlon people on one 
side, the ravon force n the other, the 
holding th balance of 


decision, and the tire companies in the 


auto makc! 


middl 1 he nes iren't that 
drawn, however. Du Pont also 
TAVON Simi 
But it ha yu 
nvlon. It has five big c npetitors 
ravon an 

Chemstr 
duc It 
but is half « 
Ci 
Chemstrand 
that th 
strarc 

Witl 
ana mding | 
up to the ( peop! far, du Pe 
has been prett about what. it 
plans The tire ompank deny that 
they have agreed to supply some nylon 
tires for Ford and GM at prices 
next veal Lhe av it int be done 
and still have a proht 

The most obvious move is a nylon 
price cut. Du Pont demies that it’s in 
the wind 
public demand to break into th: original 
equipment market, and doesn’t think a 
price cut necessary. END 


Ihe company is counting on 
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Bank goes modern with Alcoa Aluminum 


Mullions of Aleoa® Aluminum, fram- Contrast it with the classic U. S. Or write: Aluminum Compuzt 
ing terra-cotta panels, lend a smart, National Bank building next door America, 1889-L Alcoa Bb 
contemporary look to U. 8. National what a way to announce you’re apace Pittsburgh 19, Pa. 

Bank’s new drive-in bank, adjoining with the times! 

its head office in Portland, Oregon. They’re economical, too, these Building: The United § 


handsome curtain walls. Mainte- Portland, Ore. 
nance-free. Indifferent to smoke, Architects: Belluschi 
fumes, grit and bad weather. And Owings & Merrill 
light, to go up faster at lower cost Aluminum Fabricator 
and cut down on framing and foun- Seattle, Wash. 
dation requirements. Fentron Indus- 
tries, outstanding aluminum fabri- 
cator, also installed the mullions, as 
well as aluminum windows, louvers, 
coping, gravel stops and drive-up 
teller booths used in the building. 

GET FULL INFORMATION on 
aluminum, the architect’s metal, 


ALCOA THEATRE 
from your nearest Alcoa sales office. ine Entert 


nt, Alt 





FOAMGLAS” waterproof, vapor-proof, strong, can't burn, 
Ww, 1'NSULATION/ acid-proof, vermin-proof, dimensionally stable 


The speed and ease of application of 
the lightweight blocks of FOAMGLAS 
kept installation costs low for Planters. 


FOAMGLAS 
insulation envelopes 
help keep Planters 
peanuts fresh 


peeses 


Peanuts in this Planters warehouse are protected by 4 inches of FOAMGLAS insulation 
in floor, walls, and ceiling. The unusual compressive strength of FOAMGLAS floor in- 
sulation lets Planters stack tiers of bagged peanuts higher (16 ft.) than ever before. 


Planters Nut and Chocolate Company, Suffolk, Virginia, 
picked Pittsburgh Corning FOAMGLAS to insulate 
floors, walls and ceilings of four new warehouses... to 
form perfect insulation envelopes around their stored nuts. 

When peanuts lose their shells, they lose an excellent 
protection provided by Nature. Once Planters removes 
the shells to sort, grade and bag the peanuts, they rely 
on rigid temperature-humidity control to keep the nuts 
moist and fresh in the warehouses. They rely on 
vapor-proof FOAMGLAS insulation to help them main- 
tain this precise control at all times. 

Because FOAMGLAS is \ apor-proof, it forms a natural 


PITTSBURGH CORNING CORPORATION 


vapor barrier. This makes it easy to keep relative 
humidity at a constant 65-70%. And since FOAMGLAS 
stays dry, it holds its original insulating value. This makes 
for real economy in holding temperatures at 38°F. The 
material is easy and economical to apply, and this in- 
combustible insulation provides extra building safety, too. 

If you need constant long-lasting insulating value, you 
need FOAMGLAS—the moisture-proof insulation. Get 
the full story in our latest Low Temperature Insulation 
Catalog. Send for it today. 

PC Glass Blocks are another outstanding 


g building 


product of Pittsburgh Corning Corporation. 


Dept.F-118, One Gateway Center, Pittsburgh 22, Pennsylvania « In Canada: 57 Bloor Street West, Toronto, Ontario 





In Marketing 


Bowling Equipment Maker Bids 


For Lead in School Furniture 


\t least one segment of the furniture industry has no 
doubt that it is heading straight up. That is the school 
furniture business. 

To capitalize on an exploding market, Brunswick- 
Balke-Collender Co., of Kalamazoo, Mich., last week 
opened a new $5-million plant there to handle this end 
of its business (its main line is bowling equipment). BBC 
hopes to take the No. | spot in school furniture from 
American Seating Co., which last vear had sales of 
$37.5-million. 

BBC entered the school equipment market in 1953. It 
saw its potential in these terms: an annual demand for 
some 60,000 classrooms, plus a big replacement market. 
It figured shalf of existing schools, housing 30% of the 
school population, were more than 30 vears old, and one 
fifth of them dated back to the last centurv. School 
furniture includes colleges, too. BBC's figures put total 
scheol and college enrollment at over 4]-million in 1956 
1957, and close to 60-million by 1970 

BBC puts heavy stress on functional design. It claims 
that its flexible furniture, by Dave Chapman, industrial 
designer, has helped change teaching concepts. And it 
feels it has a design edge over its competitors as a result 
of a favorable court decision on a design patent case two 
vears ago (BW —Jul.21°56,p55). 


Hotpoint Plans to Abandon 
TV Line at the End of Year 


Despite signs of a pickup im appliances in_ recent 
months, weak spots are still showing 

The latest victim is the Hotpoint television line, 
which the company last week announced it would drop 
at the end of the vear. In the TV business for only a 
couple of vears, Hotpoint figures it could never be a 
basic contributor. It prefers to concentrate on home 
laundry and kitchen equipment, where it has always 
been strong. 

Earlier this vear, Cory Corp. stopped production of 
its Mitchell Div. air conditioners—for many vears among 
the top sellers in the industry. Its reason: Air condi 
tioning operations hadn't been profitable. 


Southern Furniture Makers Cheer 


Move to One Line Per Year 


When Drexel Furniture CoZ big North Carolina fur- 
niture maker, announced two wecks ago that it would 
not bring out another major offering of new goods till 
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next October, many other producers hailed the decision 
The cost of two major lines a year is heavy, and th 
home furnishings consumer doesn’t buy often enough to 
warrant two lines. ‘The factories claim retailers demand 
the change. Retailers deny it. 

Southern furniture producers put another interpret 
tion on the move. They see Drexel’s choice of tn 
and place—the Southern market, centered in High Poit 
N. C.—as one more indication of the growing importa 
of the Southern mid-season shows as national merchia 
'raditionally, the big January market 
in Chicago have set the stage for important new offering 

Drexel is not cutting out all new production betw 
now and next vear. It expects to turn out some 
motional merchandise for some of the regional market 
But big correlated collections will wait. 

the announcement came after a highly successt 
Southern midseason market in October. ‘This, like the 
spring market, is the season when the big retail buy« 
show. 


dising events. 


Cradle-to-Grave Credit Rating 


Proposed for Every American 


\ birth-to-death credit number for everv American 
suggested last week by the Electronics Committee of thi 
Retail Research Institute of the National Retail \i 
chants Assn. ‘The suggestion came out of a two-da 
mecting of NRMA’s basic research group in New Yor 
‘The purpose of the number is to clear the way for full 
fledged centralized credit clearance, and to provide a 
numerical identification code for use in electronic data 
processing machines. 

\lthough federal cooperation would be needed to 
make the plan nationwide, the committee recommend 
that merchants start numbering accounts on a com 
munity level. Kight of the biggest retailers in’ Kan 
City are reported ready to go ahead with the idea. 


Ford Unveils Galaxie Series 


As Challenge to Chevy’s Impala 
“Galaxie” series bowed in 
weck, designed to compete with the Chevrolet [mpa 
models, but at a slightly lower cost 

Phis brings Ford's offering to four complet 


Ford's new, top-line 


Custom 300, Fairlane, Fairlane 500, and Galaxie) aga 
Chevv's three (Biscavne, Belaire, and Impala 

The Galaxie will feature a squared-off ‘Vhunderbird 
roof line, more luxurious upholstery, and modified instru 
ment panel and exterior trim. Soft-top and retractal 
hard-top convertible now will be available only in tl 
Galaxie series, instead of the Fairlane 500 line, as ft 
merl\ 

The Galaxie six-cvlinder, four-door sedan lists at 
$2,582, compared with Chevrolet's Impala four-dooi 
sedan at $2,592. 


dealer handling charges, but not transportation, opt 


I 


Both prices include federal tax 


Or low i taxes 


VWarketin 
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Next—Computers Run Plants 


@ A Daystrom, Inc., installation of data-loggers and 


computers at a Louisiana power station is starting a six-month 
test with the promise of 99% reliability. 


@ Solid-state components, such as semiconductors 


and magnetic devices, make such reliability possible. They 


eliminate vacuum tubes and nearly all moving parts. 


@ So far, human operators are still needed to act on 
information gathered and analyzed by the system. But the 


final step—putting computers in charge of processes and plants 


—is believed to be not far away. 


da 1 complex hookup of 
gging and computer gadgetry at 
Louisiana power 
ofhaiallh complete, ind a six 
month marathon test will begin 
Davstrom, Inc., a newcomer to the 
computer ficld, is staking its reputa 
tion on the flat that the sys 
will operate for the 
months virtually without major maim 
tenance Specifically, its $212,000 
contract savs the svstem must perform 
99 of thi 
his 


munutes a dav for 


station will be pre 


nounced 


PTOMIS¢ 


tem entire six 


tire 

onh 14 
CINCTLCTICS TCpalrs 
svstem So. tar, 
no one in the computer or 
instrument ficld ha 
of reliability in 
for so long a 


well as 


leave in average of 
or checkups on the 
control 
attained that kind 
sO complex ad 
Other menufac 
turers, executives of indus 
tries that this kind of 
rchiability in process or even plantwide 
controls, will be watching the test with 
: cold calculating eve 

¢ Aptitude ‘Test—Davstrom’s 
has been installed at 
& Light Co.'s 
station 


svstem 
time 


would we leome 


system 
Louisiana Power 

?40.000-kw 
\lonroe, La 
data-logging d« 
in the 


chu Tite il 


steam powc! 
neal It combines 
ices, Which are not new 
nl-refining, and 


with a computer 


clectnic power, 
industries, 
to such svstems 

If it works—and it has been perform 
ing since while engineers 
final changes and adjustments 
demonstrate for the first time 
that clectronic device ire rehiabl 
cnough to shoulder the responsibility 
of running whole processes and plants 
Davstrom feels it has achieved sufficient 
ichability by eliminating nearly all mov 
ing parts (the source of mechanical 
breakdowns) and by replacing all vac 
uum tubes (the source of clectronic fail 
ures) with solid-state components such 


that is new 


midsummer 
made 
it wall 


is transistors and magnetic elements 


Still, not a few peopl in the controls 


64 Production 


industry think it is madness for Day- 
strom to hang its contract on a re 
liability record that no 
svstem has achieved 

“It’s another example,” savs 
cervative renhnery 
these svstems 


comparable 


con 
how 
then 


executive, “ot 
people will sell 
souls to get a contract.” 
¢ More Than Human—Chalmer Jones 
gencral manager of Daystrom’s Systems 
Div., argues that such skepticisin flies 
in the face of the technological prog 
ress the industrial controls business has 
made in the last couple of vears. Con 
trol systems are ready right now to 
take full charge of many process indus 
tries, he hindrance 
is the reluctance of management to put 
million-dollar plants into the custody 
of his silent green boxes 
‘What people don't 
Jones, “is that solid-state devices have 
taken clectronics out of the doubtful 
class thev’ve alwavs been in. A system 
so reliable that we 
sce no reason why it shouldn't run for- 
ever. And equipment at our disposal 
is so much faster, more reliable, 
and more accurate than human beings 
ever could be that there is no compan- 


son 


savs. ‘Their chief 


realize,” savs 


can now be made 


how 


|. In the Running 


Despite all the talk about automa- 
tion, engineers sav there isn’t vet any 
plant or major process that’s fully con 
trolled by a computer There are clabo 
rate data-logging svstems that monitor 
a flow process. ‘There are automatic 
feed and transfer mechanisms, and 
quality-control feedback that corrects 
machine tools to remedy errors And 
computers make calculations from col 
lected data, reporting these figures to 
human operators. 

The gap that remains would be filled 


| make 


by permitting the computers to 


MuInan Operators NOW mM k 
Svstems—W ith 
computer, the Da 


adjust nent 
e Several 


of data-logging anc 


its hooku; 


strom svstcn Ca t dapted to tak 


y + | 
over compict pel ] l [ pl 


} +) \Y 
when the time nn Until it prov 
limited to 
digesting informat t tl 


station § 


Lhe IVStre t llects dat 


itself. howeve 


iC 14 


on temper! points in the 
and othe 
measurements f1 another 100 point 


Phe 1} AldiIVZ iis 


vion, ind clectric TYVPCWwrifcTs 


plant 


Inform 
tap out 
ordinarily rr 


OnsuImInNg, WOTk 


computatiol 
quire ted 

by the staft | l 
the plant rformance 
nicians 7 
throwing of itch 
Oth« anu ture csides D 


that 


crprctations 


guide the tech- 


strom 
olid-state mponcnt n cftort t 
attain 10f Among then 
e Beckman Instrum , Inc., of 
Anahcim, ¢ vstems Di 
has installed at least tv of its Modei 
112 data s\ t Phillips Chem 
ical Ce ethylene 
plant and the other at mall Socom 
Mobil re Phes 
are primarily systems, 
though the 


devices and « 


hiner 


warning 
up later to 
computcrs 
e Con 
Corp. of Pasaden if.. which next 
month will deliv« Esso Research & 
Kngincering ¢ miniaturized pilot 
plant (BW 58.p55) that mav be 
the world’s fir t ) un Dv a 
But thi 
scale opcratc n 
e Leeds & Northrup Co 
delphia, which has installed a system 
with a computer at an Esso catalytic 
cracking unit in Baton Rouge. A Roval 
Precision LGP-3 
’ | +] 


the brains of the 


trodynamics 


CoM 
puter from a full 


of Phila 


digital computer 1 
stem, which me 
ures 160 proce anables and makes 
computations on -7 of these 

e Th mpse R W ooldridge 
Products, In which nstalling one 
of its RW-3( ligital ¢ mputers 
control 


in the 
Vu 11ic ivanion 
it Arthur (Tex 


COMMpaAll 


unit at 
lexas Co.'s Pi refinery. 
Neither | discuss details of 
the installation, but system 

that this will be the first major 
case of operatit t completely by 


ecngincc! 
Cxpc t 


computer 
I 
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ReM Fractional HP 
Re-Rated Motors 


NEMA FRAMES 
56 and 48 


MORE POWER...LESS WEIGHT AND SIZE! 


Think of the advantages these new motors offer your products! Many new 
R&M Re-Rated Motors are less than half the weight of former designs. For 
example, the new R&M %4 hp, 1725 RPM single phase motor weighs 26 
pounds as compared to a former weight of 56 pounds. Performance, torque 
and overload service factors are well within national standards. Lightness 
and compactness have been accomplished by the selective use of lighter 
metals and more efficient double end ventilating. 

Design versatility is an advantage too! R&M Re-Rated Motors in NEMA 
Frames 56 and 48 are available as complete “off the shelf” motors with 
a wide choice of mountings, bearings, mechanical and electrical character- 
istics in sizes from 1 to % hp. They’re also available as motor parts without 
end heads. Write for Bulletin 450-BZ. 


Robbins & Myers build motors from 1/200 to 200 horsepower 


ROBBING ¢ MYERS. we. 


SPRINGFIELD, OH!IO BRANTFORD, ONTARIO 


a) « Bimey Ae 


XK 


moverma) ® 
HOISTS MOYNO PUMPS PROPELLAIR FANS 


SPLIT PHASE 


CAPACITOR START 


PERMANENT 
SPLIT CAPACITOR 


POLYPHASE 


OPEN AND TOTALLY ENCLOSED 
SLEEVE OR BALL BEARINGS 
RIGID. RESILIENT OR END MOUNTING 
NEMA C FLANGE 


SPECIAL PURPOSE MOTORS 


Where production quantities justif 
experienced R&M application engi 
neers welcome the opportunity to 
furnish a design best suited to yous 
particular power requirements. 





parts ire available today—diodes, 
transistors, magnetic memory units and 
amplifiers. 


Corrugated Fibre Boxes Corrugated Paper Products Despite their long and honorabk 
record in communications — service, 
vacuum tubes aren't up to process-con 
trol requirements, where a breakdown 


jeopardizes a throughput that’s worth 
thousands of dollars a minute. Man 
cngineers sec similar dangers 
liance on components that hay 
cS 7 : ing part uch 
Shipping container problem? memories and 
ing relays 
Lhe iVcrage icuul Tub hi < 
's oO oO expectancy of about 1,000 hours 
HERE WHAT T D ot a pine control system th 
10,000 tubes, there’s theoretical di 
of a tube failure every six minut 
When you have a shipping container problem there’s onl¥ one nee, Comte, Compute 
. tubes don’t break down with anvthing 
sensible thing to do about it. Get with an experienced container- like that frequency, and engineers 1% 
and-shipping specialist who’s backed by sound research, engineer- gard them as more than adequate 
¢ ¥ reliable for most business purpos« 
¢ Continuous Duty—The life expe 
the answers. tancv of the semiconductors, such as 


ing, designing, testing and production facilities to help him develop 


1 
+ 


diodes and transistors, is stil 

measure, because the _ late models 
expert. But even that presents no great problem if you remember haven't bec iround long en ugh 
wear out. Accelerated test running 


Of course you have to know where to find this extraordinary 


Fort Wayne’s half centuryof container specialization and proved them at higher temperatures and cur 


accomplishment for many of America’s greatest shippers. rents than they were designed for, may 

give some idea, but perhaps an ert 

ous one there s 

specialist, get with Fort Wayne. some typi Nd 

thev are 

sign limits 
Many 

at 10, 

with |] 

That's 

dridge 

to g 

whi 


lo solve a container problem, get with a specialist. To get with 


FW-printing Another Fort Wayne Customel 


plus moss production printing of graduoted holf- \ thing 


tones, multiple colors, precision register ond shorp out. 
reproduction with a single impression. Exclusive with J mi 


Fort Wayne. sober fa 


less mall 
l, 


heavil iled yeleon $ 

CTCW l Iie uislana Po 
Ls plant i | muttering 

liappen ] Nay wher 


: droppec ower line 
CORRUGATED PAPER COMPANY the transist 
lation jol 

Phe 
sounded like \ 
Jones. recalls ruefull 


GENERAL OFFICES « FORT WAYNE 1, INDIANA 


oe of the company’s latest ; . e Space Saving—Reliabilits i iccord- 
inanciol report may be ob- ) 

tained by writing to Herold IA. : ing to Dr \lontgomen Phister 
Treen, President, Fort Wayne et I homp son-Ramo-W ooldridge director 
Corrugated Paper Company, } of engineering the 


most critical 
Fort Wayne 1, Indiana. 


problem facing a designer in_ process- 
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‘Twelve new jet airliners 
powered by Rolls-Royce engines 





DOUGLAS DC-8 





New Rolls-Royce Conway by-pass jets power 
the new Douglas DC-8's. The Conway gives 
greater economy in operation, with less 
noise, than comparable straight jets. 











VICKERS VC-10 


Four Rolls-Royce Conway by-pass jets will 
power this advanced airliner. Conways of 
16,500-lb. guaranteed minimum thrust are 
in production now. Models with 17,500-lb 
ind 18,500-lb. thrust will be built later 


~ Cirerereeeennes cease  ——— 





BOEING 707-420 


Four Rolls-Royce Conway by-pass jets powe 
the Boeing 707-420. Rolls-Royce build tl 
complete engine pods which include er 
thrust reverser and exhaust silencer 





FAIRCHILD F-27 


This fast new twin prop-jet transport is pow- 
ered by rugged Rolls-Royce Dart prop-jet 
engines. The F-27 has been ordered by four 
teen airlines and thirteen corporations for 
airline local service and executive use 


ARMSTRONG WHITWORTH ARGOSY 


This four-engine passenger freight transport 
will be powered by reliable Rolls-Royce Dart 
prop-jets. Airlines report that a higher per 
ntage of Darts reach full overhaul life than 
other engine in service 


<™ (lee oe eeeee a 


VICKERS VISCOUNT S10 /840 


This newest version of the famous Vick 
Viscount is powered by four Rolls-R 
Dart prop-jet engines. Dart engin 
flown more than 5,000,000 h 

urline service in Viscounts 





SUD-AVIATION CARAVELLEI 


Rolls-Royce Avon jet engines power this new 
short / medium range French- built airliner 
The two Rolls-Royce Avon jets, each capable 
of 10,000-lb. thrust, are mounted in pods 
the rear of the fuselage. 


~ 


GRUMMAN GULFSTREAM 


This new 370-m.p.h. executive transport is 

wered by two Rolls-R e Dart prop-jets. 
The Dart has been approved for between 
verhaul life of up to 2 hours—the long 


yet approved for a turbi engine 


HANDLEY PAGE DART HERALD 
Two Rolls-Royce Dart 


urliner designed f 


tratt 


} 
ic over short) medium rou 
fel of the Dart. in additi 


power, has had lower fuel 
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DE HAVILLAND 121 


Rolls-Royce RB. 141 jet engines will power 
this remarkable new airliner. The RB. 141 
is a by-pass engine of advanced design that 
will have a lower fuel consumption than any 
jet engine now in operation. 


Rolls-Royce, who make the 
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DE HAVILLAND COMET 4 


The Comet 4, now 


powered by four 





VICKERS VANGUARD 
Four Rolls-Royce Tyne 


power this new airli 


best cars in the world, also make the best airplane 


engines. More than half the jets and prop-jets supplied or on order for world 


irli ‘ ‘ered by Rolls-Royce. Over 50 airlines have chosen Rolls-Royce. 
airlines are powered by Rolls-R ) O 50 airl have cl Rolls-R 


ROLLS-ROYCE, INC., 10 ROCKEFELLER PLAZA, N.Y. 20 © ROLLS-ROYCE O} 


CANADA LTD., COTI 


DE LIESSE ROAD, MONTREAL, ¢ 














The bright, smooth surface of the sheet steel which 
International Harvester’s Motor Truck Division demands 


for its light trucks is apparent here on the cab assembly line. 
Good surface speeds production in the paint shop. 


Pittsburgh Steel’s Sheet Provides Beauty, 
urability For International Trucks 


How do you combine ruggedness 
with the contemporary styling now 
going into light trucks? 
International Harvester Company 
meets that challenge so well that one 
International model sells as a three- 
door station wagon. That’s the 
Travelall, designed as a commercial, 
personnel carrier, which typifies the 
clean design of all International 
pick-up and panel trucks. 
International combines rugged- 


ness with good styling, in large part, 
through the use of cold rolled sheet 
steel, like that supplied by Pitts- 
burgh Steel Company. 

Here’s what International expects 
from steel sheet and what Pittsburgh 
Steel provides consistently in ship- 
ment after shipment: 


e¢ Deep Drawing Quality. Many 
of the component parts have severe 
bends and sharp raises. 


e Weldability. International spot 
welds sheet sections eight feet long 
in a series of welds on automatic 
machines. If welds vary in quality, 
assembly line operations must be 
interrupted. 


e Flatness. When long sections are 
being welded, flatness of sheet is 
essential. Waviness would prevent 
close alignment of sections being 
welded and make it impossible to 














use automatic welding machines on 
the plant’s assembly lines. 


¢ Dense Surface With Extra 
Smoothness. International insists 
upon, and gets, a near perfect sur- 
face. Pittsburgh Steel’s cold rolled 
sheet, with its smooth and dense 
surface —free of defects—enables In- 


ternational to apply multi-coats of 


enamel without a primer. The pro- 
duction economies are passed on to 
International’s customers. 

International truck bodies go from 
assembly line to paint shop after an 
alkaline wash, a phosphate bath and 
an acid rinse. 


Only the best sheet surfaces 
make this practice possible. 

Since the Springfield plant of In- 
ternational Harvester’s Motor Truck 
Division can process about 10 mil- 
lion pounds of sheet a month, any 


supplier of sheet must be capable of 


consistently meeting International’s 
requirements on a long-term basis. 


The skilled steelmakers and 
the new rolling mill of Pitts- 
burgh Steel Co. meet these de- 
mands from day to day and ship- 
ment to shipment. 


Put Pittsburgh Steel’s sheet to 
work for you You get faster produc- 
tion, fewer rejects, more economical 
operations and a more durable prod- 
uct with a pleasing appearance. 

You can start benefiting today 
Just get in touch with the nearest 
district office listed below 


Fast production of cow! bars without 
rejects is possible only with sheet of 
good formability and shapeliness 





Weldability of the sheet shows up here where the door post, held by quick-action 
clamps, is spot welded to the cowl on the cowl sub-assembly line 


Pittsburgh Steel Company 


i 


; 
‘ 


All components of the nearly completed cabs seen here are made of sheet 
Note the sharp raises in the door post on which the cab door will be hun 
part, made of Pittsburgh Steel, must have good drawing quality as well a 
ability and a surface that will take a fine paint job 


Grant Building 






. Pittsburgh 30, Pa. 





District Sales Offices 


Atlanta 


Chicago 


Cleveland 
Dallas 


Dayton 
Detroit 


Houston 






Los Angeles 
New York Tulsa 
Philadelphia 


Pittsburgl 
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“Why don’t you talk to the 
people at Chase Manhattan?” 


Word about Chase Manhattan’s financial services to 
business gets around. But if you haven’t yet heard 
how helpful we can be, why not talk to us now? 
Whatever your business, there’s a good chance that 
our staff of versatile and widely experienced bankers 
can make a connection with Chase Manhattan 
well worth your while. Write us at 18 Pine Street, 
New York, or telephone HAnover 2-6000. 


The Chase Manhattan Bank 


Member Federal Deposit Insurance Corporation 





control applications,” but it isn’t the 
only advantage held by instruments 
that depend on semiconductors. An- 
other is the saving of space. 

\ computer system using tubes may 
need thousands of square feet of floor 
space, while a solid-state computer may 
fill only a few filing cabinets. Besides, 
solid-state equipment, with no hot 
filaments and very little other genera- 
tion of heat, needs much less air con- 
ditioning 
e Weaker Links—Now that transistors 
have replaced vacuum tubes in such in 
stallations, manufacturers find they 
must improve the reliability of other 
components that had al 
sidered virtually failproof 

lor example, Daystrom and_ Beck- 
man have both stopped using standard 


wavs been con- 


plugs in the cables connecting their 
units. Instead, they are using special 
gold-plated taper pin connections that 
weld themselves in place. The few me- 
chanical relays they use in the input 
sections of the computers and loggers 
are either mercury-dipped (in the Day- 
strom system) or their stepping switches 
sealed in oi! (in Beckman’s loggers 
and both tvpes are good for many mil- 
lions of operations 


lll. Silent Service 


Apart from the hermetically sealed 
relavs. Davstrom doesn't have a single 
moving or glowing part in its entire 
svstem short of th mtrol console. 
Phere, of course, a tape punch and elec 
tric typewriters tap away, ind w ning 
lights blink. But most of the svstem 
sits dark and silent while it works con- 
tinuously at lightning speed 

At a rate of five per second the 
tem collects and luates 350 measure- 
ments It keeps a running total on 
plant uutput. an up-to-the-second aver 
we of heat rate an emMecency 
e Balancing Costs—According to Da 
strom, the trial installation enabled 
Louisiana Power & Light to eliminate 
about $145,000 worth of conventional 
recording instruments, even though all 
critical points in the plant kept their 
back-up instrumentation 

Svstems engineers are looking toward 
the dav, maybe within a vear, when 
logger-computer systems will have 
proved themselves. Then the duplicate 
conventional instruments can be omit- * 
ted from new plants—no one expects 
many existing plants to be converted 
to these data svstems until the com 
puters can be set to running the plants 
at higher efficiencies than human op- 
crators can maintain. That mav be three 
to five vears away, engineers sav 

Control makers find themselves going 
in circles in proving their case for com- 
puter supervision of processes. 

Kirst, they must prove that their svs- 
tems are free from error or failure in 
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No. 10 in a series 


Right off the CL/e2re __ 


A miniature record player only 
four by eight inches is capable of 
playing twelve inch records. 


The record of many thousands 
of electrical installations shows 
that the use of TIREX cords and 
cables provides an extra measure 
of employee safety. 


& 
A new process removes helium 
from natural gas, in which it is a 
contaminant, by passing the gas 
through glass pipes, through the 
walls of which the helium is 
filtered. 

& 


An atomic-powered train has 
been designed that will travel 
across country without tracks. 
It has fifty-two wheels, each of 
which is electrically driven. 
& 

The plastic base of a new electric 
coffee pot completely encloses 
and waterproofs both heating 
element and thermostat. 


& 
Titanium alloyed with ranad- 
jum, chromium and aluminum 
makes a new alloy that is said to 
have the greatest strength for its 
weight of any structural material. 

&? 
A complete picture, ready for 
transmission, is provided by a 
new transistorized television 
camera. It weighs only four 
pounds, including self-contained 
control and synchronizing units. 


A radio telescope over four-hun- 
dred feet in diameter is planned 
for the hills of West Virginia. 

& 
Weather information can be 
transmitted over a _ thousand- 
mile range by an automatic radio 
station which can be dropped 
anywhere by an airplane. 

& 
An automatic electronic inspec- 
tion machine makes a four-way 
check of automobile valves at 
the rate of 3,000 per hour with a 
tolerance of five millionths of an 
inch; 


An adhesive has been developed 
that will retain a metal-to-metal 
bond at temperatures as low as 
— 253 degrees C. 


& 


All cords and cables give better 
service when handled properly. 
TIREX® portable cords and 


cables, although jacketed with . 


fortified and tempered neoprene 
armor and “‘lead cured’’ for towgh- 
ness and smoothness, will give still 
longer service if not subjected to 
unreasonable abuse. 


& 
By making jet nozzles radio- 
active and measuring the radia- 
tion from the fuel passing through 
them, the amount of wear can be 
measured to within one millionth 
of a gram. per hour. 

&3 
Further information on these 
news items and on Simplex 
cable is available from any 
Simplex office. Please be 
specific in your requests. 


& 


A miniature battery which is re- 
ported to last for five years, uses 
the radioisotope Prometheum 
147. It is suitable for hearing 
aids, watches or missile guidance 
systems. 

& 


In California, it is proposed to 
use underground steam to gen- 
erate electricity as is being done 
in Italy and New Zealand. Wells 
are now being drilled and a yield 
of 100,000 kilowatts is antici- 
pated. 
& 


Two radio manufacturers have 
built extra service into their sets. 
One warns of approaching tor- 
nadoes and the other acts as a 
radiation detector. 


£2 
Ww 


Deuterium, or heavy hydrogen, 
is concentrated by some bac- 
teria from sea water. This dis- 
covery may lead to a new and 
inexpensive method of producing 
the heavy water used in reactors. 


“The American manufacturers of transoceanic telephone cables” 


The area behind the eye that can 
not be examined by other instru- 
ments can now be seen by a de- 
vice that uses penetrating sound 
waves and converts their reflec- 
tion into light. 


& 


A disposable medicine container 
of heat-proof plastic doubles as 
a hypodermic syringe. 


& 


Our atmosphere at an altitude 
of sixty miles is now known to 
contain chemicals which could 
serve as an unlimited fuel supply 
for ramjet engines. 


What's in a name? 
The character and business integrity of 
distributors are measured to a great ex- 
tent by the products they handle. More 
than 1000 of the nation’s most success- 
ful electrical firms 
most in customer service and satisfac- 
tion recommend and sell Simplex 
TIREX cords and cables. 


offering the ut- 


SIMPLEX WIRE & CABLE CO. 
Cambridge, Massachusetts and 
Newington, New Hampshire 
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by today’s Photocopying Problems? 


No need to be when there’s a 
model of Photostat Photographic 
Copying Apparatus that can solve 
them. There are 17 proven models 
to choose from, depending upon 
your specific requirements, each 
designed for economical, quality 
production of photocopies. And 
Photostat Corporation’s service 
and supplies are unsurpassed, with 
representatives from coast to coast 
ready to serve you. 


Copy Methods 
For Today’s Business 


72 Productio 








Pome try © compels parol Py Helen 


Before you invest in any photo- 
copying equipment, it will pay 
you to find out about PHOTO- 
STAT® the proven name in photo- 
copying equipment. 

Write direct or contact our nearest 
Sales-Service office. 


PHOTOSTAT CORPORATION 


P.O. Box 1970-A * Rochester 3, New York 






PHOTOSTAT 









is the 
PHOTOSTAT Bas 
s PHOTOSTAT | 
PHOTOSTAT CORPORATION SOCEM FORe CORPORATION } 





monlornng ontinuous 
Only after that can they hope to bypass 
the stage of output information—the 
tvpewriters and the — tape 
But, thev sav, the 
chance of error and failure is in thes¢ 
typewriters and punches, which mat 


operation 


clectric 


punches createst 


misprint or may be misread by fallib] 
human operato! 

In the electricall 
phere of power stations and the chemi 
cally charged 
plants, mechanical devices such as the 


tvpewriters and 


it 


charged mo 


itmosphere of chemical 


tape punches are hard 
to maintain in perfect order, so the 
tem makers have another good reason 
for wanting to eliminate them 

But thev will admit that much w 
to be done before the 


the sensors of a monitoring 


1 


remain electrica 
signal from 
svstem will be able to trigger a com 
puter to take corrective measures with 
out human intervention. lor one thing, 


variables and mathematical relation 


ships in each process must be worked 
out for correct setting of controls and 


interpretation of readings 


¢ Closer Margins—Comput nt 
of processes could not onl permit 
plants of contemporary design t 
erate at higher efficiencies but also make 
it possible to design chemical pt 
plant that are vastly mor ompl t 
operat t toierance r tempcrat 
ind pre sul that ITC inhe ird of toda 

In existing hemical pliant th« 

ilert vy of operator 1 th it 
tS» t ) efici } Spo ] 
f D t ie R ni \\ l< a? 
equipn nt now beime ce eloped IS « 
pabl t mung plan t t 
100 rm mum utput 

If this t ; out to be true, peopl 
the pov nd hemical industri 
it woul t quip old plant 
ith mputer ntrol stems. But th 
ontrol mak int prove the 
vithout operating eral 

ssfully for long ti 

Besid Powel hemicals, and 
troleum industries, control tcm n 
kets in the near future include the st 
busine id, lat th ( ent, 
nd rubber industries 

e ‘Too Accurate?—Progress in th 

state control tems may be retard 
bh th ) ira f th lot 
ports. Operating engineers must be 
tained t ntcrpret the hgures that p 


out of th iutomatn typewritcrs 
he svstem is s 


instrument ecnginecr at a 


ensitive,”” savs au 
renncl wher 
in installation was made recently, “‘that 
when vou ask it for a tempcrati read 
ing, the last digit keeps changing. It 
makes the boys nervous—thev are used 
to reading charts where you can’t sec 
variations of of a degree.’ 

Ilowever, this gives 
neer a chance to 
he wants to be, 


the plant eng 
choos¢ how accurat¢ 
rather than being lm- 


ited by what accuracy is available. END 
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no matter 3 which you use... 
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you'll get a better job on Wausau Text 


ence | faust 


IMPRESSION PAPERS 
WAUSAU PAPER MILLS COMPANY, BROKAW, W NSIN 


, 
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ASK VOUR STATIONER OR WRITE FOR SAMPLES 
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PROFITS 
CANADA 


Rich metropolitan markets, a wealth of raw materials plus a dynamic, 
free-enterprise climate make Canada a land of tempting opportunity 


de for U. S. businessmen. And the next two decades promise to more 
+ than double the size of the Canadian economy. For expansion-minded 
American businessmen looking north, Bank of Montreal—Canada’s 
5 : First Bank—publishes a series of valuable business guides. For your 
copies of one or more of these booklets, fill in the coupon below. 
TUTTE TTTTTETI TILT TITEL T Terrier Trerereeeeeceecerreeerrrrrrrrrr Tee 


Free booklets for 
U. S. executives 


Your Guide to Business in Canada 
Canada Today 


Taxation in Canada 


OOO0 


A Guide for Oil and Gas Operators 
in Canada 


C] Monthly Business Review 


Just check the booklets you want, attach 
this coupon to your letterhead and mail 
to Business Development Department, 
Bank of Montreal, P. O. Box 6002, or to 
any of the Bank’s U. S. offices listed here. 
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10 2 MILLION CAMADIANS 





BankK OF MONTREAL 
Canada's First Sank Coast-to- Coast 


BRANCHES IN ALL TEN PROVINCES 


District Headquarters: 


Halifax, Toronto, Winnipeg, Calgary, Vancouver 


NEW YORK: 64 Woll St. + SAN FRANCISCO: 333 California St. 
CHICAGO: Special Representative’s Office, 141 West Jackson Blvd. 


Head Office: TWMontreal 


750 BRANCHES ACROSS CANADA + 
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RESOURCES EXCEED $3,000,000,000 
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U.S. Gains in Atom Power Race 


This country appears to have edged ahead of Britain 
in quest for reactor sales in foreign market as the British 
hint they may shift emphasis from gas-cooled units. 


Vhe U.S. appears to have overtaken 
the United Kingdom in the race for 
international markets for atomic power 
cquipment. 

ruc, the advantage enjoved for th« 
past two vears by Britain, as well as 
that now seemingly possessed by the 
U.S., is largely a talking edge. Ver 
tew atomic power plants have vet been 
sold on the international mart. But 
until now, the odds were that the 
British would get into this market first 

This edge was the result of the Brit 
ish approach to nuclear power develop 
ment. Short of conventional fuels, the 
British carly in the game plumped for 
u single type of atomic plant with a 
reactor cooled by gas. ‘This type had 
been pioneered in the U.S., where it 
was shelved for more sophisticated 
units. It looked good to the British 
because it was a relatively simple tvpe 
to build and operate and 
it could employ natural 
fuel. 

When other nations began thinking 
scriously of atomic power, the 
cooled reactor looked good to them, 
too. The U.S., with the world’s only 
known facilities to produce enriched 
uranium in large quantities, concen 
trated on cnriched fuel reactors. So, 
anvone who bought a reacter here would 
be dependent on the U.S. for fuel 
e First Hints—But the British 
ished U.S. scientists and 
makers at the recent Conference on 
the Peaceful Uses of the Atom at 
Geneva (BW —Sep.13'58,p37) by hint 
ing that the U.K. was seriously 
ested in other reactor types. 

It has never been anv secret that the 
cas-cooled, natural uranium reactor has 
some bad points. lor example, carbon 
dioxide, which the British use to carn 
heat from the reactor to heat exchang 
crs, Is not an 
Again, natural 
tremely large housing 
amounts must be used Enriched 
uranium, which contains more of the 
fissionable form of the element, permits 
so much economy in containment that 
it appealed to U.S. developers despite 
its higher cost. 

But the British completed the first 
lig gas-cooled atomic power plant at 
Calder Hall and plunged ahead witi 
plans to build a series of similar plants 
These plants will be completed by 
1966. British scientists are developing 
an improved version of this plant, the 
advanced gas-cooled reactor (AGR), for 


because 
uranium as 


7 o 
gas 


iston 
equip nt 


inte! 


conductor. 


requires cx 


becausc 


ideal heat 
uramium 


large 
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second large series of plants to be 
completed by the early 1970s. 

Now the British are hinting that this 
econd round of plants may be neither 
gas-cooled nor fucled with natural ura 
nium. Ina recent policy review, Paul 
Thomas Fletcher, deputy director of 
the Atomic Energy Authority, admitted 
that the AFA was considering develop 
ment of an entirely different tvpe of 
reactor, perhaps adopting it for the 
second round of atomic power plant 
construction, 
¢ Big Drawback—British observers be- 
lieve that inherent inethciencies have 
finally caught up with the gas-cooled 
reactors. Calder Hall-tvpe reactors can 
compete with coal-fired power plants 
only when operated at 75° of capacity 
or better. ‘Vhis is because capital costs 
ue so great that running the reactors 
at lower output is something akin to 
using a very expensive press for a single 
stamping. 

The Calder Hall-type plants now be 
ing built or in advanced stages of pkin 
ning can be spotted where they can be 
run at high capacity. But SO of Brit 
ian’s power plant operates at less than 
75 of capacity. And Britain is run- 
ning out of spots where it can put such 
plants and Iet them run all out 

Phe British claim the AGR is more 
cfheient than the Calder Hall orginal 
ind that capital costs will be lower. But 
unlike the first gas-cooled reactors, the 
\GR uses enriched fuel. ‘The ABA is 
ilso talking of experimenting with new 
tvpes, including one that will use water 
isa coolant. But the authority empha 
izes that despite possible shifts, the pcr 
formance of the Calder Hall-tvpe te 
ictors continues to exceed design ex 
pectations. 

Nevertheless, U.S 
ufacturers are these hints 
with unconcealed glee. ‘Ther fur 
ther ahead in development of enriched 
uranium reactors than the 
in natural uranium types 
¢ Upcoming Orders—The stakes arc 
getting downright intriguing. ‘Vhe six 
nation Kuropean Atomic Energy Com 
nunitv (Euratom) is about set to start 
ordering an estimated $250-million 
worth of atomic equipment in 
plants to be completed over thy 


seven 


equipmic nt man 
seizing on 


British are 


powel 
next 
Financial arrangements, 
the toughest part of any international 
itomic power contract, are complete 

And Japan, India, and several other 
nations are well along with plans to buy 
itomic plants, too. END 
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Before making a move into Canada, your 
company will want authoritative first- 
hand market information. You may r¢ 
quire detailed facts about price and 
availability of raw materials, power 
plant sites, transportation, and water 
supply. You will want an accurate, au- 
thoritative briefing on custom duties 
taxation, company formation, and regu- 
lations concerning patents, copyrights 
and trademarks. You may desire intro 
ductions to Canadian offitials, legal o1 
technical specialists, or businessmen. A 
specialized service to companies plan 
ning Canadian expansion offered by 
Canada’s First Bank provides just such 
information and assistance. 


For 99 years, Bank of Montreal has been 
helping U. S. businessmen, in all kinds 
of industries, to set up profitable ente: 
prises north of the border. With 750 
branches throughout Canada, the B of M 
has the organization and first-hand know! 
edge to help your company get off to a 
sure-footed start in the land to the north 


Use the coupon on the facing page for 
booklets giving basic information on how 
to do business in Canada, Or addres 
your inquiry to the Business Develo, 
ment Department, Head Office, Mon 
treal, or to the nearest U. S. office. 


70 2 MILLION CANADIANS 
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BANK OF 


MonTREAL : 
Canada's First Sank 


750 Branches Across Canada 
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TMI Tubing 
Geta into the 
Buniest Shapes 


FOR THE MOST 
IMPORTANT 
DESIGNING REASONS 


from explorations into space 
itself to applications within 
mechanical “corrals” so 

minute that space is as critical a 
requirement as performance 

... TMI Tubing is busiest 

when the demands are 


most selective. 


When you want more of small 
diameter stainless steel and 
special alloy tubing... 

and any combination of 
split-thousandth tolerances, 
micro-finishes and exotic 
Stainless alloys ... TMI is ready 
and able to build it for you. 


The standard range of 
quality production at 
TMI—.O50” to .625” 
O.D. with tolerances as 
close as .0005” when 
required. Larger sizes 
to 1.25” O.D. accepted 
on strict custom basis. 





@ 
TUBE METHODS INC. 


METALLURGISTS © ENGINEERS «© MANUFACTURERS 


BRIDGEPORT (Montgomery County), PA 


76 New Products 





PRODUCTS 





PNEUMATIC JOL1 


enables Convair’s machine (left 


to precision-form tough metals. 


Wallop, Plus Precision 


for handling 
tough metals as tita 
nium and the high tempcrature ste Is 18 
to wallop them with a quite literal bang 
One method 
to get the 
necded to 
‘flow’ into 
\n explosive press 
in a millionth of a second, a_ pressure 
of 4-million psi.—10 times as 
the biggest hydraulic pre 

But explosives in pr . as else 
difficult to 
round that, Convair 
devel 
pneumatic metal 
forming machine that packs the punch 
of explosives without the 
difficulty. ‘The wallop is supplied by a 
small-diameter, quick-starting gas piston 
activated by shots of compressed nitro- 
gen bottled at 2,000 psi 
¢ Giant Model—The Con 
throws 


Ihe itest technique 
uch notorioush 


ictually uses explosives 
swift and potent pressure 
make the obdurate metals 

intricate, precise shapes 


can bring to bear, 


much iS 


dangerou ind 
handle lo get 
Div. of General 
oped a high-velocity, 


whe Te, are 


Dynamics has 


peril or the 


lir machine 
its punch in a very compact 
Phe smallest model (picture, left 
develops 40,000 foot-pounds of energy 
at a velocity of 200 ft. per sec., with a 
12-in. stroke. The largest stock model 
develops 360,000 foot-pounds; a blue- 
printed giant that intrigues the govern- 
ment is rated at 1.5-million foot-pounds 
The smallest machine, which weighs 
3,000 Ib., is only about a quarter of the 
size or weight of conventional forming 
or extruding machines of the 
capacity. 
Metallurgists still 


space 


same 


don’t know just 


} 


ind witl 
edges In 
machining 
finish 


| voling 


without h 

using lubricant 
e Easy to Run—T\ 
machines I 
the entire hiring 
eramed 
trol consol 

Convair, whi inveiled the ma- 
chines only recently at the National 
Metal Exposition, savs it already has 
25 orders or firm inquiries 
stock models are offered, ranging 
the 6-in. bore at $18,550 to the 


t 
it $52,850 Phe 


lhree 
from 
1S-in. 
bore plans 
to take 
models, 
million-foot-pound model that interests 
the government $26S8.000 
price tag. END 


Ch Mpa 


orders for larger, tailor-made 


such as the 36-in. bore, 1.5- 


despite a 
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In Business Abroad 


W. Rogers Herod, IGE President, 
Gets Foreign Trade Award 


At its 45th annual convention this week, the National 
Foreign Trade Couneil singled out W. Rogers Herod, 
president of Intetna- 
tional General Electric 
Co., to receive the 1958 
Captain Robert Dollar 
\lemorial Award for his 
work in the ‘advance 
ment of American for- 
eign trade.” Some previ 
ous recipients: Sumner 
Welles (1942), Eric A. 
Johnston (1944), Paul G. 
Hoffman (1950), Clar- 
ence B. Randall (1954). 
Since heading up IGF in J 
1945, Herod has used his “encvclopedia mind’”—as one 
close associate puts it—on trade problems both inside 
and outside the company. One outside job: Coordina- 
tor of Defense Production for NATO in 1951. 


Jamaican Industry, Plagued by Loss 
Of Workers, Has Other Worries, Too 


“T hardly had the new machinery a month when mv 
top cutter told me he was going over to I:ngland,” said 
the manager of a shoe factorv in Kingston, Jamaica, last 
week. “The worst of it,” complained an American busi 
nessman, “is that only 
the good men have the 
gumption and guts to 
pack up = and_ leave.” 
Neither the race nots in 
London two months ago 
nor anti-emigration post 
ers (picture) in Kingston 
have slowed the outflow 
of skilled Jamaican work 
ers to Britain. Why? 


=. 
TRAVELLERS, >. 4 
enclaup! <? ',,: 
Lyi 





The “go-getting” work- 
crs don’t want any part 
of the island’s farms, ‘ 
even though these are short of labor. And despite new 
industries, from brassiere factories to bauxite (Alumin- 
ium, Kaiser, Reynolds), the workers see faster indus- 
trialization and more opportunities in Britain. 

Now Jamaica, kingpin of the West Indies Federation, 
has a new problem: How to support the federal gov 
ernment in ‘Trinidad without hurting itself economically. 
Jamaica already supplies 43° of WHIE’s meager $6.3 
million annual budget. ‘The federal government would 
like it to pay even more through new taxes—and these 


aS Se 
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MORE NEWS ABOUT BUSINESS ABROAD ON: 


e@ P. $2 France’s Saint-Gobain, largest glass 
producer in Western Europe, moves to get 
deeper inside U.S. market. 





would crimp the “tax holiday” deals that have lured 
U.S. industry to Jamaica. 


Frondizi Is Pushing Tough Policy 


To Cure Argentina’s Economic Woes 


\rgentina’s Pres. Frondizi is facing the same problem 
as his predecessor, Gen. Aramburu. And the problem 
are cnough to make anv government despair 

¢ Since Mav, when Frondizi took office, the free 
peso has plunged from around 35 to the $1 to 70 

¢ Inflation is mounting, with a 4° average risc 
the cost of living each month. 

¢ Worst of all, followers of ex-Dictator Peron a 
squabbling with the government over its ambitiou 
efforts to develop oil with the help of U.S. oil compan 

Last week, answering labor outcries against U.S 
contracts, Frondizi declared a state of siege, clampe 
troublemakers in jail, forestalled a strike in the oi! fiel 

In Washington's view, Frondizi has finally decided 
push through a tough economic policy, despite Peronist 
opposition. ‘Though Buenos Aires observers are pessi 
mistic, Washington believes Frondizi will go ahead 
and put the final stamp on the $1-billion worth of oil 
drilling deals. Oil development alone could elm 
the $300-million drain on Argentina from payment 
oil imports. Add to that new U.S. loans that will | 
ably crvstallize when Frondizi visits the U.S. her 
January, and—in Washington's opinion—Argentina 


successfully come to grips with its economic prob 


E.M.|. Electronics of Britain 


Eyes U.S. Market for Computers 


Although a late starter, Bntain intends to move f 
into the U.S. market for computers and 
\fter investigating the U.S 

MLL. Electronics, Ltd.. has announcs 
will aim at a $10-million sales goal in its first vea 
E.M.L. will set up a nationwide sales and service 
organization here in 1959, starting with 12 major U.S 
cities. L. H. Hoffman & Co., Westbury, N. ¥ 
been designated U.S. sales manager to get the p 
started. 
IMI. is pinning its initial hopes on a line of di 
computers. ‘The latest of these, Emidec 2400 
to be capable of assimilating the input from 112 cl 
typewriters simultancously. 


wtomat 
equipment. market for 


full vear 


NLT. is counting on lower prices—made_ p 
weekly wages of $37 in the B 


electronics industrv—to penctrate the U.S. market 


through average 
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Old French 


Saint-Gobain is gambling on a 


new twin-polishing process to es- 
tablish itself as this country’s 
No. 3 glass company. 





SAINT-GOBAIN’S Pres. Arnaud de Vogue (left) and Rene Grandgeorge, managing 
director 


reflected in one of their products—are moving deeper into the U.S. market. 





GIANT MIRRORS of the Palais de Versailles were installed in the 17th Century by Saint-Gobain. In 1806 


the Napoleonic wars plunged the company into chemicals, Now, it’s deep in atomic energy projects 


GLASS WORKS at Vauxrot (Aisne) operates on a production-line scale, uses U.S. 


machinery. Nearly all French perfumes and champagnes are put up in Saint-Gobain bottles 
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IGlassmaker Breaks Ground in U.S. 


When this project is completed in 
1961, it will represent: 
e France's largest manufacturing 
investment in the U.S. since the war. 
e What Saint-Gobain claims will 
be the most technically advanced plate 
glass plant in the world—outfitted with 
the company’s revolutionary new proc- 
css for polishing plate. 
e The culminating step in Saint- 
Gobain’s scheme to. establish — itself 
is the third glass company in the U.S. 
ifter Pittsburgh Plate Glass Co. and Bae ores 
Laibbey-Owens-lord Glass Co.—produe- oh 
ng a full line of flat glass products, and 
company to be reckoned with in the 
S700-million U.S plate glass industt 
¢ Planning Big—The French compan 
sn’'t shv when it comes to laving big 


' 


ans—especially under the — post 
cadership of 54-vear-old) Arnave 
Vogue, president and chairman, 
/ ; 

cence Grandgeorge, managing I 

} 


the two-man team picture 
for its current expansion prog 
But it has a basis for planning 


Founded three centurics ago, 


ROUGH PLATE glass streams to the grinding set (background) where it is ground 


iext finished on both sides simultaneously by the company’s new twin-polishing proc 
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Tubexperience in action 


Bank tubing 


as you bank 
your money 


Modern plant often find it too costly to 
inventory all the small tubing they need, 
thousands of dollars of 
You may find this true 


operations 


because it freezes 
working capital 


of your own firm’s 


Call a Superior distributor and avoid 
many of the heavy costs of carrying your 
own tubing inventory. His modern steel 
ervice center will act as vour warehouse. 
His tubing stock will replace your own, 
freeing vour capital. He will show you how 
easy it is to plan your ordering and get 
prompt delivery of tubing when and where 
His Superior stock includes 
many analyses in a wide variety of sizes. 


Special mill services 

His broad experience can help you solve 
nany tubing Even more im- 
portant, he can also acquaint you with the 


you need it 


problems 


many special services Superior offers its 
customers, such as statistical quality con- 
trol, non-destructive tubing inspection and 
pilot and test lot sampling and 
melting, field specialist and specification 


testing 


eT VICES 


Ihe sooner you call him, the sooner you 


can start cutting your tubing costs. 


Superior Tube 


The big name in small tubing 
NORRISTOWN, PA. 
”% in. OD—certain analy 
up to 24 in. OD 
fic Tube Company, 5710 Smith- 
12, Calif. « RAymond 3-1331 





signed to round out its U.S. produc 
tion in the flat glass field. In the fou 
Mav mergcr, it al 
of total U.S. out 


rough, corrugated 


one of the world’s largest glass 
producers, making 15% of the plate 
glass and about 12 of the sheet and 
rolled glass produced annually around 
the world. In Western 
.urope, it has a firm grip on 50% of 
the entire plate glass market. Nearly ind the like 
all French perfumes and champagnes Its aim now i direct challenge to 
re put up in Saint-Gobain bottles Pittsburgh Plate and 
Glass, however, accounts for roughly r( ch up to now have dominatea 
only half of Saint-Gobain’s annual rket in plate glass 
income, estimated conservatively bil building con 
it about $400-million in 1957. Chemi truction 
cals account for the rest: a vast array of e What It’s 
fertilizers, pesticides, fungicide plas bain’s initia 
tics, silicones, and petrochemicals reach +0-million sq. ft. an- 
Phe expansion program that got un fraction of total U.S 
der way in the carly 1950s has already oduction. But it’s counting evidenth 
carried Saint-Gobain far. It has 32 plants ' hings to ti he iles in its 
ind 65 
employs 40,000 and has licensing 


1cady 


plants joined by the 
ready produces 35 
put ot rolled 


nd wire glass) and 20 of sheet out 


continental 


put (wv indow glass 


Libbev-Owens 


usc d Ill 


TOSS 


On—Saint Go 


output 1s 


Betting 


, 
U.S. plate 


only 


expected To 
I 


countries volutionary 


links 


ill over the ut production ¢ lly, and 


subsidiaries in ning 
plate will 
with a host of companies 


vorld 


|. Cautious Invader 


Although Saint-Gobain 
unbitious and broad 


plan 
hopes 


treading 


\ iil 
t we'll supph 

bbers who imported 

f Saint-Gobain plate 
plants in France an 
Phen we'll look for new o1 rat 
¢ Newcomer With a 
Dain § officer ould 

newcomer to the 
relative howe 
far as the curr IDI is cl red ( at takes it 
It has actually had ar in New rom. gl ch t hemicals anc 


York since 1828, and has had an inter 


indus 
bound 


SCTISC, OMmpanies 


1CTTIIC ils 
] 


glass for three decades ranch mah ¢ 


icting jointly with a group en can ( 
glass compan Saint rencl bs ry in which 
Corp or 


Gobain set up Franklin Gla 
holding sili tents 
’ Its 1 og 7 ' lu ( 1) 


Butler, Pa., and still ha 

in this small: plate glas 

interest in Blue Ridge—which now ngineel 
duces almost 35 f U.S Saint-Go 
dates back to 1925 

¢ Bold Challenge—Still, these interests 

il onl 


SISS 
Dow 


produces 


f European 


duce I 


minor factor \ | ‘ 
ind only a take-o ( 5 ntcr Sc 
Saint-Gobai 
Despite it 
ments and it 

Saint-Gobain 
S. market h 
ne thing, it ha 


custi 
future hand 
U.S mpered 


ount 


the financing for it 
It has 40 ( ich 
Saint Gobain’s stocl it | reed nhart Mfg. ¢ 
mother SlO-million 1 ish Branching Out—! 

Col 


own 


control ru ( mn 


the financing of the 


plete 
$40-muillion 
plate iss plant, | ll | raise 
more moncy—pr 
of U.S. insurance 

Ihe new plat 


BUSINESS WEEK e Nov. 22, 1958 





ATTACK ON A NEW KIND OF ENGINE KNOCK... 


Celanese compounds modify engine deposits. improve combustion, reduce n: 


l 


Two great industries face a real problem controlled combus et rst phosphorus additives 
tion—which results in a rumbling vibration the higher compres fue i few years ago. Celanese has | 
sion engines of some of today’s automobiles. T] ew kind of engi ‘ y mber of gasoline refiners 
knock not only disturbs car owners it puts its on compressio! ch we have been producing for 35 \ 
ratios, gasoline composition, and potential engine efficiency. ige family of Celanese chemicals basi 
Among fuel additives researched to combat ormal combustion m industries but to scores of others 
only the organo-phosphorus compounds have be ible to help: they \hatever you produce, whatever your probl 
modify the composition of hot engine deposits, thus control surface e wav in which we can serve vou. too. Celant 


ignition, and reduce excessive pressure and xine “screaming.” \ a. Chemical Division, Dept.508-K.180 Mad 


Basic reasons... --.. for improved produ 


Acids Functional Fiuids Poly 
Alcohols Gasoline Additives Plasti« 


Aidehydes Glycols Salts 


Anhydrides Ketones Solver 
Esters Oxides Vinyl Monomers , e& 
CHEMICALS 


. ( } 





TOOLS for financing plant 
and equipment acquisition 


Here, in easy-to-read form, is what 
today's executive needs to know 
about ing he new financing and 
market c rOls leasebacks and 
equipment leasing n solving prob 
lems of fa 1cqulsition t 

tin 


Just Published 


SALE-LEASEBACKS and LEASING 
in Real Estate and 
Equipment Transactions 


By Harvey Greenfield, Attorney at Law 

and Frank K. Griesinger, Asst. Treas., Lin 

colnm Electric Co. 82 x 11, Spiral Bound, 
$15.00 


t Consultant Report an 
pro ind ms of using 
ana equipment 


s the business 


tan 
mnting tors in 
ant 


Other Consultant Reports ... 


NEW MONEY for BUSINESS 


By G. J. Leness, G. K. Martin, and 
RK. T. Gilmartin, all of Merrill Lynch, 
Pierce, Fenner & Smith. 8% x 11 
Spiral Bound, $15.00 


FORECASTING BUSINESS TRENDS 


L. Ss. Silk, Economics Ed., Bust- 
ness Week; w the issistance oO 
M. L. Curley, Eeor Scudder, Stevens 
& Clarth 8% wx I Spiral Bound, 


HOW to INCREASE 
ADVERTISING EFFECTIVENESS 


ty Riehard D. Crisp, Pres 
I> Crisp ¢ ’ Tne 
spiral Bound, $15.00 


NEW TECHNIQUES for 
MANAGEMENT DECISION MAKING 


rn F. A. Lindsay, MeKinsevy & Co 
stn x TI, Spiral Bound, $15.00, 


Richard 
8% w I, 


McGRAW-HILL BOOK CO., INC Dept. BW-i1-22 
327 W. 4ist St N.Y. € $6 


‘ Sale-Leasebacks and 
Leasing 
‘ New Money for Business 
& Forecasting Bus. Trends 
How to incr. Adv. Effectiveness, ¢ 
New Tech. for Mgt. Dec. Making 


For price and terms outside U 
Write McGraw-Hill Int'l, N 





e France’s first GRS svnthetic rub- 
ber plant (BW —Sep.13°58,p103), a $40- 
million joint venture with Boston's 
Godfrey L. Cabot, Inc., Texas Butadienc 
& Chemical Corp., Royal Dutch Shell, 
and France’s top tire maker, Michelin. 

¢ Coastal Chemical Corp.’s $2- 
million phosphate fertilizer plant at 
Pascagoula, Miss.—a joint design and 
construction job with Fluor 


ll. Technical Pioneer 


But Saint-Gobain’s main U.S. bid is 
in glass—and the biggest card it’s hold- 
ing is its new twin-polishing process for 
plate glass. 

Irving for a technical edge is nothing 
new for Saint-Gobain. It prides itself 
on being a pioneer—and in some fields, 
it has even been centuries ahead at 
times. It pioneered sick leave, medical 
care, and low-cost housing for its work 
ers as far back as the 17th Century 

Through its three centuries, Saint- 
Gobain has put even more stress on re 
scarch and development. At the end of 
the 17th Century, Saint-Gobain intro- 
duced the first casting process for large 
mirrors. In the 20th Century, it in 
vented the first casting 
process for glass—first for rolled glass 
then for plate 

At Icast once, though, Saint-Gobain 
was caught napping. On the eve of 
World War II, Britain’s leading glass- 
maker, Pilkington Bros. Ltd. intro- 
duced a new twin-grinding process for 
working both sides of a cast-glass rib 
bon simultaneously—Saint-Gobain, how 
ever, used the process on license and 
claims to have improved on it (U.S 
industry incorporated — the British 
method about three vears ago) 
¢ Final Step—Now Saint-Gobain seems 
to have grabbed the lead again; it claims 
to have developed the final step in the 
plate glass production evck 

Before Saint-Gobain developed _ its 
twin-polishing process (“twin” because 
it polishes both sides of the glass at the 
same time), the continuous production 
cvcle stopped after the grinding stage 
Polishing was a separate operation. In 
Saint-Gobain’s new svstem, a_ 10-ft 
wide ribbon of glass glides over a line of 
machines nearly half a mile long, whi 
it is cooled, rolled, ground, and polished 
in one integrated operation 

Britain’s Pilkington and Belgium's 
biggest glassmaker, Glaceries de Saint 
Roch, have researched a similar tech 
nique for vears. But Saint-Gobain 
claims it’s the first to make the opera 
tion practical on an industrial scale. Its 
process has been tested out in a pilot 
operation in Italy over the past thre 
vears, and is all set, Saint-Gobain savs, 
for full-scale introduction in a French 
plant as well as in the new U.S. plant 
¢ Growth Urge—Saint-Gobain has an 
urge for growth as well as 


continuous 


plonecring 


Big production boosts are run-of-the-mill 
in all departments. Its French and 
West German plate glass output went 
up 75% in 1956. Its over-all produc. 
tion of organic chemicals rose 40% 
last vear. Next vear there'll be a sub 
stantial hike in plate output in Francc 
and Italv. 

Saint-Gobain’s books list assets of 
about $250-million. It has 100,000 
shareholders, and is one of France’s 
most sought-after blue chips 


lll. From Versailles to Atoms 


Saint-Gobain’s particular combina 
tion of ancestral pride and pioneering 
spirit has guided its growth and is be 
lind its current U.S 

You sce the combination in ifs direct 
ing team. Chmn. Vogue's family 
has been active in the companv for 
three generations: he started as a di 
rector in 1947, became president in 
1952. He picked for managing director 
Grandgeorge, 


venture 


a career emplovce who 
in 30 vears has climbed from engineer 
it the glass ovens to No. 2 man. 
e Roval Line—Saint-Gobain itself can 
boast of roval lineage. Founded by 
France’s Sun King, Louis XIV, in 1665 
at the Chateau de Saint-Gobain, its first 
iccomplishment was to break the 17th 
Century V« 
Then it was put to work supplving such 
roval luxuries as the giant mirrors of the 
Palais de Versailles. Louis and his fi- 
nance minister, Colbert, named it the 
Roval Glass Factorv of France. It has 
1 much longer name todav: Societe des 
Manufactures des Glaces et Produits 
Chimiques de Saint-Gobain, Chaunv et 
Cire 

Ihe fortunes of the Napoleonic wars 

ind shortages of its primary materials 
put Saint-Gobain in the chemical 
business in 1S0¢ In no time, this 
Chaunv plant became the leading al 
kali works in Europe. Less than 20 
vears later, Chaunv’s director, Joseph 
Louis Gav-Lussac—France’s great chem- 
ist developed the lead-chambe 
for sulphuric acid 
e Branching Out—Saint-Gobain’s for 
cign operations began just before the 


lranco-Prussian War of 1870, when it 
bought Germanv’s leading glass enter 


netian glass monopoly 


proce SS 


prise 

In quest of new things, Saint-Gobain 
entered petroleum refining in 1928 
\fter World War II, it took on plastics, 
more organic chemistry, petrochemicals 
Working closely with Roval Dutch 
Shell, it owns 40% of Cie. de Raffinage 
Shell-Berre, a leading French oil refiner, 
30% of a big petroleum distributor, and 
50% of Shell-Saint Gobain in petro 
chemicals 

Now it’s also deep in atomic energ\ 
Saint-Gobain’s French 
building Trance 


plant. END 


engineers are 
first plutonium CX 
tracting 
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NOW FOR THE FIRST TIME A CARD 3 
THAT COVERS ALL THESE SERVICES * American Express Company 
. Credit Card Department 
Transportation. Air, rail, steamship, bus tickets purchased through 400 * Box 1885, Church Street Station, New York 8, N. Y. 
ePrice c oss ices wo -Wi > - > i 2e) ! . : 
American Express offices, world-wide. Tours, cruises, sightseeing, too! Please send me an application for an American 
Accommodations. Rooms, meals and other facilities at fine hotels, motels Express Credit Card. 
and resorts throughout the world. 
Dining and entertainment at fine restaurants, inns, night clubs. 
Car rentals at car-rental agencies and through American Express, 
Flowers, candy, gifts, telegrams, cables and other facilities. 
One American Express Credit Card permits you to charge all these 
services. The fee is only $6.00 a year. Additional cards for business 
associates or family cost $3.00 per card if billed to the same account, 
To receive your application, fill out, detach and mail coupon today. 
Or inquire at your bank, 


AMERICAN EXPRESS COMPANY | 


TRAVELERS CHEQUES % TRAVEL SERVICE % MONEY ORDERS * FIELD WAREHOUSING %® OVERSEAS COMMERCIAL BANKING %& FOREIGN REMITTANCES ® PORFIGN TRAFFIC 





Are you up-to-date 
on the facts about 
-way radio? 


RECENT LICENSING CHANGES have 
liberalized the use of 2-way radio 
so that now any legitimate business 
can take full advantage of the ben- 
efits of this efficient business tool. 


Here are typical questions and the 
answers to help you determine how 2- 


way radio will fit into your operations. 


Can small companies use radio profit- 
ably? Yes. Many small companies, par- 


ticularly service organizations, find that 


obile ra lio-equipped vehicle 


ghly profitable investment 


How large an area will a radio system 
cover? Practically any area you require 
The Motorola communications representa- 
tive first determines your required cover- 
ige and the frequency you'll be assigned 
Then he designs a system with the proper 
intenna heights, transmitter power, etc 


custom n o fit your needs. A system 


* 


can provide you the 25 mile (or more) 


range th required for city-wide 
operations vr the | or 2 mile range 


needed for coverage of a plant area 


How does radio return a profit? Daily 

dead mileage and backtracking 

Saving as little as half an hour 

will pay for the radio over a Surpris- 

ingly short peri Vehicle routing can be 

changed instant hen the demand arises 

Reduced w tear on vehicles, savings 

n man-hours 1 gasoline and a reduction 

in telephone expense are direct 
ber ents 

Non-routine benefits include reduction 


or elimination of (1) overtime and (2) the 


need for adding more manpower or vehi- 
cles. Radio can pay huge dividends in 
emergencies when business ts won or 
lost on the ability to provide immediate 
service when costly production lines 
await supplies . . . or when vehicles break 
down, leaving work crews idle 

Service organizations find they quickly 
establish a reputation for speed and de- 
pendability when their vehicles are radio 
Radio not only 


serve present customers better, but also 


dispatched helps then 


helps them obtain new customers 


How much does radio cost? Over its 
normal life, and including amortization 
and maintenance, mobile units cost less 
than $1.00 per working day each. Motorola 
offers numerous financing plans which per- 
mit you to purchase your radio over an 


extended period. 


Designed specifically for use on materials handling 
equipment, the rugged Industrial “Dispatcher” radio is 
ideal for in-plant communications 


What about maintenance? With more 
than 800 Motorola Service Stations across 
the country to provide factory authorized 
service, radios can be kept in “like-new” 
Operating condition anywhere in the 


country. 


What to look for in selecting mobile 
radio. Users with up to 18 years’ experi- 
ence with radio report their investment 
has paid off time and time again. They've 


learned that reliability, performance and 


Motorola MOTRAC mobile radio with fully transistor- 
ized power supply and receiver combines exceptionally 
low current drain with extreme reliability. Half the size 
of conventional units, it is truly the finest mobile radio 


long life 

Motorola, 

an unec 

po nts 

selected 

Motorol 

major 

For exam 

Introd 

first comfy t vy tral torized power ippls 
and re operation 


and longer 


How to get more information. A 
Motorola Rad ommunications Repre- 
sentative will be happy to show you how 
radio can help your organization. He'll 


also how 


you will profit m radi you wish, 
detailed nto! ition n mobile radio and 
} 


a case history ol a m 1y like yours can 


be sent to yc t nel you make your 


decision. 


MOTOROLA 2-WAY 


Motorola Communications & Electronics, Inc., 4501 Augusta Blvd., Chicago 51, Illinois « SPaulding 2 


6500 « A Subsidiary of Motorola, Inc. 





Just a few of the 
INDUSTRIES, 
SERVICES and 
PROFESSIONS 
that use 


MOTOROLA 


2-way radio 


Ambulance Services 
Aircraft Plants 
Automobile Associations 
Banks 

Cemeteries 

Contractors 

Construction Companies 
Crop Dusting 

Delivery Services 
Factories 

Farmers and Ranchers 
Farm Implement Service 
Food Processing 

Fuel Oil Delivery 

Heating and Refrigeration 
Laundries—Dry Cleaners 
Mining 

Physicians & Veterinarians 
Radio-TV Repair 
Ready-Mix Concrete 

Real Estate Sales 

Sand & Gravel 

School Bus Operators 
Shipyards 

Soft Drink Bottlers 

Taxi 

Transportation Services 
Utilities 

Vending Machine Services 
Warehouses 


RADIO 
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CHARTS OF THE WEEK 





Billion of Lbs. 
7 


* 
J 


soe 
Pork Produced 


Big Pig Crop Forecast 


\ rise in pork tion of 7 to 
in 1959 « ‘ 
pl of 5.15-bill ) forecast by 
\griculture Dept t Consumer 
hould feel the effect of the increased 
ipplv in the form of Ver price 
‘ft spring 


] 
expected 


Bumper feed I nd high hog 
\lidwestern 


} 
for market 


ICCS ate click 


rmcrs to ralsc 


ing next vear. If output 
retail pork pric 


evel mW AVCTAGC ol Sle 


1 + 
Wha Tall 


vives have paid more for 
ecause supplies of both bect 
have been relatively low. On t 
of production forecasts, next 
supphies 
34 Ib per person, compared ti 


Ib. this vear 


should figure out t 


New Claims for Jobless Pay 


New applications for jobless 
becn comimg in at wer rate simcc 
t spring. Initial October 
iwerage of 


1¢ O00 


pay h IVC 


rose seasonally t 
79,000, but thi onh 
bove the average f October, 1957 
New claims rocketed last fall with 
the onset of the recession and reached 


one-week high of 620,000 in early 


January. Improvements im the job mat 


ket after April caus t 
in the number of mm | 
cpt fora casonal jump ¢ 
ication scason 
Phe October imer 
was due largely to lavoft 
sonal industric is fi 
clothing, and constru 
scasonal unemployment 


hoost the filing of claims in t 





Creative Engineering by BEFNZY 








44 De Laval Centrifugal Compressors Serve Texas Lastern 


You are looking at one of three 15,000 horsepower gas 
pipeline compressors on the Texas Eastern pipeline. Two 
larger compressors of 20,000 horsepower have just been 
ordered. These are the highest rated pipeline compressors 
ever built. 

De Laval creative engineering played a major part in the 
development of these huge units. They are capable of devel- 


oping a pressure ratio of 1.56 in a single wheel. They 


handle a volume of 800,000,000 standard cubic feet per 
day at an inlet pressure of 652 psia and an outlet pressure 
of 1020 psia. 

Whether it’s centrifugal compressors, blast furnace blowers, 
ship propulsion units, turbine generators or other diversi- 
fied products serving practically all industries, De Laval 
creative engineering plus precision manufacturing and 


highest quality control assures lasting customer satisfaction. 


PRN Steam Turbine Company 


895 Nottingham Way, Trenton 2, New Jersey 





weeks. About 2.3-million workers are drawing extended bencht 
DE I AVAI j now drawing unemployment pay, com der temporary program 


pared to 1.3-million in 1957. Workers 465,000 of this year’s total 


builds 
these 
products. _ 


® Centrifugal pumps 
© Barrel type feed pumps 


© Centrifugal 
Compressors and Blowers 


e 
© Centrifug A Debt Shrink 
Centrifugal uto Vebt rinks 
gas pipeline compressors 
Customers buying autos on time have — while repavments. stay 
oe ‘ ud back $]-bilion more than they \ large portion of these tim 
IMO positive displac ement borrowed this vear. Auto debt declined — obligations are a legacy from t 


pumps in September by $1S]-million, reducing auto buving spree when 


he amount of automobile paper out boosted by $3.7-bilhon. Sn 
tanding to $14.4-billion buvers who purchased « 


7 : . : ‘ 
Worm sears [his vear’s dip in auto paper—the credit terms an 1955 a 
and speed reducers teepest decline since World War Il their final pavments, Det 
tems from the fact that low auto sales — hopes that these cust 


» reduced new extensions of credit, in the market fora ] 


Diesel engine turbochargers 
Planetary gears 


Multi stage 
steam turbines 


Turbine generators 


Ship propulsion machinery | 
and marine auxiliaries 


Hydraulic reverse reduction 
marine gears 


a 
Public Utilities ¢ Steel mills 


Chemical and Process industries Business Loans Perk Up 


‘ ‘ < 
Merchant marine Naval vessels Business and industrial loans by lead of 1955, with loan 
Refineries ¢ Pipelines 1 Commercial banks have increased by of S2.S-billion 

S700-million since late July, according ven with the 


Municipals and te 


the Ikederal Reserve Board I his business loans still sho 


. . . : casonal rise resumes a postwar pattern = decline of $2.]-billion 
General industrial application pi eos 
PP —_ in Which business loan volume usuall date. Inventory liquidat 
SEND FOR 48-PAGE BOOKLET las risen about $2.5-billion in the se in capital spending, and 


“Men, Machines and Materials at De Leval.”’ ond half. Last vear, however, business in the flotation of 
loans declined in the second half for replace bank | 


borrowing 


De Laval Steam Turbine Company the first time since World War IL, Vhe — debt, all have contribute 
895 Nottingham Way, Trenton 2, New Jersey decline continued through the first 


PO! 





part demand for busin 
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FINANCE 


Lease Deals 


@ Leasing is coming more into vogue as a way for 


companies to acquire new equipment without denting capital. 


@ The biggest recent example is American Airlines’ 


saving of $80-million by leasing jet engines. 


@ One beauty of the lease deal is that it can look 


better on the balance sheet than an outright purchase. 


Utah Construction Co., 


last week signed a 


San Fran 
15-vear lease 
from Boothe 
headquartered in_ the 
same city. ‘The $4-million dredge, one 
of the t of its kind, was built to 
Utah's specifications, and went through 
extensive work trials betore the deal was 
closed 


Cisco 
for a 
Leasing Corp 


seagoing dredge 


large 


This arrangement is an example of a 
growing trend. More and 
companies these davs are 


more big 
renting in 
stead of buving capital goods, mainly 
because they The 
value of the machinery'and equipment 
involved in 


can't spare the cash 


each deal is increasing 
American Airlines, for example, is leas- 
ing +41 jet from manufactur 
crs; the rent is pavable over a 7-vear 
period with an option to buy (BW 
Nov.5'58,p31] lhe reduced 
\merican’s immediate capital needs by 
SSO0-million from the $445-million 
planes complete with would 
cost The line $1 3- 
million by leasing only the engines it 
uses and letting the manufacturers hold 
the spares and take on some of the 
load 

¢ Practitioners—Until just a few vears 
igo, relatively few big companies were 
involved in leasing, and the individual 
deals were comparativeh (BW 
Sep.25'54,p41). But today, leasing has 
been taken up bv such outfits as Amen- 
im Machine & Foundry Co., Firth 
Carpet Co., Monsanto Chemical Co., 
ind Svlvania Electric Products, Inc. In 
these deals of S$] 
onnmnon, and 
$5-million 


fe 
engines 


deal 


engincs 


have also saves 


mamtenance 


small 


big-monev circles, 


fairl 


nvolving $3 


million are those 
million to 
rent) unusual 


Ihe American Airlines 


is exceptionally big 


deal 
I lowever,- leasing 
finance that 
bankroll equipment rentals, believe the 
trend is heading wpward 
You can gct some idea of its weight 
ind direction by looking at some 
Boothe and U.S 
Leasing Corp., another lease specialist 
© At the lose of 1956, Boothe 
owned leased equipment that cost $7.7 
million. At the end of last this 


leasing 


COM panes nd COnCCTHS 


figures provided by 


veal 


total hit $17.2-million, and by the end 
of this vear’s third quarter had risen 
to $21.5-million 

e U.S. 
had leased 
million. 
the close 


Leasing, at vearend 1956, 
equipment costing 55.9 
Vhis rose to $20.9-million by 
of 1957, and trade estimates 
place the figure at around $26.7-million 
by the end of 1958 
¢ Why to Do It—There are two main 
reasons for leasing: It stretches avail 
able working capital, and the equip- 
ment under lease returns a profit to 
the company. Edmund W. Littlefield, 
executive vice-president of Utah Con- 
struction, “h appeared to us to 
be morc profitable in the long run to 
obtain the dredge on a 
that it conserves our 
working capital and keeps it availabk 
for more profitable uses. At the same 
time, we'll enjov all the advantages of 
owncrship—evervthing but title to the 
dredge 7 

Ihe carning power of the new picce 
of equipment figures importantly into 
anv leasing decision. William W 
Harts, Jr., vice-president and treasurer 
of Firth Carpet, savs his company won't 
cntcr into a lease arrangement unless 
the new cquipment improves efficiency 
cnough to bring an annual cash saving 
at Icast twice the vearly cost of the leas« 
Several months ago, Firth closed a 
$1.6-million lease deal with Boothe 
Firth alreadv had $1.3-million 
in equipment under lease 
¢ Genesis of Leasing—There’s nothing 
especially new about equipment leasing 


It's been going on since pre-Civil War 
davs 


SaVs 
lease basis 
Phe reason is 


Leasing 


Through the vears, some manu 
facturers have encouraged customers to 
use the method in hopes of stimulating 
sales: Contracts may include purchas< 
options. Most leasing of equipment, in 
fact, is done bv the manufacturers 
Some, like Yale & Towne Mfg.. even 
have set up subsidiaries to finance the 
operation 

Leasing really began attracting wide 
spread attention around 1950, when 
spiraling and business cxpan- 
10n eating into avail 
found that 


costs 
began deep 


tble cash Companies 


ove Into Big Time 


through leasing thev could improve and 
expand plants without tying up great 
amounts of working capital. In response 
to the new demand, U.S. Leasing 
was organized in May, 1952, by D. P. 
Boothe, Jr., who left the company a 
few vears later to start Boothe Leasing 
¢ Giant Package—Leasing deals cover 
pieces of equipment of widely varying 
values. A supermarket chain, for ex 
ample, is negotiating leases covering 
about $2.5-million worth of new 
equipped stores with one leasing com 
pany. The items range from drain lines 
costing $31.79 to dairv and frozen food 
cases that cost $12,031.60 

Most industrial concerns view leasing 
as just another method of financing, 
and leased equipment makes up a rela 
tively small share of their total. Some 
companies in fast-growing industries, 
however, use leasing in a major wa\ 
Ramo-Wooldridge Corp., big West 
Coast outfit, has more than 
75% of its equipment under lease 
e Leasing’s Beauties—|he main reason 
companies go into deals is that 
thev re hungry ['ake, for in 
stance, the case of an Eastern textile 
manufacturer his company’s _ sales 
doubled in the last 10 vears. But profits 
during the decade were not altogether 
suficient to finance the 
inventorv and receivables necessary to 
continued growth. ‘The company didn't 
want to extend its credit to the break- 
ing point. It went to leasing and found 
that, although the total rental cost of 
a plant full of equipment was more 
than the actual purchase price, carn- 
ings from the funds freed by the leasing 
arrangement would than 
the diffcrence 

Leasing has 


research 


lease 
for cash 


expansion of 


more Covel 
other advantages. It 
enables a company to expand its plant 
immediately instead of waiting until it 
can gencrate the cash internally. Frank 
K. Griesinger, assistant treasurer of 
the Lincoln Electric Co., Cleveland, 
in a study of leasing and sale-leasebacks 
published last week by McGraw-Hill 
Book Co., “Our economy has 
demonstrated quite conclusively that he 
who waits, pavs more Ihe 
assets vou need ar 
year.” 
e Easy on the Balance Sheet—Onc at- 
traction to leasing is that the obliga 
tion doesn’t affect a company’s balance 
sheet ratios. An executive of Walter | 
Heller & Co., Chicago commercial 
finance concern that finances a lot of 
BW —Oct 25°58,p116), SaVS 
“a material part” of the increase in leas 
ing is for balance sheet reasons 

Leased 


SAVS 


fixed 


costing more cach 


lease cle ils 


issets do not increase the 
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Key to community prosperity—a modern water system! 


From WICHITA, KANSAS— 
Mayor James L. Gardner tells 
how good water contributes 
to business activity. 


“Every year—we actively go after 
new business . . . seek new firms to 
Jocate in Wichita to create job and 
business opportunities for our citi- 
zens. These new firms need water 
and never fail to ask about our water 
system... which is one of the most 
efficient systems anywhere in the 
world. Part of its efficiency is made 
possible by Johns-Manville Transite 
Pipe which we have been using for 
many years.” 





Your prosperity, welfare and safety 
depend on good water...and plenty 
of it. Now’s the time to support 
your community water upgrading 
program and water department 
officials. 


\ 


How Transite Pipe helps keep water casts low 
... employment high . .. business good! 


Visit Wichita and you see an active city. 
A giant farm market . . . a world leader in 
the oil and meat packing industries . . . an 
area unsurpassed in aircraft manufacturing. 


Throughout the city, homeowners and 
businessmen give many reasons for this 
prosperity. One important reason is the 
city’s water system! One of the nation’s most 
modern, it supplies Wichita with 30 million 
gallonsof fresh, crystal-clear waterevery day. 


Like so many leading communities, 
Wichita has been served for many years by 
Johns-Manville Transite Water Pipe. 


Jouns-MANVILLE 


100 YEARS OF QUALITY PRODUCTS...1858-—1958 


Made of asbestos-cement, Transite cannot 
rust... preserves water purity and clarity 
from treatment plant to home and industry 
Transite also saves tax dollars for other uses 
It is installed quickly, economically. Its 
smooth interior keeps pumping costs low 
And it is noted for its unusually long life 
The result is greater assurance of pure wate! 

. in full volume... at minimum cost to 
homeowner and business firm 


For information on the many ways Trans 
ite Water Pipe and Transite Sewer Pipe ca: 
serve your city, write Johns-Manville, Dept 
B-6, Box 14, New York 16, N. ¥ 


JOHNS MANVILLE 


RODUCTS 
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Geiger counter looks for trouble. Liberty’s staff of radiation 
specialists keeps a close check on policyholders that handle radio- 
active materials. Periodic plant inspections by Liberty’s industrial 
hygienists check invisible hazards in plant environment before 
they can become serious. In this way, emplovee morale is kept at 
a higher level, accidents are avoided, and policyholders’ insur- 


ance costs are kept down. 


New ways Liberty Mutual provides 


1 Protection 


depth 


e to safeguard your people e to cut work- 
men’s compensation insurance costs 


In the long run, the best way for a businessman to 
cut the cost of his compensation insurance is to cut 
down on accidents and losses. To help in this job, 
Liberty Mutual policyholders — whether they em- 
ploy 25 people or 25,000 — can call on a range of 
extra services that is unusually broad in its scope 
and thoroughness. 

This is Liberty's protection in depth. It includes 
. a 400-man 
staff of full-time safety engineers and hygienists... 


an occupational medicine program . . 


the insurance industry's first comprehensive re- 
habilitation center for seriously injured workers ... 
an $6-acre center devoted entirely to scientific re- 
search on policyholder loss and accident problems. 
These, and all the other extra services of Liberty’s 
protection in depth, are at work to avoid accidents 
and to lessen their cost impact if they happen. 
We believe this is good business for our policy- 
holders and for us. Protection in depth has helped 
Liberty Mutual become the company with the larg- 
est experience in workmen’s compensation insur- 
ance. It has helped us deliver to policyholders dra- 
matic safety improvements to reduce the cost of 
this insurance. And it has enabled us to return divi- 
dend savings of well over $455,000.000. Let us show 


you how protection in depth can now help you. 





How long can a man work in a 250° oven? Paper- 
mill workers found it impossible to withstand the choking 
heat inside a kiln for more than a few minutes. Liberty 
tackled this policyholder’s problem at our Research Cen- 
ter, developed a unique breathing device—a thermal res- 
pirator made of layers of aluminum mesh. As a worker 
exhales through it, his breath cools incoming air to body 
temperature, enabling him to breathe and work comfort- 
ably for more than 20 minutes—time enough to do the job. 





Rebuilding injured men through prost! 
know-how, physical therapy and ox 
therapy is the function of Liberty Mu 
two rehabilitation centers. Badly in 
plovees of Liberty policvholders com« 

and near to these centers to he Ip then 
cover, regain self respect and get back 
job. Of the thousands who have bee 
here, an amazing 69% were able to 

work and get off compensation. 





Look for more from 


LIBERTY MUTUAL 


..the company that stands hy you 


LIBERTY MUTUAL INSURANCE COMPANY © LIBERTY MUTUAL FIRE INSURANCE COMPANY « + 








sales .gOO , 


when your product 
offers new precision 
and efficiency... 


with the 
Saginaw Screw 


“WE'VE FOUND THAT THE SAGINAW SCREW IS A DEFINITE 
SALES FEATURE in our new special effects camera stand, where 
precision control and smooth operation is essential to ‘Zooms’ 
and other special motion picture effects,” says Mr. Warren C. 
Portman, Warren Conrad Portman Company, photographic 
equipment manufacturers. 


A more profitable sales picture can 
zoom into focus fast... when you 
do as the Portman Company has 
done: switch from a high-friction 
acme screw to the virtually fric- 
tionless Saginaw b/b Screw for 


greater Sales Appeal! 








The truly amazing ability of the 
Saginaw Screw to convert rotary 
motion to linear motion with over 
90% efficiency is saving power, space. 
weight and assuring smoother. more 
dependable performance in count- 


less products from miniature elec- 





tronic controls to giant production 
equipment, 


Perhaps the Saginaw Screw can cive 
your products that vital new Sales 
Appeal you're looking for right now. 
To find out, write or telephone 
Saginaw Steering Gear Division. 
General Motors Corporation. Sagi- 
naw, Michigan—world’s largest pro- 
ducers of b/b screws and splines. 





The Warren C. Portman Company uses the Sagi- 
naw b/b Screw to smoothly and accurately raise 
and lower the camero carriage on its new titling, 
animation and special effects camera stand. 





GIVE y w products 
ALES APPEAL 


e 
chic the My CLQAULOLUU 


, by ¢€ 
WORLD'S MOST EFFICIENT ACTUATION DEVICE // Brin) CAI 
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ratio of fixed assets to working capital 
or to the stockholders’ investment, be 
cause thev do not appear on the balance 
sheet. Only the current portion of the 
rental payment will show up as a “pay 
able” item, and even that habilitv may 
not be separately identified. No notes 
or mortgages may appear in the hia 
bility section of the balance shect, 
though most auditors will note the 
“contingent” liability created through 
a lease 

However, savs Gnesinger, sometime 
lease commitments are not mentioned 
in the footnotes to a balance sheet. And 
if they are, some stockholders don’t 
bother to read them. In effect, then, 
he complains, a balance sheet may fail 
to show firm lease contracts that will 
be draining cash for manv vears to 
come 
e Fine Print Varies—Leasing plans of 
fered by the leasing companies and 
cquipment manufacturers varv widely 
Ihe contract will be drawn up to match 
the requirements of the lessee, its credit 


standing, and the nature of the equip- 
ment 

Ihe contracts mav difier, for in 
stance, in termination dates, although 
the average lease runs about five vears 


id in annual rent pavments as a per 
purchase price. But all, of 


course, see to it that the lessor morc 


f 


centage 


: 
than covers the « machinery, 
cost of financing th irchase, and gen 
eral ind idmin trafgriv< ypcnses 


From the tandpoint, accord 


the original cost of the eq ipment 

e Drawbacks—Despite the advantagé 
businessmen onsidering such cd 
should recognize that th ha di 


advantages, toc 


1X analysts warn that purcha 

igreement tacked onto leases might 
result in trouble with the Internal 
Revenue Servi there has been n 

ck nl fa Is1IOn On he W osu | i] whi hy 
have some 1 mblance to condimona 
sales contracts—will be treated bv. the 
tax collector And = fixes nnual pav- 
ments may ) m dangerous in a 
period of declining profits. While a 
compan in iV sS DOTTOW on equip 
ment it own t obviously can’t do this 
nce quipment Phere irc, of 
cour iternatives to leasing. Straight 
nt purcha t ish, and the 


ompany ends up owning the equip 
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CCAY LO <= 1D) PIONEERS 


PACKAGING IDEAS FOR YOU 


More efficient, more economical packaging in corrugated 
may be waiting for you — just off the beaten path. You have 
a better chance of finding it when you travel with Gaylord, 
trail blazer of the packaging industry. 


When you need regular corrugated containers . . . or corrugated 
to replace heavier, more costly materials . . . or unusual 
corrugated packaging for unusual needs, it costs you no more 
to work with your G-Man.* He always has his eagle eye 

on new frontiers. 


*Your Gaylord Man—of course 








CrAY LORD ée 
4 

4 HEADQUARTERS, ST. LOUIS 
¥ * 

od ’ PLANTS COAST TO COAST 


CONTAINER CORPORATION 





DIVISION OF Crown Zellerbach Corporation 





ny LAS VEGAS’ There’s No Business Like Show Business: 
Re Desilu Productions, Inc. 


7 








ta 
. RESORT HOTEL Here’s how it’s grown since 1950 from 
, $5,000 of capital 
f SPECTACULAR FLOOR SHOWS 
’ 18-HOLE GOLF COURSE + HEALTH CLUB 24 WEEKS ENDED ———————FISCAL YEARS ENDED 
: OLYMPIC-SIZE SWIMMING POOL (IN THOUSANDS) /0/18/58 5/3/58 4/27/57 4/28/56 4/30/55 4/30/54 
SUPERB CUISINE » SMART SHOPS Gross Income $8,199 $15,095 $12,167 $9,361 $6,389 $4,669 
Net Profits $75 $92 $148 $675 $263 $144 
500 DELUXE ROOMS AND SUITES Capital Gains (net) = ai 3.035 vi i a 
Now on Stage! TOTAL PROFIT $75 $92 $3,183 $675 $263 $144 


JACKIE BARNETT’S ALL NEW 
“NEWCOMERS OF 1928” Now it’s going to sell $2.5-million of new stock to 
lS the public. Here’s the difference it will make: 


Wilbur Clank ACTUAL AFTER FINANCING 


« — ain (IN THOUSANDS) (Oct. 18, 1958) 
: DESERT INN | 4ssets 
f & COUNTRY CLUB Cash $437.9 $1,022.9 “UP $585.0 























Receivables, etc. 4,923.6 4,923.6 
Total Current Assets 5,361.5 5,946.5 
Non-Current Receivables 1,818.0 1,818.0 
Property Account (net) 6,278.6 6,278.6 
Misc. Assets 889.1 889.1 
$14,347.22 $14,932.2 
LIABILITIES 
Accounts Payable & Taxes $2,338.5 $2,338.5 
Notes Payable 3,294.6 1,379.6 ©<OPF $1,915.0 
Total Current Liabilities 5,633.1 3,718.1 
Long-Term Debt 4,205.0 4,205.0 
Pfd. Stock 50.0 ELIMINATED 
Conon? a pai bight a) Comm. Stock 21.6 1,151.6 © UP $1,130.0 
4 | 1 | veal | ‘ || Surplus 4,437.5 5,857.5 GaP $1,420.0 
LLL Le A EEA LM (0 $14,347.2 $14,932.2 
Working Capital (Deficit) $271.6 $2,228.4 UP $2,500.0 
Net Worth 4,509.1 7,009.1 UP $2,500.0 
Why Lucy Loves Desilu 
Actress Lucille Ball and her drum- invited ¢ ire tl fortune partl 
(—\fm 4 ~) =i -~| beating husband, Desi Arnaz—the com in order to start converting into cash a 
Fly] (= Y itl | E t)) edyv duo responsible for one of the na- chunk of the huge paper profits racked 
| HE: /S Ki MI | tion’s most popular TV shows, 1 Lov up by the couple since the first Lucy 
ase , Oo Lucv—have just giver’ the publi 1 production flashe nt h 1\ 
first peck at how profitable their pn screens in the 1951-52 
° vate venture into business has been | hieve thi nd, the financial 
e & Ihe table above contains hitherto wizards h ) at imping 
add i confidential data filed with the Secun Desi pital structu md clarify 
a Land tics & Exchange Commission by their — ing other fiscal matters. Shortly, undet 
feet company, Desilu Productions, — Inc the guidance of New York’s Bache & 
—— BW Oct.5°57, pot to clear the stage Co., th mpan { 250 
for the public debut of Desilu stock shares of new S1-par nnon stocl 
It will pay you to investigate Ihe figures show that in eight vears and, at the same time, th medy team 
all of the many advantages of Desi and Lucy have parlaved an invest will offer another 273,000 share f 
ae ones _ mpocsagg 4p ag pacaaae ment of about $5,000 in equity capit il imilar alread ued nmon out of 
We will custom tailor to your indi- into this treasure the > P _— i holding 
vidual requirements, confidential ¢ Corporate holdings with a bool Uhe offering price won't be known 
market research studies, site analy- value of around $4.2-million until just before the actual sale. Hov 
sis facts, regional data and any e Personal irtist ind executive ever. Wall Street and Hollywood ¢ 
other requested material. No obli- | 
oor lige: pp enacteih salary contracts bringing the pair sips estimate the tag wv x at least 
Write on your company letterhe id, in $360,000 before taxes this vear $10 p shar \t that rate, before « 
confidence to. . e Public Invited—The husband-wife — duct of underwriting xpenses, 
Gas Wags eo tote pa team now owns 93.4 of Desilu’s Des ilu appears slated for an injection of 
San Bernardino, California stock But the public is about to be 2.5-million r new monc\ ind Lu 


98 Finan BUSINESS WEEK e Nov. 22, 1958 











-Tape Recorded Television...in color! 


Amazing new magnetic recorders, using preci- 
sion-made Mallory components, capture tele- 
vision picture and sound on tape for playback 





the next instant or hours later . . . bring new 


flexibility and higher quality to programming. 


” 

Color TV programs on tape! Its happening today, 
through the magic of new television tape recording 
equipment. “Live” programs, in full color or black 
and white, can now be put on tape for rebroadcasting 
immediately or hours later. There’s no more delay 
for processing film, no fuzzy pictures, no loss of 
sound or video quality. Taped shows, as appealing 
to eye and ear as the original, can be shipped or 
transmitted across the country for local stations to 
put on the air at most favorable viewing hours 
regardless of time zone. 


High fidelity reproduction on tape demands the 
best in quality of the components of the electronic 


recording system. And that’s where Mallory comes 
into the picture. Mallory capacitors, controls, resis- 
tors. made to rigid specifications for precision and 
performance, help to assure complete dependability 
ws EOS they contribute to the reliable service in 
your television set. your auto radio, and in com- 
mercial and military communications equipment. 


In almost every one of today’s forward-moving 
industries, Mallory products and engineering skills 
in electronics, electro-chemistry and— specialized 
metallurgy are helping to make exciting new ideas 
come true. Mallory, the company at home in tomor- 
row, is always ready for its part in the products 


MALLORY 


SERVING INDUSTRY WITH THESE PRODUCTS; 
Electromechanical « Resistors, Switches, Tuning Devices, Vibrators 
Electrochemical « Capacitors, Mercury and Zine-Carbon Batteries 
Metallurgical « Contacts, Special Metals, Welding Materials 


of tomorrow. 


P. R. MALLORY & CO. Inc., INDIANAPOLIS 6, INDIANA 








cille and Desi personally for $2,750,000 
in cash, before capital-gains taxes 

e Still in Control—The registration 
statement filed with SEC shows that 
the couple will retain working control 
of the company they founded, despite 
the sale of so many shares out of thei 
portfolio. Under the recapitalization 
plan, Desilu now has two classes of 


common stock of equal voting power, 











including 334.400 shares of 
straight” common, of which Lucv and 
Desi each wn 37 50 r +1.) each, 
ind (2) 565,600 shares of Class B 
commot of which the wn 50 
cach 
In the publi ile, the two will d 
pose of all their traight’” common 
Palm Trees...and Apparel * & while the company is selling 250,000 
his new shar of it. However, thev will 
GREATER MIAMI HAS BOTH! hang on to all the outstanding Class B 
stock—and wind up with approximatch 
The apparel industry in Miami grows larger year by 19.2 f the grand total of 1,150,001 
year. Currently, more than 140 manufacturers are rhe shares that will be outstanding. Of 
located in this fashion center for sportswear and FJ RSJ nice iat, Sey ve a "y er F on 
aSual clothes. Whether you do business here or in AT s) J ite ae A ee? Lee ie 
Latin America yr visit Miami for fun in the sun NA J NS % rank ‘ ally in a ballot : 
Bank ot Miami ¢ Dividends—Both classes of stock also 
make The First National Bank of Miami your f carry equal dividend right H 
K fOr nplete banking and trust services — Lucv and De iT reac in the top 
101 E. Flagler St., Miami, Fla. mcome-tax bracket ad the hae the 
Member: Federal Reserve System + Federal Deposit Insurance Corporation moment at least, not parti ularly inter 
Bankers Association for Foreign Trade ested in dividends on their B stock. $ 
the directors can forego such pavment 
to the couple and still dividend 
on the publi held nmon. Mone 
that might have gone into dividen nl 
the B can be pumped instead back int 
the busines 
Hov r, should dividends becom 
Is lluring to M ind Mrs. Arnaz, or 
should th vant to lighten their Desih 
holding furth thev could tak idvan 
YOUR PRESS SHOP 
B stock. Beginning Jan. 1, 1960, ther 
ould turn in B stock f mon on 


an Accordion? share fo St oe 


¢ Where the Money Will Go—Nluch 





: of thi proceed th on ng 
Are there wide fluctuations in the vol- wm 9 eee 4] Eee 
ume of your stamping runs? Are your ge i . Regt eee. re 
presses idle a large part of the time? Desilu in red in the purchase of th 
Stamping specialists can give you flexi- RKO. stu roperties recently. But 
bility. Their men and machines can the ympanv has announced its inten 
hop up production when you need it at ’ 1 12 
* 3 tion of 1 itin quart 1 >¢ ish 
They can absorb the slack when your ; ee 
- , 7 + rol + + ? ’ } 
volume falls off. They can meet your dividend next Apri on In its lis 
needs, assume your headaches”, save torv—if usin onditions permit 
you money. l‘otal ning in the last 54 | 
would hav overed such dividend pat 
; rs : ' ae yout 1.17 ti 
This free form helps you analyze a bi SReON? coats —— ee oes Bet ee 
. 7 Sy aTT \ ’ ii] 1 
stamping costs. Write nearest 4 wee a " Of the c —" .t-milion in net 
stamper for your copy. Syoets Machine repair COE Ft that period, however, well 
Extra investment Setup costs over $3-muillion re presente d « ipit il gains 
Handling Inspection from the outright sale of I Love Lucy 
and another Desilu TV production 
Cre oO , t ot ( rs 
The American Stamping Co. Detroit Stamping Co. H. K. Metal Craft Mfg. Co. Vher SIO) ASSUFANCE f course, that 
26650 Lakeland Bivd. 350 Midland Ave. 3775 Tenth Ave. Desilu will harvest another such bo 
Cleveland 23, Ohio Detroit 3, Mich. New York 34, New York nanza But it’s hard to sav At the 
he my v holds « 
Northern Metal Products Co. Worcester Pressed Steel Co. moment, the company hi Id substantial 
0598 West Grené Ave. $00 Berber Ave. interests in nine prominent TV film 
Franklin Park, Il. Worcester 6, Mass. serics, and it’s filming another 10 pro- 





duced by other END 





100 Finance BUSINESS WEEK e Nov. 22, 1958 








Both standard Ford engines— 
Six and V-8—thrive on regular gas! 


Treasurer's delight 


He’s going to be mighty happy when 
he makes out his year-end financial 
report. His new Ford fleet has 
already shown remarkable savings 
in gas, oil and upkeep. And with 
Ford’s lower prices, he wonders how 
any fleet buyer could go anything 
but Ford for 59. 





Andare the salesmen happy! They 
especially appreciate such advan- 
tages as Ford’s broad, low-level 
trunk entrance (nearly a foot lower 
than Ford’s nearest competitor 
that makes for far easier loading! 
And Ford’s front seat is full-width, 
full-depth and cushioned with thick 


foam padding as standard equip- i 
ment. No wonder first reports on 

59 car sales show Ford is way out .* 

front! Businessmen everywhere 

agree that the most economical, NEW AL NIZED muffler 


most comfortable way to do busi- lasts twice as long! 
ness is with 


Go'4000 miles __59 FORD FLEETS LS 


c 


. Niu Mmetelivel ire Merb 





Awarded Gold Medal at Brussels for Beautiful Proportions by the Comité Frangais de |'’Elégance 





In Finance 


Massachusetts Life Company Edges 
A Bit Deeper Into Casualty Business 


State Mutual Life Assurance Co. of America, Worces- 
ter, has taken another step forward into the casualty 
insurance business The company 

iffiliation” with Worcester’s 
Mutual Fire Insurance Co 


ws 
Plumlev, was 


has announced an 
Merchants & Farmers 
State's president, H. Ladd 
elected chairman and chief executive ofh 
cer of the casualty ompan 

State Mutual made its entry into the casualty business 
several months ago when it joined hands with Worcester 
Mutual Fire Insurance Co. (BW —Sep.6'58,p44). Plum 
cv last month became chairman and chief executive 
ofhcer of Worcester Mutual 

Mutual fire and life insurance companies in Massa 
chusetts and New York have long been anxious to edge 
into each other's business (BW—Jun.8'57,p80), but state 
laws barred them. State Mutual and its two new affili 
that the unique arrangement isn't a merger, 
ind believe they will hereafter be able to handle sales of 


ich other's policies—thus offering a full line. 


ites stress 


IRS Bars “Influence Payment’ 


As Tax Deductible Business Exoense 
Companies deducting bribes, kickbacks, and similar 
utlavs from taxable income can expect trouble from 

the Treasury Dept. The Internal Revenue Service has 

just ruled that a taxpayer's payments to an officer of a 

savings & loan association for his influence in granting 

loans are not allowable deductions as “ordinary and 
necessary” business expenses. 
Because the officer's actions were unauthorized bv the 

S&L, the ‘Treasury said the pavofts weren't 


] 
expenses to the taxpaver, even though necessarv. 


“normal” 


Sunray Stockholders Accept Compromise, 


Drop Suit Against Eastman Dillon, Others 


our stockholders of Sunrav Mid-Continent Oil Co. 
have agreed to drop their suits against Eastman Dillon, 
Union Securities & Co., and Sunray Ihe four had 
harged the investment firm with “complete domina 
ion” Of Sunray and with making “excessive profits” in 
iffliates. In the settlement, Eastman 
Dillon has agreed to pay $112,500 each to two Sunray 
afhliates, and to assist one of them, without fee, in 
$3.5-million of new financing. 


+ 


hnancing Sunrat 


Vhe complaining stockholders, in accepting the com 
promise, admitted their charges were “inaccurate.” and 
that their investigation disclosed no evidence of fraud 
or neghgence. WDecfendants in the suits said thev were 
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going along with the settlement to end the controversy 
and to avoid the expense and inconvenience of protracted 
litigation. 

The settlement will be submitted for approval to 
Delaware’s Court of Chancery on Dec. 4. Stockholders 
of Sunray or the afhliates involved in the litigation may 
file objections to the compromise and present them at 
the hearing. 

ee ee e 


Hearings on du Pont Plan to Get 


Rid of Its GM Stock Postponed 


Federal Court hearings on the proposed investment 
by du Pont of its General Motors Corp. stock this weck 
were postponed again Ihe hearings, stemming from 
last vear’s Supreme Court decision that du Pont’s contro] 
of 63-million GM shares violates the antitrust laws, are 
now scheduled to begin Feb. 16 in Chicago. 


Food Manufacturer Makes Unusual Deal 


To Squeeze Into Girdle Business 


I. Rokeach (pronounced Ro-Kay-Ach) & Sons, koshet 
food manufacturer which plans to step into the girdl< 
business next month (BW —Aug.30'58,p48), has entered 
to accomplish the move 


+ 


nto an unusual agreement 


Under a proposal to acquire control of Seamless Girdle 
Industries, Inc., from Exquisite Form Brassiere, Inc.. 
Rokeach will issue 900,000 shares of new Class B stock 
to Exquisite—but the B stock 
into Class A shares until Rokeach has recorded a total 
of $1,350,000 after-tax carnings from sources other than 
its present food business. ‘The B stock would be held 


vould not be convertible 


as an investment by Exquisite 
Roke ich sto kholders vote n the deal Dec. 10. 


SEC Seeks to Force Registration 
Of Ship-less Steamship Company 


The courts \ ide whether American-Ilawaian 
Steamship Co.—once one of the nation’s big ship opera 
In a suit filed last 
week, the Securities & Exchange Commission asked the 
U.S. District Court in New York to restrain the com 


pany from engaging in 


tors—1s now an investment company 


westment activities and to 


force it to liquidate, unless it registers as 


in investment 
compan 

Ihe company sold the last of its ships in 1956, and 
since has obtained its income from investments. _ Its 
lawvers, however, disagree with the SEC's interpretation 
of the Investment Co. Act of 1940. They claim that 
\American-Hawaiian is exempt from its provisions becaus« 
it’s regulated by the Interstate Commerce Commission 
Officers of the company have announced intentions to 
return to the shipping business 

If the court upholds the SEC’s view, savs American 
Hawaiian Chmn. Samucl Moerman, the 


company will 
immediately register as an 


investment company 
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STEPS IN THE RACE TO OUTER 


This nuclear-fueled reconnaissance craft 
preparing to land on Mars’ outermost 
Deimos~ 12,500 
red planet’ (center 
miles away from the Earth 


satellite miles away 
35 
Dei 
nos’ gravitational pull is so slight that a 
featherlight landing could be made, and 
take-off could be accomplished with 
than a shove of the pilot's 
At Deimos’ orbital speed, such a 
would start the ship back to Earth 
23000 
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THERE'S A BETTER WAY...to protect your products! 


Glidden finishes provide real umbrella protection— 
against heat, cold, humidity, corrosion, abrasion, 
fading, staining, impact and all other enemies of 
product finishes. 

Custom-formulated Glidden finishes furnish the 
special protection your parucular products need. 


What's more, Glidden Technical Service is the most 


thorough in the industry. Experienced technicians 
analyze finishing problems én your plant; make 
practical, helpful recomniendations. 

Make sure you get both—Glidden Finishes plus 
complete Glidden Technical Service—for real 
umbrella protection, whatever your product, process 


or problem. 


FINISHES FOR EVERY PRODUCT ; a 
THE GLIDDEN UMBRELLA" 


of protection combines 


The Glidden Company 
INDUSTRIAL PAINT DIVISION 
900 Union Commerce Building + Cleveland 14, Ohio 


comprehensive 
technical service and custom-formulation 
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of product finishes for oll industry. 
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Man: The Question Mark in Space 


@ U.S. experts, meeting in San Antonio, agree that 
the problem of getting aloft is as good as solved. 


@ But how can man survive in the new environment? 


To find out will require opening up new fields of research. 


@ The first step is to get a laboratory out into space. 
It's believed the Army’s Atlas can do it. 


Like professional gamblers confi- 
dently counting on time to cure a run 
of bad luck, the top U.S. rocket and 
space experts convened last week in 
San Antonio to discuss the next big step 
in the conquest of space. 

All hands agreed that the soundness 
of space projects has been thoroughly 
proved in principle. Just getting man 
aloft was as good as solved, with a 
bit more effort and the lessons of the 
three aborted lunar probes. But  prac- 
tically nothing is known about the sur- 
vival of man once he reaches outer 
space. The time is long overdue, the 
experts said, for the U.S. to turn its 
major effort to the specific problems 
of manned satellites, lunar landings, 
and interplanetary flights. Brand new 
fields of research must be opened be- 
fore man can be fitted to the 
environment 


new 


Indeed, manv_ scientists 
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booster 
shot 


the souped-up rocket. The 
failed to fire properly, and the 
failed. 
¢ Power to Burn—There will be no 
such jurv-rigging and clectronic § short- 
cuts when the Army lets flv with its 
moon rocket, now scheduled for early 
December. Its basic rocket, the bulky 
Jupiter, will have the abundant power 
that allows a fat margin for error. ‘The 
Jupiter is patterned on the Redstone, 
a reliable old warhorse with a long 
historv of successful firings 

All this power cuts the odds that the 
shot will fail down to 3 to 1. Indeed, 
Dr. Wernher von Braun, of the 
Redstone team and the man responsible 
for getting the first successful U-S. 
satellite aloft, that the worst the 
Anmv shot is likely to do is miss the 
moon completely and deliver its satellite 
to orbit around the sun 
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brought them back safelv. Official Rus 
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Better Homes for Non-Whites 


Commission on Race & Housing says that the housing 


industry and the government should take the initiative in 


breaking down discrimination against the Negro tenant. 


Ihe mountain of writings on racial 


discrimination last week got a unique 
thre< 
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and important document. After 
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Only Sylvania welds 


all fluorescent bases... 


eliminates faulty lamp contact 


Another reason why 





The exclusive Sylvania Ribbon Contact ba 


welded on the inside 


another Sylvania f 


Sylvania Fluorescents give you more light 
at lower cost than all other brands 


Advanced engineering makes 
Sylvania fluorescent lamps 
superior in many ways— 
makes light a better tool of 
production to increase profits 


Sylvania gives an extra measure of 
fluorescent lighting service and value 
with superior construction feature 
For example, Sylvania welds the rubs 
to-base contact points in all its fluo 
rescent lamps while other brands 
soldered contacts. 


] 


For example, on the new, exclusiv: 


Ribbon ( ontact Base, the weld is made 
inside the lamp in a non-critical area. 
In this way, the silver-bright ribbons 
provide the positive mechanical and 
electrical contact in the sockets so 
necessary to High Output and Very 
High Output lamp performance. 
Faulty lamp contact so common with 


ordinary fluorescent eliminated. 


By welding, Sylvania completely 


eliminates the corrosion caused by 
soldering. As a result, Sylvania fluo- 
rescent lamps burn brighter far longer 


. effectively reduce your lamp re- 


placement and maint 
This is another ex: 

Svlvania builds extra valu 

rescent lamps to he Ip 


ing and operating costs 


Let vour local Sylvania Repr 
show you how Sylvania’s 
can save you time and 
him today or write 
SYLVANIA LIGHTIN¢ 


Divisien of 


60 Boston St., 
In Canada: Syl 
P.O. Bo 


SYLVANITA Lighting Products 


make light a better too/ for profits 
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What 
the boss 
doesn’t know 


.. HURTS 


Waste of process materials is a serious matter... yet hun- 
dreds of plants unknowingly permit it. Tons of valuable 
material may be lost every week as “dust” created in your 
manufacturing processes. The loss in dollars may be huge. 
This loss can be stopped: eight out of ten Buell Dust 


Recovery Installations pay for themselves completely. 


Your plant’s dust recovery potential can be analyzed by 
Buell engineers without cost or obligation. Where desir- 
able, a full-scale-operating Test Precipitator can be in- 
stalled before your plant invests in a permanent dust 
collection system. For further information, write for a 


copy of “The Collection and Recovery of Industrial 


“~~ Dusts”: Dept. 30-K, Buell Engineering Com- 
Pst \ pany, Inc., 123 William St., New York 38, N.Y. 





mecnanica Ta, Experts at delivering Extra Efficiency in 
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one spokesman. FHA has announced a 
policy of cooperating with states o1 
local governments that have antidis 
crimination laws for housing that is 
built with government aid (BW-—Jul. 
19°58,p27 It also has under wav a 
study similar to that of the Commis 
sion on Race & Housing 

The real test of the commission’s 
study will come when Congress con 
venes next vear, since it will be up to 
Congress to pass anv laws to strengthen 
the housing agencies’ power on dis 
crimination 

State and local organizations hav« 
not commented on the report, but onc 
astern citv official savs in effect: The 
states must act before the cities. Other 
wise, it’s no use for the cities to act. 
Ihe cities don’t cover the suburbs, and 
anv citv laws would merely aggravate 
the problem bi speeding the white 
exodus 

Lenders generally take this position 
Phev look at the house and its neigh- 
borhood, then at the credit of the pur 
chaser. In manv cases, they sav, the 
buv mortgages in bundles, and don't 
know the color of the buver. Others 
sav they mav learn from an appraiser 
that a potential buver is a Negro, and 
they take the appraiser's word as to 
whether the man’s color would affect 
property values. One Chicago mort 
gage banker savs he would not lend 
money to a Negro who intended to 
“break” a white neighborhood. A New 
England insurance company says it has 
made such deals and thev worked out, 
but it also has turned down some that 
looked risk 
« No Comment—lThe National Assn 
of Mutual Savings Banks plans to di 
tribute the report thout comment 


probably because of Schwulst’s impo1 
tance in tl field and because R. Stew 
itt Rauch, Jr.. head of the big Phila 
delphia Saving Fund Society, als rved 
on the commission. NAMS’ mortgage 
yninitt n board wall study the 
report before the national group takes 
1 stan 

One New York savings banker feels 
that if 1 members of the industt 
vou h th Wm ittitud igalnst 
compulsory segregation and would pr 
mit Negi to live where thev could 
ifford, the verv diffusion of Negro res 
dents would be sufficient to preclude 
undesirable repercussions 


he report broke during the San 
lrancisco convention of the National 
Assn. of Real Estate Boards, but it was 
irefully avoided in resolutions at a 
press conference, NAREB Pres. Walter 
Graves said: “There is no NAREB pol 
icv in this area. “This is strictly a local 


matter 


In Chicag the reaction of realtors 
varied from “a lot of pious platitudes” 
to “we ha testimony of mixed housing 
succeeding END 
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Jaly 25, 1909—first successful overwater distance flight 
by airplane. | onoplane Louis Blériot crossed 
the bey ~h €} , Les Baraques to Dover. Dist 

| iles. J 4 ites. Cargo: one 


What can Louis Blériot teach 


the chairman of the board ? 
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IF 
OWENS-ILLINOIS 


CAN’T PACKAGE IT 
IN CORRUGATED, 
NOBODY 

CAN! 





If Owens-Illinois can’t package it in corrugated, nobody can! 
Corrugated container users with nation-wide operations find 
our facilities being constantly strengthened to meet even the 
most complex needs. But flexible and responsible localized 
operation is the open secret of our ability to work equally 
well with our next-door neighbor or a purchasing source a 
thousand miles away. 


PAPER PRODUCTS DIVISION 
FORMERLY NATIONAL CONTAINER 





LOCALIZED SERVICE FROM 
PAPER PRODUCT PLANTS: 


Atlanta, Ga. 
Aurora, Ind 
Bradford, Pa. 
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The Berlin crisis hasn’t blown over. It is just beginning. Soviet Premier 
Khrushchev clearly intends to use every trick in the bag to force the West 
out of Berlin. He may even be prepared to risk a break in current East-West 
diplomatic negotiations. 


Before the Berlin crisis is over, Khrushchev may produce a real war 
scare in Europe. This could come by spring. If it does, watch for strains 
within NATO. Business confidence in Western Europe also might be dam- 
aged, dimming the rosy outlook that most Europeans have today (BW—Nov. 
15’58,p32). 


Western observers don’t expect Khrushchev to use the clumsy tactics in 
Berlin that Stalin used back in 1948. They don’t expect another sudden 
blockade. Instead, Khrushchev might follow a course like this: 


¢ Turn over Soviet control of West Berlin communications to the Com- 
munist regime of East Germany—and ask the Western garrisons to get out. 


¢ Have the East German government say that, if our garrisons withdraw, 
West Germany can maintain its political and economic ties with West Berlin 
(This would make Berlin a Bonn outpost in East Germany rather than a 
NATO occupation zone.) 


The Western side won’t agree to any of this, of course. 


There won't necessarily be any immediate clashes when the Russians 
turn over their control functions to the East Germans. Chances are the 
Western powers will deal with the East German authorities at the communica- 
tions centers. But we certainly will not let the East Germans supervise our 
air and rail traffic into Berlin. 


The trouble will come if the East German authorities arbitrarily interfere 
with this traffic, as the Russians often have done in the past. Then, there 
could be ugly incidents involving U. S. forces. 


The British-sponsored scheme for a Free Trade Area in Europe has 
been scrapped. London broke off negotiations this week after the French 
finally said: “We are not interested. The Common Market, minus FTA, 
suits us.” In taking this position, Paris has reneged on earlier pledges to 
accept a modified version of the FTA. 


Behind the French decision lies de Gaulle’s belief that he can use the 
Common Market to build a political federation in Western Europe—one that 
will be led by France. With the Free Trade Area attached to the Common 
Market, de Gaulle decided the British would have had their fingers in 
Continental affairs. He expected this would delay political unity. The ques- 
tion now is whether the West Germans will go along with de Gaulle’s ideas 
on the Common Market. 





With the FTA scheme dead, all the West European governments are 
looking (or pretending to look) for ways to avoid a trade war. Businessmen in 
Britain, Switzerland, and Scandinavia are in a mood to retaliate against the 
Common Market by setting up a rival trade bloc. 


These businessmen aren’t worried about the 10% tariff cut that the six 
members of the Common Market will put into effect Jan. 1. What worries 
them is the plan to reduce import quotas within the Common Market, but 
not to outsiders. This will hurt Britain’s sales of cars and other products. 


113 











INTERNATIONAL OUTLOOK (continued) 





BUSINESS WEEK 


NOV. 22, 


114 


1958 


To protect such British markets, the Macmillan government is con- 
sidering a bold and complicated counter move. In essence, it would boil down 
to this: Make the pound sterling convertible by Jan. 1. That would end the 
European Payments Union and release Britain from commitments to liberal- 
ize its trade with the rest of Western Europe. With freedom to apply 
quotas against imports from the Common Market, London would have some 
leverage to protect British exports to the Common Market. 


The Macmillan government has made no decision on this move yet. But 
it obviously is in a fighting mood. 


De Gaulle is perhaps the one man who can prevent a real economic split 
in Western Europe. He has just decided to visit West German Chancellor 
Adenauer next week. This may mean that he is ready to delay some phases of 
the Common Market, while a compromise is worked out with Britain and the 
other countries that expected to form the Free Trade Area. 


Sudan swung to military dictatorship this week. Gen. Abboud took 
power—apparently to strengthen the government in its upcoming negotia- 
tions with Nasser. Egypt and Sudan are hotly disputing ways to use the 
Nile waters, which flow through both countries. 


The bloodless coup in Khartoum follows in the wake of similar military 
takeovers in Burma, Thailand, and Pakistan. And it fits into the over-all 
pattern set by the others: internal political bickering, outside pressures 
(partly from the Communists), then the emergence of a strong man. 


The new regime in Khartoum makes Sudan less vulnerable to Cairo’s 
propaganda. The pro-Egyptian parties are temporarily out of the picture 
But Abboud’s regime is likely to shift from moderately pro-Western policies 
toward a more independent line. 


There’s still a wide gulf between U.S. and Latin American ideas on how 
Washington should assist Latin countries in economic development. That’s 
clear from this week’s meeting of the Organization of American States in 
Washington. 


U.S. and Latin delegates generally agreed on what is needed: An Inter- 
American Development Bank, regional “common markets,” and a multi- 
lateral approach to commodity problems. But, as in past meetings, they 
stumbled over specific proposals. The U.S. wants the Latin Americans to 
show their willingness to help finance the bank. The Latins, on their part, 
feel the U.S. should step forward with a package of concrete offers. 


Venezuela’s Communists are playing a cool game in advance of the presi- 
dential election two weeks away. They’re backing Adm. Larrazabal—and he 
has formally accepted their support. Larrazabal already is considered to 
have an edge over Romulo Betancourt, popular head of the left-wing Accion 
Democratica. If the race is tight, as expected, the Communists’ 150,000 
votes for Larrazabal may prove pivotal. 

The post-election outlook, in any case, is somewhat gloomy for U.S. oil 
companies. Any new government is sure to call for higher taxes on oil 
profits. And the expected formation of a government-run oil company may 
bring troubles. 
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Two ways to make your letters feel important 


1. THE HARD WAY-— Build yourself a multi-million dollar 
pulp mill—like Hammermill’s unique Neutracel" plant. Put 
in a master control board that gives you precise regulation of 
pulp preparation. 

Unlock the secret of hardwood’s finer fibers—the way we 


do to give Hammermill Bond the feel of qua 


1 


lity that makes 
people take notice. Learn to blend hardwood and softwood 
pulps in just the right combination —to give Hammermill 
Bond the snap and crackle that gets attention wherever your 
letters are read. 

And when you're through you'll have spent both a lifetime 
and millions of dollars to do what Hammermill has already 


lone tor you. So why not get your finer pape Fees 


2. THE EASY WAY—Just ask your printer for 


MMERAZ 
"somo 


Hammermill Bond to make 

er impression Printers ever 
where use tt. Many display this shield 
Hammermill Paper Company, Erie, Pa 
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“There’s a 
price tag 
on profits... 


33 
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Wy eee and that price tag is timely preparation! 
mmr During the past months, I've talked with lead- 
Ht Th, ing manufacturers throughout the country. These 
men agree that the So-called "recession" is 
already on the way out. In fact, most expect a 
20 to 35% sales increase from 1958 to 1961! 


To get our share of this big increase in sales 
and profits, we must be ready to produce with 
greater efficiency in an intensely competitive 
market. This demands the latest and finest 
machine tools and other manufacturing equipment 
eeeand the time to invest in this equipment is 
right now! Actually, important savings can 

be realized by investing at this time...before 
equipment costs go up, as they must ina 
fast-expanding economy. And finally, it's plain 
common sense to re=-equip now, before demands 
for all-out production catch us unprepared. 


We at Pratt & Whitney and Potter & Johnston 

are so convinced these conclusions are right 
that we are continuing our multi-million-dollar 
modernization program to prepare ourselves 

for the industrial growth we know is coming. 

We believe this is the best possible way to 
insure our own future profits... and contribute 
to a healthy national economy. 


Sincerely, 


Edward P. Gillane, President 


PRATT & WHITNEY 


COMPANY, INCORPORATED 
WEST HARTFORD 1, CONNECTICUT 
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Strikes Rise in UAW | Mop- ‘Up: 


But supplier industries are show- 
ing stiffer resistance to union’s 
attempt to force auto-type con- 
tracts on them. 


Strikes spread this week as the 
United Auto Workers pressed contract 
demands in a mop-up operation in 
fringe areas of the auto industry and 
among farm equipment manufacturers. 
By midweek, more than 75,000 UAW 
members were idled by walkouts. New 
strike threats raised fears that the num- 
ber might soar considerably higher. 

Deadlocked negotiations shut down 
cight plants of Bendix Aviation Corp. 
carly Tuesday, idling 13,500 UAW 
members, coast to coast. In ‘Toledo, 
about 2,000 auto unionists struck four 
plants of Electric Auto-Lite Co. after 
rejecting the company’s “final offer” of 
a new contract. Scattered strikes among 
other auto suppliers and_ tool-and-die 
shops kept several thousand unionists 
off jobs. 

In farm equipment, 
Caterpillar ‘Tractor Co. and Interna- 
tional Harvester Co. (picture) 
more than 50,000 UAW” members 
With the parties tightly deadlocked, 
UAW and emplovers dug in for a long 
hard struggle. 
¢ Back to Normal—There were bright 
spots in the bargaining picture, too. 
Chrysler Corp. at midweek back 
in normal production after a weekend 
settlement of a strike of white-collar 
workers (BW —Nov.15'5$,p125). Ameri 
Metal Co. and UAW 
reached an that ended an 
cight-week walkout at the auto parts 
plant in Detroit. And, among others, 
Dana Corp. and Sealed Power Corp 
signed new contracts. 

Generally, UAW’s 
countering strong 
For the 
ince wasn't 


strikes against 


idled 


Was 


can Products 


agreement 


mop-up was cn 
resistance from cm 
part, this re 
unexpected—or 
Phe exception was 
against Chrysler 


plovers most 
even 
particularly unusual. 


he white-collar strike 


White-Collar Strike 


\ strike that even the union admits 
houldn’t have happened 1s likely to 
cause embarrassment for the UAW for 

long time to come. It could hamper 
the union in its long-term hopes of 

ganizing industrv’s offices. 

Hhe tangled relations between UAW 

| Chrysler touched off the strike of 

\() white-collarites. Before a_settle- 

ut ended the walkout early this week 
auto output slowed to a 


a 
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company’s offer. One of the union’s key demands is for companywide bargaining. 


standstill. This didn’t escape the notice 
of industrv as a whole 

For vears, UAW) has been 
building up steam for a drive to union- 
ize white-collarites and _ professional 
workers in its industries. Shrinking em 
plovment in the plants is cutting into 
UAW “blue collar” membership. ‘To 
ictain its vigor, the union must go after 
white-collarites. Its sights are set par 
ticularly on those in aircraft and missile 
where production workers 
uc becoming the minority 

While no emplovers hav« 
nization of the office 
people, some 
about it. -But, 
thes probably 


Ihe 


several 


industries, 


welcomed 
and technical 
have been indifferent 
after the Chrysler tic-up, 
wont be anv longer 
problems of having a union in the 
oth were brought home, forcefully 
When the Chrvsle workers 
struck on issues left over from the 
the picket lines 
tried to avert a complete shut 
but couldn't. Other umionists 
cspected the white-collar lines. Quickly, 
the walkout of S.000 closed operations 
involving ind totally 
critical 

ommented 
that just 
needn't 


ule 


OmMmce 
major 
rgaining, 
UA\ 


] 
! 


put up 


qaOW]) 


95,000 emplovce 
shut off production at a 
One UAW 


"a suppose 


timc 
spokesman 
it was somcthing 
to happen—although it 
Chrysler just has to 
responsibilitics, 
officials.” 

During the major negotiations, special 
affecting the white-collarites 
troublesome that they 
Evervbody hoped that in a 


liad 


have buckle down 
to ifs 


union 


ind so do local 


demands 
WCTC SU) 


put 


WCTC 
iside 


calmer atmosphere, the demands coul 


be disposed of with less friction 
that didn’t happen. Angry 
shoved the white-collarite 
Phev stuck firm: 
area-wide 


OVCI 
aside, 
more insistent 
mands for 
itv—and finally won concessions 


a svstem of 


On the Auto Fringes 
Phe United Auto Workers is pre 


tor “pattern” three-vear contract 
tool and dic 
phers—but 


cations that it is willing to give 


shops and amon 


there are important 


lor instance 
e UAW 
contract 
terms similar 
the Big 


Ge imcrease for 


negotiated a new 
with Dana Corp 
to those negotiated 
auto produ 

thos 


less, T¢ fol those 


Cdl 


Lhree 
CdTning 
hour or 
job. classifications, plus an addi 

killed 
idded in 1959 ane 
AW settled 
in Muskegon, M 
different terms, t 
strike. ‘The 
increase at all this 
tor a 6¢ raise In November ) 
an additional Sé for skilled work 
other 6¢ will be paid ino No 
1960. Cost-of-lving 
frozen until Dec. 1, 
is shifting from 
system 

In Detroit, U 
cned to strike 


Se an hour for 
Te will be 
e But, [ 
Power Corp., 


worker 
and 


with 


considerably 


one-week pact 


Wage 


pro ision 
pany In IMNCCHTVE 


AW local 
tool-and-dic she 


Labo 


idles International Harvester plant as Auto Workers turn thumbs down on 


1) 
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But 
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1959. ‘The. 


have threat 
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ee . “SITE-SEE”" 
INDUSTRIAL 
COLORADO 


“a ° BB xecutive's portfolio without 
af obligation. A concise, 
up-to-the-minute presentation of 

Colorado's wealth of 

Industrial opportunities. Complete data 

on Colorado's booming expansion, 

vast new markets, new space-age minerals, 
resources, plus Pleasant Living ... the 
industrial bonus of Colorado's magic climate. 
Discover today why growing industries 

are “'Site-Seeing’ Colorado. Inquiries 

remain confidential. 
Send for your portfolio 
of industrial 

Colorade 


OLORADO 


ee 





DEPARTMENT OF DEVELOPMENT 
6 STATE CAPITOL 
DENVER 2, COLORADO | 





WE’VE GOT 
A SECRET, 
HARRY... 


about coating papers 
for functional usage 


There’s no point in your 








2search or planning department | 


being stymied as to how and 
where to find component parts 
nvolving coated papers, Harry. 
Our APC boys have that 
insatiable desire and knack 
for coming up with just the 
right product for any specific 
need. It's really no secret, 
Harry Just down to earth 
“Know how’ and modern 


4 


production facilities 
THE APPLETON COATED 
PAPER COMPANY 
APPLETON « WISCONSIN 





contend, as Sealed Power did, that they 


raises in 1958 but will for 
1960. Negotiations are in a 
stalemate. Nothing is expected to hap 
right the shops haven't 
cnough work, now, to be hurt 
Generally, UAW is putting on the 
pressure where strikes would hurt—as 
it Bendix Aviation and Electric Auto- 
Lite—and either sitting tight in other 
situations or settling, with as little fan- 


in't 
959 and 


PVC 


pen aWayV; 


fare as possible, on under-pattern terms 


Ill. Farm Equipment 


Strikes spread in the farm equipment 
industrv last week as the UAW, which 
bargains for 100,000, 
companies for new contracts patterned 
after those negotiated in the auto in 
dustry. Although a_ three-veat 
ment was reached with one, Deere & 
Co., on “pattern” this midweck 

¢ Strikes had shut down operations 
of Caterpillar Tractor Co. (since Oct 
11) and International Harvester C 

e Bargaining deadlocks continued 
between UAW and two other com 
panies, Allis-Chalmers Mfg. Co. and 
Oliver Corp., but work continued in 
their plants. The two companies employ 
than 2 
¢ Auto Terms, Plus—UAW and Deere 
negotiated a settlement that the union 
described the pattern {for! th 


industrv —in 


pressed major 


agrec 


terms, 


more 0 U0U 


igricultural implement 
gencral, the terms set in the 


trv but with “additional improvements 


iuto indu 


ind holid 
the umon said 

Phe Deer 
16,000 work 


innual impr 


1 ps nsion 


in hou 


Pais coun 


ty 


ito indu 
ion, this is a 

to fit different 

equipment mndu 
Most of the 

frozen into wage 

th pa heck of D 

but it means that 

uffer as deep downward 

if the gov 

Index decline 
Skilled workers in tl four top-1 


ob classifications received 


ecrnments Consumer 
in th t thre 


idded Ww 
nereases of 5¢, 6« ind Sé an ho 
instead of the sti 
scttlements 

In “fringe” 


mentary 


pa ad under 
ufo 
1 CT¢ 
benefits 


ircas, the suppl 


uncmplovment plan 


was revised to conform to the new auto 
SUB terms; and 
ind other provisions were 
UAW additional gains 
changes that went ber 
Deere agreed te 


tired o1 


Insurance, vacation 
revised to g 
Among. the 
ond auto terms, 
rkers now re 
the 
ion for ever 


Day we 
who retire in future 


S250 a 


month pen 


ind to give employees who 
ifter age 40 


vears of service a 


of ScTViIce, 
leave Deere emplovment 
with 10° o1 


right 


OTC 


vested to their “earned” pension 


credits. 
UAW 
histor 


called the contract 
It expressed a hope 
that the igreement “will lead 
to an settlement” with 
Caterpillar, International Harvester, and 


gains 
changes 
D« CT¢ 

immediate 


other major companies 
¢ Others Balk—Caterpillat 
refused to fall into Both have 
offered the union contracts similar to 
those in the industry, along with 
improvements” in health-welfare 
pension programs and in SUB plans. 
Vhev contend that their offers “compare 
favorably” with the Now, 
further union demands stand 
f agreements 
It savs that it would 
settlement if it 
strings attached” 
But, the 


other companies still 


and 1-1] 


line 


iuto 
and 


Deere terms 


grees 
pattern 
without 
mpanies union 
1S Deere PAV ¢ 
ind completeh 
unacceptabdk demands for non 
nom hang tl nti 
¢ Caterpillar 
Caterpilla 


in i hntract 
Walkout—UAW struck at 
in mid-October after reject 
yall Sdld Wa 


the Detroit 


n | 
Harvester 


national TI 


alkout—S 


a-acl 
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Girl stapling beats girl taping 15 to 1 


The stapler in this race is one of more than 800 


| 
bach 


air filter manufac- 
by Bostitch to cut fastening costs in production lines, shi 
| 


This is a race between two girls in an 
ping rooms and offices. The staple is one of more t 


turing plant. 

Both girls are skilled at assembling the 
outer screens which hold the filtrant. One girl uses tape. 
The other uses an electrically powered Bostitch stapler. 

cut your costs and increase your profits is a 


In the time it takes the girl taping to complete one ; j 
. Bostitch Economv Man. Over 350 of these faster 
extra profit 
U.S. and Canadian cities. 


frames and 
200 Bostitch types. 


Finding the right combination of stapler and staple t 
job for th 


filter, the girl stapling finishes 15. The result 

and a better product. perts are in 12 
eS Call in your nearest one to study your fasteni 
ods. No obligation. Hell tell you honestly if 


Winnings come in 
neater looking and more uniform. Every staple 
irely for streneth where it’s needed. There’s less operator 
or skill is required. Look up “Bostitch” in your phone book or write 


erips se- 
can save you money. 


fatigue. and no special operator training 


FREE Bulletins that tell you how stapling saves time and money for others 


Bostitch, 451 Briggs Drive, East Greenwich, Rhode 


Fasten it better and faster with 


BOSTITCH' 


STAPLES 


int to fasten 
cartons 


fabric 


wood plastics 


rubber light metals 


STAPLERS AND 

















Low costs are a feature story...on Air Express 


Deadlines on publications wai 


CHECK YOUR AIR EXPRESS SAVINGS vertisement. So ad agenci 


over any other complete air service to speed material on 1 
Air express, symboli ed the big ~ 
| CITY TOCITY...DOOR TO DOOR | AIR EXPRESS the same features of speed and economy no matter 


YOU SAVE | 


— what vou make. | 
door delivery to thousand f U.S. cities and towns 





e one Carrier door-to- 





LOUISVILLE to PHILADELPHIA 589] $% $1.37 to $7.94 | 


MILWAUKEE to NEW ORLEANS 94 4.74 1.00 to 9.65 


L_>— 
cmentien (0tsl 300) eee OOD AIR EXPRESS 


| 





DETROIT to HOUSTON 1121} 5.38 113 to 9.94 











1 





Apply these typical examples te your shipping problems GETS THERE FIRST via U. S. SCHEDULED AIRLINES 


CALL AIR EXPRESS fm ... division of RAILWAY EXPRESS AGENCY 
A 





of the heaviest of its “excessive” costs. 

Within the past week, UAW. indi- 
cated that it might drop the demand 
for companywide bargaining and nego- 
tate separate contracts—even though, it 
noted, “there are 15 or 16 major points 
in any bargaining that are common to 
all plants.” At the same time, it re- 
iterated that the union “doesn’t know 
of anv of the more than 70 contract 
chairges proposed by the company that 
we'd accept.” 


There are other time-consuming 
problems to be met. The union wants 
some 800 pending grievances settled in 
connection with this year’s bargaining. 
Harvester complains that the union let 
these pile up and made no effort to 
clear the overload during the weeks 
Harvester bargaining was sidelined while 
UAW negotiated in the auto indus- 
try ‘ 
¢ Allis-Chalmers ‘Talks—Allis-Chalmers 
and UAW were still negotiating this 


week, but were reported “nowhere neat 
agreement” and “about 30 miles apart 
by union bargaining committee mem 
bers. ‘The company has made a nev 
offer providing for economic benefit 
similar to those in the Ford-UAW pact 
Its cight locals expressed a complet 
lack of interest. 

Here, too, the principal barrier to 
settlement appeared to be the 
pany’s refusal to accept a master con 
tract. 


Coll 


Secondary Boycott Is Under Scrutiny 


McClellan committee hears complaints of businessmen 


squeezed by rival unions as it ponders the necessity of legal 


ban against labor pressure on 


Businessmen caught in an economic 
squeeze between rival labor unions laid 
their complaints before the McClellan 
investigating committee this week 

The forum was the big caucus room 
of the Senate Office Building, where the 
cight-man committee has been holding 
hearings into labor and management 
corruption for almost two vears. ‘lhe 
subject this time—for one week—shifted 
to secondary bovcotts. 

e Test Case—A series of test cases was 
developed by committee investigators 
who are laving the groundwork for labor 
reform legislation to be recommended 
to the incoming Congress next January 
The goal here, as part of an over-all re- 
form bill, is a legal ban on any con- 
certed union pressure against a neutral 
employer designed to help the union in 
a dispute with its target emplover 

Specifically, the legislators heard 

e Details of the now-famous Burt 
\lfg. Co. case; two APL-CIO unions 
the United Steelworkers and the Sheet 
Metal Workers—have fought for vears 
over job rights at the Akron (Ohio) ven 
tilator equipment plant, at which USW 
has a contract. 

e ‘Testimony on alleged collusion 
between the ‘Teamsters and the AIL- 
CIO Barbers that forced an independ- 
ent union to join the AFL-CIO union, 
on threat of economic pressure against 
the Waldorf-Astoria Hotel the 
independent’s shop was located 

e Protests of ‘Teamsters activities 

involving a “hot cargo”’ boycott directed 
against ‘Texas trucking operators who 
resisted ‘Teamsters organizing. 
e Tardy Witness—While the senators 
delved into these secondary bovcott 
cases, the shadow of the committee’s 
corruption case against the ‘Teamsters 
still hung over the hearing room. ‘The 
hovcott cases gave wav carly this week 
to brief testimony involving a_long- 
sought witness and a $1-million ‘Team 
sters loan to a department store. 


WwW here 
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neutral employers. 


he 
rupted 


Micr 


bovcott hearings were inter- 
to hear Benjamin Dranow, for- 
\linneapolis 
who received two big loans from 
the Michigan Conference of ‘Tcamsters 
while the store was struck by the AFL 
C1O Retail Clerks. Dranow, subpoenaed 
stifv in 1957, was ill at the time 
then disappeared. He suddenly 
\oluntecred to appear a few wecks ago 
His willingness stopped there, how 
ever. Dranow refused to testify once in 
chair, citing the Fifth 
Amendment 37 times under question 
ing by the committec Robert 
I’. Kennedy. He repeatedly 
ibout financial transactions between the 
Department Store and the 
who have been repaid onh 
O00 of the loan 
¢ Burt’s ‘Troubles—Testimony on 
iwgle of the Burt Mfg. Co. against 
feuding United Steclworkers and 
Sheet Metal Workers the 
impact of the secondary ot, F.C 
Sawver, Burt executive vice-president, 
said the rivalrv so far had cost the com- 
pany between $3-million and $4-million. 
What's hurting Burt is the Sheet 
Metal Workers’ pressure on contractors 
who employ SMW 
usc Burt products. 
a bovcott 


department — store 


OWNCT, 


te t 


ail 


the witness 


counsel 


er 
Was aSKCC 


| homas 
l'camsters 


S160 


the 


underlined 


bovc 


craftsmen not to 
Ihe union denies 
it contends anti-Burt 
iction is “individual voluntary.” 
Ihe sheet metal union « Burt 
should be organized by its craft mem 
bers and not the United Steelworkers. 
Vhroughout its troubles, Burt has 
the Steelworkers and vice 
Lhe AFL-CIO executive 
the sheet metal to end 
the bovcott in 1957, when it acted on 
appeals from Burt and the USW 
Nevertheless, according to Sawver, 
the Sheet Metal Workers is. still 
cessfully pressuring against the use of 
Burt's products. “It is ternfving to me,” 
he told the that in this 
country a businessman can be so mtimi 


exists; 
and 


laims 


supported 
VCTSa council 


crdered union 


SUC 


committee, 


dated bv a union that he will enter into 
a written agreement not to use a prod 
uct which he thinks is best adapted for 
his business.” 

William ©. Frost, business manage! 
of Sheet Metal Workers Local 70 in 
Akron, which is leading the boycott 
accused Burt of paving wages of about 
$2.10 an hour to the Steelworker 
pared with the $3.54 hourly rate of hi 
craft. ‘Two AFL-CIO 
puted these pavment hgures 
David beller told the 
inti-bovcott legislation isn’t necessat 
With some apparent optimism he said 
“T beheve we 


, CO 


attorne\ 
Attorn 


also comiuttes 


will be able to settle th 
Burt dispute within the House of 1 
where it ought to be settled.” 

¢ ‘Teamsters’ ‘Threat— Thx 
former Teamsters Pres. Dave 
on trial in Seattle on income tay 
sion charges growing out of McClell 
committee revelations, was injected int 


Waid 


Beck, 1i¢ 


the case involving two barbers union 
and the Waldorf-Astoria Hotel 

It came from a former official of th 
AL Barbers, Robert Verdina, wl 
testified that Beck agreed in 1956 th 
the Teamsters would back the posit 
of Barbers Phat local 
ecking to persuade an independent 
barbers union located in the Waldorf 
\stona, to join the AFL-CIO union 

Nothing worked until Beck's ‘| 
sters threatened to halt dehiveri 
the hotel. Hotel officials, on Icarnin: 
this, advised the independent uni 
that the Waldorf-Astoria couldn't all 
itself to be shut down because of 
barbers’ jurisdictional dispute so 
independent local affiliated 
ARL-CIO Barbers 
e “Hot Cargo” Case—In this cas 
big trucking union was accused of usin 
violence as well as “hot cargo” tacti 
to keep trucks of the Southwestern 
Motor lransport Co. of San Anton 
out of operation 

Hot cargo” is the term for « | 
cott clause sought by the 
and other unions ino labor 
Phe legality of this practice is doubtf 
under the ‘Taft-Hartley Act; some com 
mittee members want to cnd the doubt 
legal ban. END 


Local 760 


with 


leamst 
ontract 


through an outright 
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Pick the 
| eK) =~) 
Growing 
Area 


in the Nation! > ; 


Like picking a plum, the direc- 

tions are simple and the results 

are pleasant. Just put your finger 

on the map at San Jose, California 
in Santa Clara County. 


This Metropolitan Area ranks 
FIRST in the rate of growth since 
1950. For example 
Population up 85.2% 

Mfg. employment up 83.2% 
Retail sales up 130% 

Such market indicators mean 
steady future growth. Combine 
this with the all-year mild climate 
of this livable community at the 
southern tip of San Francisco Bay. 
Then you can understand why 
more than 60 of the Nation’s 500 
largest industrial firms have made 
Santa Clara County their choice. 


Sources: U.S. Census, SRDS, ABC, California 


Dept. of Employment & Sales Management. 


TOBAY— send for these two outstanding reports 
on Santa Clara County, California and its major 
newspaper, the San Jose Mercury and News 
“UP AND COMING BILLION DOLLAR RETAIL SALES MARKET” 
and “WEW INDUSTRY SPEAKS” 


Greater San Jose Chamber of Commerce 
Department 10 San Jose, California 


SAN JOSE 
Santa Clara County 


CALIFORNIA 


SAN JOSE 
Mercury and News 


A BIDDER NEWSPAPER 


Combined daily 
circulation 


110,272 
(ABC Pub. Statement) 





Job Feud Widens in AFL-ClO 


Federation’s Carpenters problem grows as union gives 


board power to quit AFL-CIO if it cracks down on Hutcheson, 
fails to “protect” crafts. AFL-CIO stands pat. 


AFL-CIO considers a 
threat to withdraw a “‘verv, verv grave 
problem.’ Nevertheless, the federation 
does not intend to relax in any wav its 


Carpenters 


cfforts to inquire into the union's com 
pliance with AFL-CIO ethical 

Pres. George Meany of the federa- 
tion made this clear early this week 
Acting under an authorization from his 
executive council, Meany issued a new 
“urgent” request for Maurice A Hutch 


cson, president of the (¢ irpentcrs, to 


codes. 


} 


ippeal before the council to ¢ 
handling of union funds and other mat 
ters (BW—Nov.15 

Ihe council wants Hutcheson to ap- 
peal before it at its next meeting, eb 
26, at San Juan, Puerto Rico, or earlier 
in a special meeting at his convemence 
¢ Hot Tempers— he closing session of 


the Carpenters convention in St. Louis 
last week showed no inclination to seek 
i rapprochement vith AFL-CIO. On 


the contrarv, the temper of the 2,000 


xplain his 


sS_pl 
pt 


delegates present ilmost to a man—was 
hotly critical of “actions and policies of 
the AFL-CIO and _ statement 

leaders” which 
dize” the Carpenters and 


‘threaten and 
purport to 
discredit and impugn its leadership.” 
Onlv one vote was recorded against 
a resolution authorizing the Carpenters 
gencral executive board to “withdraw 
this brotherhood from the AIL- 
CIO” without further 
union membership 
e What's Involved—Generallv, the au 
thorization to withdraw 1 


iction bv the 


onsidered to 
be a move against the gathering pres- 
ures by AFL-CIO on Hutcheson and 
other officers involved with him in 
ourt and NleClellan mnimittee ac 
tions. However, more involved 

of the delegates, another 
resolution passed —s unanimously—with 


lo man 


significant implications for relations be 
tween the Carpenters and AFL-CIO 
is “‘a lot more important than |the with- 
drawal resolution] which got all the 
publicity.” This second 

charged that industrial unions are en 
Carpenter ind other 
crafts jobs, and said that this “at- 
tempted usurpation of traditional craft 
jurisdictions’ must end 


resolution 


croaching on 


Lhe resolution charged that “several” 
unions afhliated with the AFL-CIO In 
dustrial Union Dept 

e Have ‘deliberately encroached 
upon and continue to atte mpt to usurp 
the recognized and historic jurisdic 
tion” of building trades or craft unions 


e Negotiate contracts  ‘“‘which 


from 
onstruction, al- 


limit or prohibit emplovers 


warding contracts for 


teration and repair work to contractors” 
lov buil nen 

tradesmen 

and do con- 

pair work “‘at 

established 

in cdesmecn 
Dissatisfaction—l-ttorts by th 


oe 
itructl 


Build 
n Trades Dept. have, 
n l 1 ‘unsatistac- 
igrecment with 
Cit). the C 
ylained It 
Construction 


withdrawal 
when he 


C in't 


pokesman, 
lirector of 
Contractors, 
to face the 
unions tak 
work. He 
iwainst re- 


bar plant 


solution brought 
e opel growing dissati 
raftsmen with AFL-CIO. 
ently, the sit 
hat one fed 
“the 
OST ¢ ig : 
¢ Misgivings—I 
Schoemann, president 
| a moderate in the crafts ranks, re 
1 the AFI IQ executive 
bel 1 merger 
that both in- 
craft unio1 1 live to 
federation. But, with each 
nee the merger TOOk pla ¢ 
1955, my hopes for a 
unified ement dwindled. | 
im now skepti f the future.” 

SO are T] le iders Vhev ate 
talking, privately ( countering the 
AFL-CIO plans for showdown with 
Hlutcheson ney yruary with a crafts 
ultimatum demanding tight job rnghts 
guarantees—backed with a crafts threat 


of withdrawal from AFL-CIO. END 
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BIG INVESTMENT 


For the safety of your driver personnel and equipment, wherever 


your vehicles operate, nothing but the best braking system in 


the world will suffice—air brakes by Beadixzffostinghouse 


AUTOMOTIVE AIR BRAKE COMPANY * General offices and factory: Elyria, Ohio * Branches: Berkeley, California and Oklahoma City, Oklahoma 





Saint 
Matthew’s 
Church, 


Paramus, N.J. 


Walter O. Briggs 2 Administration Building, 
Liberal Arts Building, 3 Atlas Steels Limited, 


University of Detroit, Mich “ak Welland, Ontario, Canada 
4s 


AMERICAN Lustragray 
GLASS 


ws gong mto MODERN BUILDINGS 


because it reduces sun glare and heat 
while enhancing vision 


and a ppearance. 


Consult your architect or builder today. 


AMERICAN WINDOW GLASS DIVISION offers you: Literature — Samples 
LEE Color slides and names of installations 
Ci) AMERICAN-SAINT GOBAIN (#< 


—— Consulting Service, etc. 
CORPORATION 


General Offices: FARMERS BANK BUILDING * PITTSBURGH 22, PA. 


AMERICAN-SAINT GOBAIN CORPORATION is a merger of the former American Window Glass Company, Pittsburgh, Pa., and the former Blue Ridge 
Glass Corporation, Kingsport, Tenn. (which was a wholly-owned subsidiary of Saint-Gobain of Paris, France). American Window Glass Division plants 


are located in Arnold, Jeannette, Ellwood City, Pa.; Okmulgee, Okla. Blue Ridge Glass Division plant is located in Kingsport, Tenn wsw 7350 





In Labor 


Worldwide Panlibhonco Ship Boycott 


Is Set for Four Days in December 


The International ‘Transport Workers Federation this 
week set Dec. 1 as the date for the start of a four- 
day, worldwide boycott of ships flving “Panlibhonco” 
flags—the ensigns of Panama, Liberia, the Honduras, 
and Costa Rica. 

If four days aren’t enough, the I!'WEF warned, the 
boycott of so-called “flags of convenience” might be 
extended. ‘The federation is fighting “substandard” con- 
ditions under which many Panlibhonco seamen now sail 
(BW—Nov.8'58,p92). 

Higher-pavying U.S-owned foreign-registry ships may 
be exempt as not substandard by TWF tests. American 
maritime umons want them included, hoping the pres- 
sure of a boycott might bring crews of U.S.-owned 
Panlibhonco ships into domestic unions. 

Meanwhile, the U.S. shipowners, who operate about 
50% of all Panlibhonco shipping, last week banded to- 
gether to counteract “hostile propaganda” by unions 
at the ships operating under “flags of convenience.” 


NLRB Warns That “Silent” Picketing 
May Run Afoul of Bars Against Boycotts 


Union pickets must identify the employer they're 
picketing and let other workers know why they're doing 
it. A “silent” picket line which affects workers not 
involved in a dispute may be construed as an appeal 
for a secondary boycott, the National Labor Relations 
Board ruled this week. 

The ruling came in a dispute between the Seafarers’ 
International Union and the Superior Derrick Corp., 
of New Orleans. SIU posted pickets at a dock used by 
Superior Derrick and other companies. Lacking informa- 
tion about why the pickets were there, members of the 
International Longshoremen’s Assn. refused to cross the 
picket line to work the dock. 

NLRB ruled that SIU should have let the longshore 
men know the picketing wasn't against their emplovers. 
Inducement to boycott, said the board, “can take many 
forms . . . an evasive reply or, as here . no reply 
at all.” 


UAW Letter to Retirees Bares Pledge 
Not to Seek Further Pension Hikes 


The United Auto Workers has agreed, apparently 
irrevocably, never again to ask for pension increases for 
those already retired. In negotiations this year, UAW 
in effect said “just one more time” in asking for—and 
eetting—a raise for those receiving pensions, to fulfill 
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a promise by Walter Reuther to retired auto workers 

The pledge to auto companies was lost sight of in 
the settlement on major issues. It reappeared with the 
publication of letters by Reuther to retirees, advising 
them: 

“In order to obtain increased pension benefits for 
workers already retired, the union had to agree that 
there would be no further demands fof this nature] im 
future contract negotiations.” 

The agreement is as binding as the companies could 
make it. It savs that the failure of a company “to bai 
gain with respect to, discuss or make any increase 01 
change referred to . . . shall not be an objective of, 
reason or cause for . . . anv strike, slowdown, work stop 
page, walkout, picketing or other exercise of economic 
force, or threat thereof, by vou [the UAW] or any of 
your members.” 

Employers have long contended that it’s not actuari 
ally sound to increase pension benefits for those already 
retired; the financing was based on a lower outlay. And, 
despite its 1958 demand, UAW has felt since 1955 that 
it’s “chanev” to dicker over payments to retirees whose 
pensions have already been funded. It merely firmed 
this position. 


Salesmen Strike for Cadillac 


The high price of keeping a Cadillac was given as 
the reason for a strike this week as unionized salesmen 
of the Cadillac Sales Div. of General Motors walked 
out in New York. Members of ‘Teamsters Local 917 
said owning a Cadillac is “practically indispensable” 
for salesmen, and that a third of their $9,000 a year 
pay now goes to car maintenance and other business 
costs. Local 917 wants commissions raised. 


U.S. Unions Back Bahamian Federation 


Four U.S. unions this week set up a new labor group, 
the American Friends of the Bahamian lederation of 
Labor, to provide financial aid to the Bahamian federa 
tion—the target of sharp legal curbs after a strike against 
the island’s taxi and service industries last winter. 

Funds from the Building Service, Retail & Wholesale, 
Hotel & Restaurant, and Electrical Workers (IBhE:-W 
will help the Bahamian body meet its monthly budget 
The U.S. unions are also considering plans that could 
lead to a tourist boycott of the resort islands, to exert 
pressure for more favorable laws governing unions. 


Compulsory Arbitration Ended by British 


The British government has decided to end compul 
sory arbitration, a dominant feature of British labor 
management relations since 194]. ‘The wartime Indus 
trial Disputes Order will be allowed to lapse 

I;:mplovers, through the Bntish Emplover’s Confed 
eration, have argued, increasingly, that the wartime order 
favors labor. ‘The British ‘Trades Union Congress wants 
the ‘Tmbunal continued. 
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In supplying basic raw materials and component 


Eagle-Picher has 
leve loped an unusual diversity ol products, of 


arts f ther manufacturers, 


services and of skills 

For example, the baking industry uses printed 
waxed paper as well as other types of wrappers 
designed and produced by our Fabricon Products 
Division. And many bakeries deliver bread on 
Pabricon fiberglass trays, part of a unique tray- 
loading system that delivers bread uncrushed, 
fresher-looking, and with more ‘‘buy-appeal.” 

[his same division also serves important users 
of laminated plastics and custom-molded fiber- 


glass and plastic items. In its role of ‘‘manufac- 
turer’s manufacturer,’ Eagle-Picher tailors its 
services to specific needs of specific manufac- 
turers, and offers an effective combination of 
products, services and skills. 


Other industries we serve include the auto- 


motive, paint, agricultural, steel, ceramic, 


appliance, electronic, petroleum industries and 


EAGLE 


many others. Over the years we 


have proved in these industries 


that our manufacturing and re- 
search 


techniques successfully 


supplement those of our customers. 


SINCE 1843 + THE EAGLE-PICHER COMPANY, GENERAL OFFICES: CINCINNATI 1, OHIO 


& “SREY 
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Is the Stock 


For years, Wall Street has been 
searching for the definitive way to 
evaluate common stock prices—some- 
thing for which there are almost as 
many techniques as there are security 
analysts. The ratings of steel stocks in 
the table at right were arrived at by the 
latest entry, a new and intricate method 
using yield on invested capital as_ its 
principal criterion. 

The system is the work of a group of 
cconomists and investment counselors 
who have formed a research firm called 
Basic Economic Appraisals, Inc. ‘The 
team includes Julian Gumperz, an in- 
vestment counselor; Prof. Houlder Hud- 
gins of Massachusetts Institute of ‘Tech- 
nology; Terence McCarthy, former chief 
research analyst of Axe Science Fund, 
and Dr. Alexander Sachs, who has 
been an adviser to the Treasurv. 

The goal of any security analyst is to 
decide whether a company’s future 
carning power justifies the price invest- 
ors have put on its stock. But although 
they are alwavs trying to take more fac- 
tors into the calculation and better their 
batting average, few attempt to estimate 
carnings over a long period. 
© Where BEA Differs—Such — short- 
range forecasts are fine for traders in- 
terested in guessing a stock’s short-term 
trading range. But they are of limited 
value to investors, particularly the big 
institutions with their sights on the 
long run. A company’s earnings per 
share nught be going up from one veat 
to the next, for example, at the same 
time that its long-run earnings potential 
is withering. 

So the BEA group has synthesized a 
new svstem aimed primarily at long- 
range forecasting of a corporation's 
camming power. It doesn’t claim to be 
ible to spot turns in the market, bar- 
gain-priced issues, or “special — situa- 
But it insists that its new ap- 
gives investment managers a 
cuide for plotting long-term policy 

According to Gumperz, BE.A’s presi 
dent, the group expects an investment 

anager to make his own judgments on 
the general business outlook and gen 

il stock price movements. Once he 
has done that, BEA claims it can offer 

irdsticks of which stocks in any in 
ustry are outperforming the rest—and 
re capable of higher carnings in the 
ng run 

¢ Capital Efficiency— The key to BA's 
tem is its measure of a corporation’s 
ital eficiencv—which is defined as 

w well the company has emploved the 

sital at its command. In BEA’s eves, 

mploving” capital means not simply 
lucing carnings but also producing 


Sons.” 
TOU h 
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Worth Its Price? 


A research firm called Basic Economic 
Appraisals, Inc., is pushing a new method 
of evaluating stocks. Here are the 
ratings it gives the steel commons: 


Sept. 30, 


1958 


1957 Low Price 


Allegheny 

Ludlum. .$28.37 
39.62 
33.62 


16.12 


$46.25 
59.87 
49.00 
24.62 


Armco .... 
Bethlehem . 
Crucible . 


Granite 


City ..... 26.25 


69.00 


54.62 
Inland .. 118.00 


Jones & 
Laughlin 35.25 
49.50 
37.00 
48.25 


33.58 


55.25 
69.50 
61.87 
80.00 
51.00 


National 
Republic . 
U.S. Steel .. 
Wheeling .. 


Youngstown 
Sheet & 


Tube ... 66.50 111.00 


new capital—either retained carnings or 
carnings management fecls free to rm 
tam. As BEA sees it, this test of cap 
ital efficiency is the true index to a com 
panv's ability to earn. 

Ideally,” concedes Gumperz, “the 
best method of testing capital efhiciency 
would be also to see whether new cap 
ital was being used more efficiently than 
old capital.” But such figures are often 
not available to outsiders In fact 
many companies haven't made such a 
breakdown of thei 
even for internal us¢ 
¢ Ingredients—Ilowever, 
nicians think thei 
of the necessary special weight to new 
capital 


capital structure 


BEA’s 


ZINES 


tech- 
svstem some 
It docs this by measuring the 
rate at which new capital is generated 
by the existing capital—instcad of simply 
1 ratio of earnings to capital, as some 
techniques do. 

As a rough measure of this return flow 
of capital, BEA essentialh cash 
flow, less such prior obligations on man 
iement as pavments on bank loans 


ind amortization of debt. As 


uses 


ad mcasure 


Yield 


4.3% 
5.0 
4.9 
1.6 


2.9 
3.4 


25% 


20% 
15% 
15% 


15-20% 


4.5 


of existing invested capital, it uses 
habilities current liabiliti 
boils down to long-term debt plu ( 
ital and reserve surpluses. ‘Then, from 
two figures, BleA computes th 
amount of capital needed to generat 
each $1,000 in new capital. “This figu 
is the basis for its capital cfheicne: 
ing. 
\pplving 
for example, the ssion mak 
companies’ present capital — cthicienc 
ratings look pretty sick. But Blo A execu 
tives insist that using these ratings fot 
steel will not result in distortions. A 
cording to a BEA analyst, capital efh 
ciency rates will pick up as exc 
capacity 1s worked down, but the over 
all trend of capital efherency for cach 
steelmaker—up or down—will gencrall 
stay the same. So will its relative pla 
within the industry. 
¢ Looking to the Future—Once a com 
pany’s capital efhciency rating lias been 
determined, BEA seeks to figure futur 
returns by estimating how much capita 
the company with = the 


Ic SS 


these 


} 
1USTI 


th« 


TCC 


this to steel in 


can gencrate 
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GET YOUR NEW PLANT NOW! 
READY 10 OCCUPY —OR MADE 10 ORDER 
at 


- 


Up to 1007% FINANCING 


Is the high cost of financing delaying 





is 
ost 
ee 





your expansion program? It needn't. 
Low-cost financing programs offered by 
communities in our service area are the 
answer to your problem. They enable 
you to occupy either an easily adaptable 
building now available or move into a 
new plant made to your order. In either 


case, you will be dollars ahead in 


operating costs 
For details on available sites, plants and 
financing write 
Area Development Department e Room 1006 


WEST PENN ELECTRIC SYSTEM 


50 BROAD STREET, NEW YORK 4, N. Y. 





The office manager? The president? Maybe 
everybody found himself out of a job be- 
cause of the lack of a modern safe. For it’s a 
sorry fact that 43 out of 100 firms losing 
their important records in a fire never re- 
open. Don’t chance it! Keep your important 
records in a Meilink A label safe. There is no 
safer safe in the whole wide world. See 
your Meilink dealer or write for folder to 
Meilink Steel Safe Company, 

Toledo 6, Ohio. 


with MauuuS ti for keope 


Most complete line of safes and insulated products 
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amount of capital on hand. Then it 
stacks the anticipated return of capital 
igainst the current price of the com 
pany’s stock—which, it assumes, reflects 
what investors expect in returns over the 
next few vears 

If capital on hand 1 sufficient to 
produce the returns investors expect 
BEA considers a stock fairly priced—or 
even undervalued. If ther not enough 
capital to generate th 
turns, the CTpricc 
¢ Mining Yardstick—Gumperz says the 
BEA system can be applied only to « 


ri 


inticipated re 


1 
STOCK IS OVCTPTICcé 


tablished manufacturing groups bor 
mining companies, BEA turns to a dif 
ferent sct of vardsticks, on the ground 
that product price, not capital, is the 


decisive factor. 
] 


Most mining companies have already 
made their major capital investments; 
BEA tried to determine whether 
product prices are in line with what in 
vestors expect 
Using its basic formula, BEA alread 


has completed three industry survevs 


which it sells at $500 each or $4,2 
for a series of 12 « mnplete industry 
tudies The first was on the paper in 
dustrv (which it found generally over 
ilued); the second on copper (which 
t said need 274¢ price, subse 
uently reach Now it has issued 
i survey of | npan in the steel 
ndustrv (which it claims will be earn 
ing at a relatively en clip in the fu 
' instead of th ae 
famine war 
e Acrobatics—In the steel study. as in 
the others BEA will publish, the 
nalvsts go through the gvimnastics te 
ike their finding 

The first step t vork out th 
l isu f tal ctf IOw n l 

I] ich t Now 
pl $1,( n return. U.S. Stee 
for imstance, required $6,474 of in 

ted ipital to gen t ich S100 
) return in 1947-5] hich BEA took 

the ba nod f mparison with 
th present in steel. But during. th 
| month ided last Jun t needce 
nly $5.82 ( 10.4 f the earlier 
Gon 

Lh Dp nt h ipital 
thoien iting, an t shows that Big 
Steel’ off 1 1)T 2 n 
t t Wh ne In 1957 CCE 
1473 certian acai ited th 1, 
S1,000 than in 1947-5] 

The second step t determin 
vhat future mings investors are ¢ 
pecting—based n how. th et the 
price of th ompan tock on th 
market. On that letermined. th 
ipital cfhciency alread mputed will 
indicate whether th \ ctation 
justified, making the stock a good bun 
But making the determination is a com 
plex affair 

BEA starts with onventional ratio 
of stock price to carning pP ha 


[his is a measure of earnings expecta 
tions—but it reflects the movement of 
Vhis factor can 


the market as a whole 
stock’s 


be eliminated by correcting the 


price-earnings ratio with that for 
Nlood) index of 125 industrial stocks 
This produces a “normalized” price 
carning rati 

But this ratio, as it stands, express¢ 
only the lar sum of earnings, not 
the earnings put to use as capita An 
is BEA see it, if there has been 
change in the company’s capital efh- 
len thes immings if reinvested in 
the business now have a different ecarn- 
ng pow tential than the same 
mount hac in th chosen — base 
perio 

»S BEA adjusts this factor by com 
ing up with an “‘economi price-earn 
ing ti lerived by multiplving the 


normalized” ratio by BEA ipital cf 


nl ! \ You're left with what 
BEA th the actual price in 
ng for carning An 
b ipp 1g thi ¢ hom : ratio t 
the tot narket value t mpany’ 
yMmMon shat BEA feels it can closel 
estimate the llar sum of returns that 
investor xpect 
Ihe third step o th t 
mpany | ough capital to bring th 
Cxp t n | | th ma 
lvst I l rr ill 
rn t f SEC 


I in 
eds 1 rit h han 
BEA fig t 
¢ Defects—| 
pott fi BEA t 

' lh 
ter, though BEA is at 
t ¢ \l 
nif . 3 t 
1] 
' tees 
An 4 + +} + 
hat n it might 
] t BEA al rU.S 
st t t hint that 
sal rf } nit 
\g 1 ) ; 
T 1 
t \\ \ th t 
\ n 
retu th fon 
' t } Thi ) eason 
2% ] 
t BEA 
¢ Confidence—\\ hat ts fi th 
hat ] / I tment lig 
Most of th ] 1, ' d it 
lent h. Although 
1 
the me | END 
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Through busy Baltimore ... Western Maryland Railway 
serves shippers who watch costs 


Among Eastern seaboard cities, Baltimore has long 
been known as “The Money Saving Port”, a title due to 
many advantages: 

Start with efficient longshore workers. Add favorable 
port charges; and savings inevitable where cargo trans- 
fer is direct, via apron tracks. 

Then credit Baltimore’s strategic location. That 
makes for lower freight rates. 

These help explain why, among all the Nation's ports, 
Baltimore stands No. 2 in import-export tonnage. 

Now consider special advantages the Western 
Maryland offers you in its Port Covington Terminal: 

1. Modern merchandise piers, fully equipped for 

speedy, low-cost handling. 

2. Complete large-capacity facilities for high-speed 

handling of ore, coal and grain. 


3. Trackroom for over 2,000 cars adjacent to piers 
plus radiophone control of traffic. 

All these enable the Western Maryland to cut ship turn 
around time, speed traffic off pier floors and contribute 
substantially to Baltimore’s reputation as a money 
Saving port. 

Can the Western Maryland trim handling costs for 
you? For the answer phone the WM foreign freight 
specialist in your city. 


SWESTERN MARYLAND= 






WESTERN MARYLAND 
300 St. Paul Place, Baltimore 2, Md.—Short Cut for Fast Freight 








In the Markets 


Stock Rise Shows Signs of Slowing 
—Probably Just to Get Its Breath 


Ihe rocket-like climb of stock prices showed some 
signs Of slowing this week—and that, in turn, suggested 
that a decline may follow. 

But the chances are that any decline is likely to be 
nothing more than a limited and temporary technical 
correction. ‘That's because over-all economic conditions 
ire Strong, and should get stronger in the months ahead. 

lechnically, though, the market is vulnerable. The 
Dow-Jones industrials average has jumped almost 25% 
in the last cight months, and the more comprehensive 
Standard & Poor's average has matched this advance 
It's rare for the market to sustain a rally over such a 
lengthy period without running into some resistance 

Until now, any pause has simply been buying oppor 
tunity for investors on the sidelines. This mav well 
happen again, for one of the basic forces behind the 
upward push on prices is the fact that investors—indi- 
vidual and institutional—have plenty of funds available. 
Ihere’s no indication that investors have lost either the 
desire, or the capacity, to go on buving. 

But with the market at its present peak, there’s bound 
to be some profit-taking and switching. Defensive issues, 
which performed well in the recession and have con 
tinued to climb since, are likely to be less buoyant as 
investors move more and more into the cvclical issues 

Most professionals think that a technical reaction— 
mainly a temporary imbalance between buv and sell 
would be healthy. As one expert put it, “the 
market needs a breathing spell to consolidate its gains.” 


orders 


Treasury Sets December Refunding, 


Makes Major Short-Term Debt Shift 


Making a major shift in its short-term debt manage 
ment policies, the ‘Treasury announced this week that 
it will increase its auction bill offerings. In an auction, 
investors compete by discount bids. ‘This means that 
they set the rate, but that the competition serves to 
keep the rate low. Starting next month, the Treasury 
will sell a new six-month bill in addition to its regular 
91-day issues, and at the same time, will increase the 
amount of bills outstanding. 

This move will cut the Treasury’s borrowing require- 
ments in the first quarter of 1959 about in half. It 
should facilitate management of the debt falling due 
within one year, since sales of auction bills have a mini 
mum impact on the monev market. 

The ‘Treasury also disclosed that in its $12.2-billion 
December Tefunding it would sell two new issues at a 
slight discount, an innovation it began earlier in the 
vear. Governm it dealers termed the ‘Treasury's offer 


of a 24-vear noce vielding 3.68‘¢ and an 114-month 
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certificate at 3.43% “most attractive’, and felt that 
demands for cash on the 25% of the maturing obliga- 
tions held outside the Federal Reserve would be small. 

When its refunding is completed, the Treasury indi- 
cated, more than 80% of the debt maturing over the 
next 10 years, exclusive of bills and tax-anticipation 
issues, will come due either in February, May, August, 
or November. This will limit the number of times it 
has to come to market each yea Chis should mean 
less interference with private borrowers and help the 
Fed carry out its monetary policy. 


Dividend Disappointments Bring 


Quick Drops in Three Major Issues 


Expectations were dashed in three stocks this week 
and investors were quick to show their disappointment: 

United Fruit, whose dividend had been considered 
secure, cut its payout from an annual rate of $3 to 7 
driving the stock down from $46.37 to $40.50 

Eastman Kodak, which had been expected to increase 
its extra dividend because of better earnings, announced 
the same 25¢ extra as last vear, causing the stock to drop 
from the $140 range to near $130 

AT&T, which had gone to over $204 a share on the 
hopes of cither an increased dividend or stock split, fell 
back to $198 when the directors announced the regular 
$2.25 quarterly dividend 


New Credit Card Rivalry Booms 
Some Stocks—But Not Diners’ Club 


Increased competition in credit cards (BW—Aug.16 
"58,pl11) is being closelv followed in Wall Street 

American Express’ entry into the field—it claims 400,- 
000 members—gave its stock a temporary play ind sent 
it over $70 a share; later, though, it dropped back 
to S65. 

Diners’ Club—the original credit card organization, 
with 800,000 members and a guarantee of 200,000 to 
come through its deal with the Sheraton hotel chain— 
has been in a narrow $29 to $34 range since September, 
despite the fact that its carnings are expected to show 
a sharp increase. 

Hilton Hotels, which introduced its Carte Blanche 
system last week after a possible deal with Diners’ fell 
through, has moved from $24.25 a share in September 
to over $31 this week. 

Sheraton—which took over 124% of Diners’ Club 
stock as part of its agreement and has options to pick 
up 104% more at prices starting at $41 a share—has gone 
from $14.50 to over $20 a share 

Plainly, increased competition has had a dampening 
influence on Diners’ Club shares. But some analysts 
feel that Diners’ as the oldest and only exclusive credit 
card outfit of the group will be able to keep on growing 
even if its rivals do well. ‘They point out that the trend 
toward credit cards is so marked that there is room 
enough for a number of companies 
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A Family Affair: Pa ‘ ) \ 
P | | { h to K : muse N 


How good is Kodapak Sheet 
for greenhouse use? 


‘SO good were building another!" 


eports Paul F Prince, Jr. of Prince's Farms, Sprinafi 


As vou read this, the Princes’ second ouse CoVv- It 


i pa Ou, too, tO INnVvestigal Cl 
red with Kodapak Sheet will be Ip al 1 operation Sheet f not as a greenhouse covering, then 
Unlike their first, it is being built, not on hope, but on rnc and doors, cold-frames, outdoor 
two seasons’ experienc with Kodapak sheet nel applications where a tough cathe! 
Here’s what Mr. Prince himself sa ibout green- ant material is wanted 
houses covered with clear, transparent Kodapak Sheet ( our representative for information o1 
1. Construction costs, maintenance, and taxes are low Cellulose Products Division 


2. Fuel costs are low, too—with less watering needed EASTMAN KODAK COMPANY, Rochester 4, N. Y. 
3. Since Kodapak Sheet transmits more than 90‘ of 


. ff New York, Ct 1go0, Atlanta. Sales Rey 
visible light, it helps us get to market earlier and sialic Dreviihanne. icinlaseese. Rees tec 
with better plants. seattle (W & Ge Meyer & Cc Toronto. M 
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BUSINESS APPOINTMENT AT DAWN! There was Vays beer e special friend 
| t thre is the plane hit the rut of the business traveler t makes him a 
e cround 

e “on the way.” 

te Travel Plan 
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PERSONAL BUSINESS 


BUSINESS WEEK Have you thought about buying “major medical” insurance—assuming 
NOV. 22, 1958 your company, like most, has no group plan for this type of protection? 





You may be surprised at what this fast-growing idea offers. Obviously, 
it goes far beyond any “basic” coverage you may have—such as Blue Cross, 
N Blue Shield, or similar plans. There’s quite a contrast: 


Basic group coverage, generally, gives you and your family (1) hospital- 
ization up to maybe 90 to 120 days, at around $12 a day; (2) an average $300 
for surgery; (3) maybe $150 for in-hospital doctor calls; and (4) a special 
A BUSINESS WEEK hospital service allowance of around $250. For this, you pay roughly $100 
to $200 a year, depending on type coverage and other factors. 








Now look at “major medical.” It covers all types of normal expenses of 
SERVICE an illness or accident, both in and out of the hospital—even your drugstore 
bill. Generally, the maximum benefit per family member is either $7,500 
or $10,000 for each separate accident or illness. If three members of your 
family were injured in a common accident, the total maximum payment 
under a $10,000 plan would be $30,000. 


The cost? A family of four—the father, age 50, the mother, 45, with two 
minor children—would pay anywhere from about $100 to $200 a year. The 
cost varies with such factors as the amount of the maximum benefit, the 
“deductible” feature, the duration of coverage. 


As to age requirements, personal major medical usually must be started 
before adults reach 55; a few companies boost this to 60, and several go to 
65. Usually, the coverage terminates at age 65, though again, there are 
exceptions—you can find companies that go to 70, and a few that will cover 
you and your wife for life. 


Children usually are covered from 14 days after birth up to age 18, or 
in some cases, to 21. Under a few special plans, you can get this coverage 
up to age 25—-where your youngster is a college student. 


Medical standards are fairly liberal. Generally, examinations aren’t re- 
quired—you simply declare that you’re in “normal health.” In some cases, 
you'll need a statement to this effect from your family physician. 

Persons with serious medical histories are excluded by some companies, 
and covered by others for a higher premium. 


So far, this is the positive side. There are limitations, too: 


¢ Limits on coverage. Most plans do not cover (1) regular maternity 
expenses, (2) injuries and illnesses arising out of military service, (3) dental 
treatment—except as the result of accident, (4) nervous or emotional dis- 
orders, (5) cosmetic surgery, (6) eye glasses and hearing aids, or (7) “rest 
cures” in nursing homes or hospitals. There’s a limit on recuperation time, 
too—commonly the payments for an illness or accident must be confined to 
a two-year or three-year period 

* Deductible feature. Usually the first $200 to $1,000, per illness or acci- 
dent, is deductible, depending on the type policy. (If you have “basic” 
coverage, generally this will take care of your major medical deductible.) 





¢ Co-insurance feature. Usually the company pays just 75% or 80% of 
total expenses, over the deductible, up to the $7,500 or $10,000 limit. 

¢ Income levels. Generally, personal major medical is open to all in- 
come brackets. However, some policies are not available if your income is 
above a certain level—often $30,000 or $40,000. Also, in some cases, the 
deductible is more where your income is high, maybe $600 or $800 instead 135 
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of $300 or $400—on the theory that doctors charge wealthier patients more. 


Newest policy in the mushrooming major medical field is an offering by 
Metropolitan Life that could set a trend—a low $50 deductible plan, provid- 
ing an over-all $15,000 maximum benefit for each member of the family 
during the five-year term of the policy. Cost: around $145 a year for a 
family of four. 


The investor who knows what the “stop order” can do—and what it 
can’t do—has an effective hedge to work with, says the New York Stock 
Exchange in its new publication on the subject. 

The trouble is, says NYSE, there’s a good deal of misunderstanding 
about the technique. Basically, you can use the stop order two ways: 


e An investor buys 500 shares of XYZ at $40; in time, the price goes to 
$55. He plans an extended trip, so to protect his paper profit until his 
return, he tells his broker to sell at “$50 stop.” His aim: to preserve a profit 
of at least $10 a share. 

¢ He buys XYZ at $50. To hedge against a possible decline, he gives his 
broker an order to sell at “$47 stop.” Thus he figures to limit any loss to 
$3 a share 


This is fine, and often works. The catch is, there’s no guarantee that 
the stock will be sold at the price stipulated. In the first case, the price the 
investor gets might be $50—or $49, $48, or even lower; in the second case, 
the price obtained might be $47—or $46, or lower. 


That is because the stop order becomes a “market order” as soon as 


the stock sells at the stop price or lower. The stock may skip the stop price 
entirely. Moreover, as soon as the request becomes a market order, it must 
compete on the open market—the broker does the best he can in a com- 
petitive situation. 


These examples plus others are spelled out in The Stop Order—A Guide 
for the Careful Investor, available without cost from the NYSE, Dept. SO, 
11 Wall St., New York 5. 


Credit card coverage: Hilton Hotels has come out with a “carte blanche” 
card for Hilton card holders, covering wide service at selected establish- 
ments in the U.S. and abroad. There’s no extra charge until used outside 
Hilton hotels ($6 yearly) . . . Meanwhile, Hotel Corp. of America—Roose- 
velt (New York), Mayflower (Washington), Edgewater Beach (Chicago)— 
now honors American Express credit cards. 


Pre-season note to skiers: Opening of the first section of the Laurentian 
Autoroute out of Montreal, Que., means much less travel time to the Lau- 
rentians for winter sportsmen (and late fall motorists)... And if French 
Alpine ski centers are beckoning this year, an excellent booklet, Winter 
Sports in France, is available free from the French Government Tourist 
Office, 610 Fifth Ave., New York 20. 


Called “Splendito” here’s a new bartenders’ prize-winning rum drink 
to whip up in your blender: 3 mint leaves, 1 canned pineapple ring, 12 tsp 
sugar, % oz. Curacao, 1% oz. light or dark Puerto Rican rum, finely shaved 
ice. Serve frosted in champagne glass. 


Contents copyrighted under the general copyright on the Nov. 22, 1958, issue—Business Week, 330 W. 42nd St., New York, N. Y 
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Power mower cost trimmed 
$4.29 with “® bearing design 


When a leading manufacturer wanted to cut production costs of his top-line 
power mower... he talked to the man from New Departure! His N/D Sale 
Engineer recommended a new, more efficient cutter housing design utilizing 
three precision New Departure production ball bearings. This accounted for 
a savings in parts and assembly-time costs of $4.29 per mower! What's more, 
the conversion added new sales appeal to the product. The manufacturer was 
able to price more competitively at retail . . 


. while promising mower users 
years of trouble-free performance. 


Perhaps the man from New Departure can recommend an N/D production 
bearing that will give your product the cost savings and added sales appeal 
An efficient double row, pre- 


you're looking for. For more information, write Department A-11. 
loaded, ball bearing for use 
where combined loads must be 
resisted by a single bearing. 
Both radial and axial deflec- 





tions are controlled within 
very close limits. 


EPARTURE 
DIVISION OF GENERAL/MOTORS, BRISTOL, CONN. 


NOTHING ROLLS L4/KAE A BALL 





PUGET SOUND BRIDGE & DREDGING COMPANY 


fills the need for additional protection for its employees... 


PLANT No. 2 


Operational headquarters of Puget Sound Bridge & Dredging Co. in Seattle, Washington 


...with GROUP LIFE, ACCIDENT ©& SICKNESS 


INSURANCE from 


With nearly seven decades of experience in dredging 
harbors, building jetties, piers, bridges, airports, ships and 
industrial plants, the versatile Puget Sound Bridge & 
Dredging Company looks confidently to the future. 

Employees, too, are included in the Company’s forward 
planning with the promise of financial aid through Group 
Life and Accident & Sickness Insurance from New York 
Lite. This important protection helps to relieve the finan- 
cial burden of a covered employee's family if he dies or if 
he or a member of his family needs long-term medical care. 

Puget Sound Bridge & Dredging Company is one of a 
long list of distinguished firms in the United States and 


Canada which have New York Life Group Insurance. 


NEW YORK LIFE 


They find the program improves employee morale and 
efficiency; is flexible, low in cost and easy to administer. 


To find out more, ask your agent, broker or write direct. 


NEW YORK LIFE 


INSURANCE «ylie COMPANY 


51 Madison Avenue, New York 10, N.Y. 


(In Canada: 320 Bay Street, Toronto, Ontario) 


Life Insurance e Group Insurance 


Annuities « Accident & Sickness insurance « Pensi« 





In Management 


Changes in Top Operating Teams 


Stress Trend to Younger Executives 


Archer-Daniels-Midland Co., which has built linseed 
oil production and soybean processing into a $218-mil- 
lion-a-vear business, has a new set of top men. John H. 
Daniels, 37, one of the 
company’s 17 vice-presi- 
dents, takes over the 
presidency from his 
father, Thomas L. Dan- 
icls, 66, who moves up 
to the vacant chairman- 
ship. ‘The new president 
will be chief executive 
officer, and will be 
backed up by Richard G., 

Brierley, +3, another v-p 

now upped to executive 

vice-president, the first 

time that spot has been 

filled at the company since 1949. The move is in line 
with a long-standing plan to “bring vounger men more 
actively into the operations of the company.” ‘The 
vounger Daniels, who had headed ADM 's formula feed 
division, will likely remain in lis job for a long time; 
the company has had only four presidents in its 56 
vear history. 


B-School Pamphlet Tells Businessmen 
Where to Go for Help With Their Jobs 


Businessmen seeking basic data on any aspect of their 
iob can find sources for that information listed and 
inalyzed in a new pamphlet from Dartmouth’s Amos 
luck School of Business Administration [he 61-page 
booklet lists and describes 733 books and magazines 
that will provide answers to questions on 59 different 
business topics—anything from organizational theory to 
consumer finance. ‘The list, compiled from suggestions 
from the entire ‘Tuck faculty, is a redo of a 1952 pam- 
phlet, and contains almost twice as many entries. 


Simon & Schuster Sheds a Book Division, 
Plays Musical Chairs to Get a Tax Break 


When Simon and Schuster, Inc., big publishing com- 
pany, shed its children’s book division last week, it went 
through involved maneuvering to make the tax laws 
work to the benefit of S&S’s only stockholders, Pres. 
\I. Lincoln Schuster and Chmn. Leon Shimkin. 
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MORE NEWS ABOUT MANAGEMENT ON: 


e P. 140—How Oscar Mayer makes more 
profit per sales dollar than the giants in the 
traditionally low-margin meat-packing business. 





Instead of selling the division directly, the company 
transferred it to Schuster and Shimkin in exchange fo 
part of their stock, and the two men then sold it a 
personal property. ‘The stock turned back becom« 
treasury stock of the corporation, and under section 34¢ 
of the tax law, the men pay only capital gains tax o1 
the difference between the selling price of the division 
and what thev originally paid for the stock. If S&S 
had sold the division outright, then passed on the profit 
in dividends, both the corporation and the individuals 
would have to pay taxes on the income; some of it 
the higher regular income rate instead of as capital gam 

Buver in the transaction is Golden Press, a new con 
pany jointly owned by Western Printing & Lithograph 
ing Co. and Affiliated Publishers, Inc., the distribution 
subsidiarv of Pocket Books, Inc. Some 1,000 title 
included in the deal. 


British Industry Works Out Plans 
To Put Stock in Workers’ Hands 


British industry, goaded by the Labor Party's pr 
for government acquisition of industrial stock, 1s 
a cue from the U.S. 
mutual funds, emplovee stock purchase plans, and othe 
schemes for getting more stock in the hands of th 
workers. Last week, two new plans were unveiled 

One, devised by Aims for Industry, an anti-nationa 
tion group, calls for the establishment of “shop com 
panics” by participating concerns. ‘The shop compan 


here’s been a recent surge 


are, in effect, trusts, a device made necessary b 
British ban on a company’s buying its own stock. ‘Th 


would buy the shares of the emploving company ai 
other plan members on the open market, sell the 
emplovees at market price, saving the worker the stam 
duty and broker's percentage. ‘The companies als 
stand readv to buv back the stock at the going mar] 
rate at any time 

late & Lyle, Ltd., giant sugar refiner, has announced 

I] \ims for Industry plan the first of th 


will start the 
% 
vear, and some 20 other major companics arc scl 


considering it. 

Phe other new plan to help the small investor 
announced by Bowmaker, Ltd., installment plan finar 
house. Bowmaker will lend up to 75° on stock pur 
chases, plus the whole cost of the stamp and broker's 
fee, charge 5% interest. As a check against use of the 
plan for stock speculation, Bowmaker makes the provis: 
that the stock cannot be sold for at least three month 
after purchase. 

(he Bowmaker scheme is similar to one previou 
announced by Franco-Bnitish ‘Trust Other finance 
houses are expected to follow suit. 
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Ni, How a Smaller Packer 


! ; 
Ninth in sales among national 
meat packers, family-held Oscar 
Mayer & Co. scores first in the 


size of its profit margins. 





Midwest packc! 
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the giants of the e, 

but some of the ¢ iths sizzle with 
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LOP MIAN Oscar G. Maver, Jr., followed by the sai fact ham MANAGEMENT HUDDLE in Maver offices in 
his father into presidency three years ago. e Nlaver’s Formula—! 1 In t Madison, Wis., includes (from left): P. Gof 


STRIPPER machine devised by Maver unwraps the wieners LINKER, also one of Mayer’s own machines. twists stuffed wiener 
after cooking and makes them skinless for consumer’s convenience. casings into standard lengths 


Company was leader in mechanizing. 
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Joes Better Than the Giants 


2 


ach, Jr., vice-president for operations; Gottfried Mayer, executive vice-president; William T. Murray, vice-president for marketing 
kson, economic adviser; F. D. Holford, controller; A. E. Ericson, vice-president and treasurer, and Pres. Oscar G. Maver, Jr 





























eR 
DANGERS of launching a 


NEW PRODUCT 
Snell Research can help overcome them 


Here’s how, in some typical 
case histories of Snell clients: 


Product Research and Development 

-A few years ago Snell was retained to 
develop new products, applications, and 
market , 


and development work by Snell resulted 


for sugar. Extensive research 


the creation of a new synthetic deter- 


gent—based on suga 


Product Application— A Snell client in 
he paper industry, for whom we had 
loped a fine additive, wanted to 


explore uses in other fields. Unfortunately, 
heir highl 1 staff's experience 
is limited t I ne field. Snell, with 
experts In pract every product field, 

nd the r | ict has potentialities 

t ‘ lsifier nd a paint 
I ) ! er lar inu- 
vcturir é panies can duplicate the 
breadtl f experienc ind background 
the Sn I n-tru f technical ex- 
perts can offer you! 


Product Improvement — One Snel! 


client found their product, an adhesive 
bandage, slipping in quality. Tape was 
going goo n storage on drug ; 
helves. Snell research helped this client 


t quality up to equal the 


best on the marke a and retain his share 
of sal 


Product Evaluation— A Snell brewery 
client wanted to expand production and 
take advantage of a more efficient pro- 
duction technique but feared the taste of 
the beer might uffer. Snell food tech- 
nologists, taste panel , and engineers 
checked the new process and hundreds of 
of beer made under new and old 
ems, recommended the switch to the 
more profitable modern proce The 
change went unnoticed by the customer 


ample 


‘ 


and sales continued to climb. 


Market Research—A Snell client with 
a waste product had briefly considered 
building a plant to use it to manufacture 
another product; but had given up after 
their own brief survey showed the new 
product to be already overproduced. When 
they consulted Snell for checking, how- 
ever, Snell predicted there would be a 
hortage within three years. The client 
waited two years, built the plant—and 
now has a profitable new product instead 
of a waste! 
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Toxicology—One of the largest frozen 


food companies began getting complaints 
on the flavor of one of their green vege- 
tables. Since hundreds of thousands of 
dollars were at stake, they consulted 
Snell to find out what was wrong. Snell by 
analyzing tests, and checking on the 
farm, was able to prove that the taste— 
actually toxic—was due to a new type of 
insecticide sprayed on the fields hundred 
of yards away on a windy day long before 
the harvest! 

Engineering—A large midw 
desired to produce it own brand of 
instant coffee, to poss outstanding 


flavor, body, and bou juet The Vy er iged 


Snell to handle all details, from desig to 
engineering, to supervision of actual proc- 
f tartup. The fine qualities ‘built into’’ 
this resultant product made it such a 

iccess that Snell was commissioned to 
enlarge the plant, which has recently gone 


into production. 


What’s Your Product Problem?— 
Whatever it is, and whatever your prod- 
uct field—chemicals, chemical pecialties, 
personal products, pulp and paper, pro- 
tective coatings, plastics, textiles, foods, 
petroleum, rubber—Snell has men who 
“know the score’ in that field, and who 
can work with you creatively and profit- 
ably in developing, producing, protecting, 
and marketing new ideas. This broad 
experience can be decisive in protecting 
not only your ideas, but also the thou- 
ands of dollars you spend developing 
them. And the cost of Snell service is less 
than you might imagine! Half the jobs 
we do cost less than $1000! 


SEND FOR 
FREE BOOKLET 


Our brochure, ‘‘How to 
Deve lop Successful New 
Products,” tells the whole 
Snell story. Why not send for 
it today? No obligation, of 
course. Foster D. Snell, Inc., 
Dept. B-11, 29 West 15th 
Street, N.Y. 11, N. Y. 









New York, N. Y. 
Baltimore, Md. 

Bainbridge, N. Y. 
Worcester, Mass. 









CHAIRMAN is Oscar G. Maver, Sr., whose 


father and uncle founded the company. 
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Oxveen 


the 
exact 
amount 
you need 


You get it instantly— from LINDE 


You have no worries whatever about an ample, dependable supply 
of oxygen for your process when you buy oxygen from LINDE. Full 
responsibility for production, transportation, and storage at your 
plant is assumed by LINDE. 


Tonnage oxygen. Large amounts of liquid or gaseous oxygen can 
be supplied from a full-scale oxygen production unit — built and 
maintained by LINDE—directly to your plant. You pay only for 
the oxygen you use, at a price guaranteed by LINDE, with no capi- 
tal investment on your part. 


For varying needs. A Driox oxygen storage unit provides a con- 
tinuous flow of liquid oxygen, or converts it automatically to gas. 
Constant pressure is maintained, even while the unit is being 
replenished. Or you can get LINDE oxygen in a single flask, a 
cylinder, or banks of cylinders. 


Take advantage of LINDE’s 50 years of development 
and service in the industrial gas field! Write, phone, 
or wire Dept. K113 LINDE COMPANY, Division of 
Union Carbide Corporation, 30 East 42nd Street, New 
York 17, N. Y. Offices in other principal cities. In 
Canada: Linde Company, Division of Union Carbide 
Canada Limited. 


When you need Oxygen—call LinpeE! 


“nde Oi Site) §| 


CARBIDE 


TRADE-MARK 


The terms “Linde,” “Driox,” and “Union Carbide” are registered trade-marks of Union Carbide Corporation. 








bv the original Chicago butcher shop, 
thee Maver product line has swollen to 
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more than 200 items. By far the leader 
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wiencr, but there ir ilso Various other 
Al TOMATI( ‘Al J A kinds of sausage, bacon, hams, and loaf 
products. These items, by weight, mak 
/ ie up about 4+ f Naver’s annual out 
. . . Open more often: : a. de dhe en 
4 meat. But processed meats are so much 
more profitable to the packer that 
Maver would like to process the whole 
] if it ld We wouldn't have 
t } it at all in executive, 
if we weren't in the processed meat 
DUSITIC 
Among the major fresh meat products 
pol loins, lard pareribs and 
shanks, tails, feet, and salt pork, and 
inedibles such hides, grease, tankage, 
id rertl 
In th f Maver buvs 
ie l l l mostly hogs 
but al tt id sl ind nvert 
then it nillion of meat Pp d 
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vith Swift's $2.5-bil id the fiscal 
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MAGIC-DOOR Controls a ie ne ee ee ae 
Thev'll open your doors to more business the t nagement tea ncluding 
automatically by providing the intangible “extras” t t n Mi 1 W 
courtesy and convenience — that will give you it 
a competitive advantage. ti] ( 
No hands nee d four h doors ope rated hy STANLEY | 
’ , i 
MAGIC-DOOR controls! Shoppers burdened with , 
bundles or children busy people ina hurry... ata pete es pis 
appreciate the ease and speed with which they can How { lant 1 matonal 
enter and exit through doors that open and close ich nthe American Meat Institut 
automatically ' t he fy ne 
Here’s automatic politeness that will help you ae ' es " 
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ae f 1 
interest is a supermarket, chain store — department . eae 
store, variety store, shoe store, jewelry store — ot t | rt th ign iturated the 
or any other business that is built by deserving New England. East Scal d, R 
ae customer good will \l it id Sout] t markets. and 
Write for our new folder “Friendliest Doors in the { littl 
World” to Magic- Door Sales, 
The Stanley Works, Department K-2. 
1135 Lake Street, New Britain, Connecticut. Il. Maximizing Profits 
; p ’ \l ! it | 
Sales and service representatives in principal cities in the United States and Canada , 
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(Advertisement) 


“Now ... | know advertising informs. 
I know it arouses interest. 
I know it builds corporate image. 
I know it creates product preference. 
I know it paves the way for salesmen. 
But what I want to know most is 


DOES ADVERTISING ACTUALLY 
SELL PRODUCTS?” Here’s the answer... 

















(Ad ) 


These are actual quotes from readers of 


We regularly ask subscribers to many McGraw-Hill publications what 
action they take as a result of reading your advertisements. Here are a 
few of many verbatim comments from this continuing research. They 





show how business publication advertising sells your products and services. 











‘‘We wrote to the manufacturer and, as a matter of fact, we have 
an appointment tomorrow.” 
Executive Assistant 


Plug Valve Ma nufacturer 


“We wrote away for details after seeing the ad. We’ll 
check it and see if it works for our system. If it does, 
we will purchase their system.” 


Owner 


Tool and Die Manufacturer 


“From this ad, I sent a request to have their representative call, 
and took him over to the engineering department. As a result of 
his call, we bought a lot of material from them . . . in fact, 

we have ever since.” 

Superintendent of Maintenance 


Chemical Company 


“We are planning to buy a new truck, so I took more 
time on this than on other ads. I’ve already called them. 
They were over Monday, and may be upstairs now 


waiting to give me an estimate.”’ 


Vice President & Treasurer 
Food Canning Company 


“After I saw the ad, I talked the unit over with several other 
engineers, then telephoned the local office for more information. 
I have recommended that we purchase it.” 


Engineer 


Jet Engine Components Manufacturer 








(Advertisement) 


McGraw-Hill publications... 


“T read the ad because the machine applies to 
us and | was interested. In fact, I’m flying to their 
plant in Pennsylvania tomorrow.” 


General Superintendent 


Hosiery Mill 


















‘We saw the ad and are pursuing an investigation of the 
properties of aluminum fasteners in order to determine if we 
can sell our engineering department on this saving.” 


Director of Purchases 
Electrical Distribution Systems Manufacturer 


“We were having trouble with our hydraulic 
equipment when I read this ad. We sent for the 
salesman, and he suggested these fittings. 
We're going to use them almost 100°.” 
Maintenance Engineer 


Meat Products Company 


“There was a filing system that I saw advertised. We called the 
company, and they sent a man who reviewed our needs. We 
installed the system they suggested.” 


Personnel Manager 


Auto Accessories Man ufacturer 


“We'll need at least two mixers for our new 

plant. The one in this ad had the features I was 
looking for, so I went over and looked at the machine. 
When our plant building is up, we'll order two.”’ 


President 
Pre pared Mixes Company 


“T read this ad because I wanted a unit of this type, 
then purchased it by phone.” 
Seismic Supervisor 


Oil Company 
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L] MORE ADVERTISING HERE MEANS 
L] MORE SALES TIME HERE 





1] 
Close the | 
Order 


Create 
Preference 




















If what you make or sell is bought by business and indus- 


try, you can “‘mechanize”’ your selling by concen- 
trating your advertising in the McGraw-Hill publi- 
cations serving your major markets. ‘‘Mechanized 
selling’”’ pinpoints the greatest number of prime 
prospects at lowest cost ... speaks to them in their 
own language while they’re in a business mood. It 
arouses interest and preference for your products 
and services . .. gives your salesmen more time to 


make specific proposals and close sales. 


McGRAW-HILL Publishing Company, Inc. “@: 


330 WEST 42nd STREET, NEW YORK 36, N.Y, 


Customers 





















ct by Maver, instead of undercutting 

them for the sake of a sale, Prices arc 
viewed weekly, but the company 

computes them so carefully that a 

quotation may last for weeks without 
change. 

\t the same time, the company 
makes a habit of producing slightly less 
than it can sell, so that demand is 
ilwavs a little ahead of supply. ‘This 
Maver has dubbed its “vacuum policy.” 
Since Maver salesmen aren't under con 
stant pressure to unload a lot of per 
ishable surplus products, it’s much easict 
tor them to hold the price line. “Only 
vceasionally do we have surplus o1 
distress merchandise,” savs Gottfried 
Maver, executive vice-president 

Phe company savs its salesmen can 
stand up to a rival's price cutting and 
idhere to their own list prices because 
Maver products stay in demand, instead 
of flooding the market. Of course, to 
make this policy work, the company has 
to stimulate demand by merchandising 


lll. Pushing Mayer’s Name 


In Maver territory, children som« 
times goggle at the sight of the Maver 
wicnermobile’—a truck with a wiener 
shaped body from which a_ midget 
dressed like a chef emerges and dis 
tributes wiener-shaped whistles. ‘Vh¢ 
company has four of these bizarr 
\chicles and a fifth on the wav to bring 
its sales message to voungsters—who 
ifter all, are among the most rapacious 
consumers of hot dogs. 


Ihe “wienermobiles” are only onc 
facet of Maver’s ambitious advertising 
nd promotion program. One Chicago 
newspaper has carried more than 250 
full-page, full-color Oscar Maver ads 
nce 1946—and, partly in consequence, 
Oscar Maver wieners, bacon, and 
‘usages outsell all other brands in the 
Chicago market. 
¢ Fresh Meats a Stepchild—But the 
yroduct itself is an important—perhaps 
the most important—advertisement for 

mnpany. And that’s why Maver so 
much prefers processed meats to fresh 
Processed meat carries the compan 

bel right into the retail customer's 
kitchen; fresh meat loses its corporate 
dentification in the butcher shop 
Many a cut of Maver meat ends up in 
chain store’s self-service counter under 
the store’s own label, and the house 
vife never knows she’s selecting an 
Oscar Maver loi of pork, Sa\ 

Ihe meat industry has been ex 
perimenting with packaging fresh meat 
tself for sale to consumers; Swift, for 
nstance, has been marketing some 
frozen fresh meats in packages adorned 
vith the Swift label (BW —Mar.16°57, 

7). But fresh meat is perishable and 
dificult to control in quality, becaus« 
f the differences between animals, and 
Maver hasn't tried a consumer pack- 
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87% less loading time 


“Man, this is the greatest”, were the well-chosen words of this 
operator as he completed a loading job with the “PAYLOADER” 
tractor-shovel in 3 hours that usually required 24 manhours of 
hard, physical labor. 


It all started when Chief Engineer E. C. Sharpless of H. 
Swoboda & Son, Inc., a Philadelphia leather tanning firm, started 
looking for a better way to handle waste materials. He aimed 
to cut operating costs and reduce hard labor at the same time. 


He recommended a tractor-shovel for the job and, after com- 
petitive demonstrations, a Hough model H-25 “PAYLOADER” with 
tine-type bucket was purchased. They found that this unit (2500 
lb. carry capacity) could easily load 53,000 Ibs. of material in 3 
hours — as much as three men with pitchforks could accomplish 
in an 8 hour day — besides doing other material handling jobs. 


Swoboda’s experienced loader operator, Bob Merrell, adds to 
his opinion of the H-25 by saying it “handles more, loads more, 
faster than anything else . . . easy to get in and out of tight places.” 
The specific mechanical features he refers to on the ‘““PAYLOADER” 
are its exclusive non-spin differential that gets traction even on 
slippery tannery floors, power steering, complete power-shift trans- 
mission and a low, close load-carry position. 


If you have bulk, loose materials to move, you'll find the 
model H-25 “PAYLOADER” is the “greatest” too. Ask your Hough 
Distributor for a demonstration to prove it can do many tough 
handling jobs at low cost for you. 


( 


Modern Materials Handling Equipment 2 


THE FRANK G. HOUGH CO. FA 


LIBERTYVILLE, ILLINOIS 
SUBSIDIARY—INTERNATIONAL HARVESTER Company 11-A-4 


Please send full data on the H-25 PAYLOADER 


Name 





Company 
Street 


City 
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HERE’S INDIVIDUAL 
CLIMATE CONTROL WITHOUT 
THE EXPENSE OF SEPARATE UNITS 




















FOR EACH AREA! 
“BUFFALO’ ZONE CONTROL CABINET 
nee ae @ Economical to Install and Operate 
@ Ideal for Offices and Smaller Plants 
‘Buffalo” Zone Control Cabinets It's not only that personal tastes vary. One or more working areas may require 
are sectionalized for maximum maximum heating while other areas may need less heating or even coolin 
ase of stallation. Removable _ . in. : 
ie ere ras gna The “Buffalo” Zone Control Cabinet is ideal for conditions like this. Ino one 
panels and bearings located out- , ; : rae 
single unit, it provides low-cost heating. cooling. dehumidifving In any requires 
side the cabinet simplify servicing, j 
combination for each area exactly as needed. Separate controls can be manual 
Phe entire unit is ruggedly con- ; 
or completely automatic. 
structed to insure a long life of 
maintenance-free operation, Investigate the compact. economical. efficient ‘Buffalo” Zone Control Cabinet. 
Your “Buffalo” engineering representative will gladly give you full information, 
or write for Bulletin AC-220, 
ae 
. EXHAUSTING 


Buffalo, N. Y. 
Buffalo Pumps Division Buffalo 
Canadian Blower & Forge Co.. Ltd.. Kitchener. Ont. 
VENTILATING © AIR CLEANING . AIR TEMPERING . INDUCED DRAFT 
FORCED DRAFT = COOLING . HEATING . PRESSURE BLOWING 
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PFAELZER’S HOLIDAY BOX OF 12 U.S. PRIME, AGED BONELESS STRIP STEAKS 
%!’ thick, half pound each. $32.00 express prepaid 


Treat your friends and your family 
to impressive restaurant steaks, 
What a flattering gift! 

Steaks are closely trimmed, gift 
wrapped, ready for cooking or 
freezing. Gift card enclosed. 

{nother gitt box—16 six-ounce 
Filet Mignons, 1'4'" thick—$32. 

Send check or money order with 
your list. Satisfaction guaranteed 
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Purveyors to America’s luxury restaurants 
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Khrushchev Plans for Growth 


In rising to power, Nikita Khrushchev proved that 
he is one of the boldest gamblers in Russian history. 
As premier, he still is gambling—this time on his 
ability to push the Soviet Union, via a Seven-Year 
Plan, into a commanding economic position in the 
world (page 27). 


Propaganda and ... 


In revealing his new economic plan the other day, 
Khrushchev claimed that by 1965 Soviet output 
would be almost on a level with ours—and that the 
Soviet bloc as a whole would produce more than the 
entire Free World. By 1970, he boasted, the U.S.S.R. 
would have the world’s highest living standards. 

There’s a large measure of propaganda in these 
claims. Unless the Free World falls into a prolonged 
depression, there is not the slightest chance that the 
Soviet bloc can equal its production by 1965. 

Nor can the Russians raise their standard of living 
to match ours by 1970. Such statements are part 
of Khrushchev’s gamble—a bid to win the support 
of the hard-pressed people of Russia and the aspiring 
peoples of the underdeveloped countries. Khru- 
shchev makes these claims with the hope of getting 
more production out of Soviet workers and of selling 
the advantages of Communism to the uncommitted 
nations of Asia and Africa. 

Most people in the West will see through Khru- 
shchev’s claims, but they should not dismiss the in- 
dustrial progress the Soviet Union is likely to make 
during the Seven-Year Plan. On the basis of past 
performance, it is reasonable to expect most of 
Khrushchev’s basic industry goals to be met. The 
targets for consumer goods output should be within 
reach, though these industries have a low priority. 


. . « Rapid Growth 


But, any way you look at it, it seems clear that the 
Soviet economy will grow during the 1960s at a 
faster rate than will the Western economies. More- 
over, the Soviets will continue to put relatively more 
of their production into defense, foreign aid, and 
education than the West does. And they will be in 
a better position than ever before to compete 
economically with the West—or to carry on a trade 
war. 

What impact will all this—the real and rapid 
growth of the Soviet economy, plus Khrushchev’s 
propaganda—have on the world? 

The Russians will swing more weight—and espe- 
cially among the underdeveloped countries. This 
may well force the U.S. to give higher priority to 
economic development programs—public and _ pri- 
vate, in Asia and Africa—and to measures to stimu- 
late trade 


154 


It was this that Sen. Jacob Javits (R-N. Y.) had 
in mind in speaking at a Paris meeting of members 
of NATO parliaments. The Atlantic countries, ac- 
cording to Javits, should accept the principle that 
assistance for economic development and expansion 
of world trade are of equal importance with domestic 
welfare and national defense. 

It would be a long step for the U.S. and most 
other NATO members to make such a principle the 
basis for national policy. But the challenge presented 
by Khrushchev’s Seven-Year Plan may soon impel 
the West to move steadily in this direction. 


Housing on Its Own 


Housing starts next year are likely to be about the 
same as this, in the view of most experts both in and 
out of government (page 35). That is, they will be 
if the new Congress keeps hands off—but the pre- 
vailing belief is that the lawmakers will, on the 
contrary, go all-out to raise the level of home- 
building. 

Everyone will agree that better housing is much 
to be desired. It also is true that an active housing 
market is good for business. Hence it is desirable to 
replenish Fannie Mae’s funds and FHA’s underwrit- 
ing authority. But, beyond that, steps to stimulate 
housing would be questionable if not dangerous. 

Housing has decided earmarks of a contracyclical 
industry. It responds readily to the easier money 
that tends to accompany a recession (not to mention 
the easier terms on downpayments and repayments 
that can be expected simultaneously). Thus it is a 
very comfortable thing to have a backlog of housing 
demand on tap when harder times seem imminent. 

This is not to say that housing should be curbed 
now and saved for later. Some might argue that 
homebuilding is greedy for manpower and mate- 
rials, hence should be restrained as _ business 
recovers. But it is unlikely that such controls are 
desirable now and, even if they were, they would 
be slow to take hold 

Homebuilding rests on advance mortgage commit- 
ments to a very great degree, particularly commit- 
ments under FHA and VA guaranty. Experience 
indicates that controls imposed during a boom 
hardly begin to pinch before it becomes desirable 
to remove them again in an effort to forestall a 
business decline. 

This, in short, is exactly the time not to tamper 
with homebuilding, one way or the other. To over- 
stimulate demand now would feed inflation and quite 
possibly lead to a temporarily overbuilt situation. To 
impose controls would have little effect for many 
months—and the brakes probably would bind at 
just the wrong time. 
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AIK DEFENSE COMMAND.. 


the delense that never rests. 


/ 


With a stern gaze toward the perimeter of the Northern Hemisphere, an eagle clutche 
a bolt of lightning symbolizing the strength and rapidity with which the U.S.A. i 
Air Defense Command is prepared to fulfill its mission! Around the clock, for more 
than ten years, the men and women of the Air Defense Command have protected 
your home and country by bringing to life this symbol of the defense that never rests! 








Coming up on the double: all the figure-facts you want when you want them! 


That's how it is when Burroughs Typing Sensimatic 
Accounting Machines are at work. Descriptive account- 
ing’s fastest machines, they’re as much at home in 
small businesses as large ones. They have all the 
famous Sensimatic advantages—inherent high speed, 
high number of automatic operations and the ability 
to wrap up one job or any number of jobs easily. And 





to those they add fast, jam-proof typing—descriptive 
accounting. Call our nearby branch today and_ see 
how solidly Burroughs Typing Accounting Machines 
can support your decision-making responsibilities and 
cut your accounting costs plenty while they're at it. 
Or write to Burroughs Corporation, Burroughs 
Division, 6071 Second Avenue, Detroit 32, Michigan. 
i Sensimatic—T M's 


Burroughs and 


Burroughs Corporation 


“NEW DIMENSIONS / in electronics and data processing systems” 





